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— within a completely interchangeable 


sub-assembly measuring unit 


One of the outstanding features for which Brodie BiRotor Meters have 
gained wide recognition and acceptance is their unique simplicity of design, 
construction, operation, and service-maintenance. Comprised of just two 
simple helical rotors with fixed synchronization—and built into a com- 
plete interchangeable sub-assembly, the BiRotor measuring element is 
securely mounted within a welded all-steel meter housing. This readily 
accessible measuring unit can be easily removed for centralized inspection 
ot bench servicing when required—without disturbing existing line con- 
nections—and without seriously interrupting loading operations. For 
dependable, long-lasting trouble-free metering, investigate Brodie BiRotor 


Meters, today. Full details furnished on request. 


—FIRMLY MOUNTED IN 
WELDED ALL-STEEL METER 
HOUSING 


RALPH N. BRODIE CO., INC. 61ST & LOWELL, OAKLAND 8, CALIFORNIA, U.S.A. 
Division Offices: CHRYSLER BLDG., NEW YORK CITY + 59 E. VAN BUREN, CHICAGO 5 « 2101 S. SAN PEDRO, LOS ANGELES I, CALIFORNIA 
302 SOUTH PEARL ST., DALLAS 1, TEXAS + 271-9TH AVE. NORTH, SEATTLE 9, WASH. © REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 




















Names in the News 


David T. Morgenthaler has been ap- 
pointed sales manager of Delavan Mfg. 
Co., Des Moines, 
Ia. He will direct 
sales in all depart- 
ments of the com- 
pany, including 
Delavan oilburner 
nozzles, accessories 
and sludge solvent. 
Mr. Morgenthaler 
has both Bachelor’s 
and Master’s degrees in mechanical en- 
gineering from Massachusetts Institute 
of Technology and formerly was with 
Northern Equipment Co., Erie, Pa. 


Orville H. Mowbray has rejoined the 
sales engineering staff, National Radi- 
ator Co., Johnstown, Pa., and again 
has been assigned to the Baltimore 
branch sales office. He first joined the 
company in 1937, served as a sales engi- 
neer in the Baltimore and Philadelphia 
territories until 1941 when he joined 
the Army Corps of Engineers. 


Phillip A. Formel is the new Central 
New York State sales engineering repre- 
sentative, National 
Radiator Co, 
Johnstown, Pa., 
succeeding Roland 
A. Hazell, now 
manager of the 
company’s new 
Buffalo branch 
sales office. Mr. 
Formel, who re- 
cently completed National Radiator’s 
five-week training program in_ basic 





heating engineering, is to be responsible 
for the sales of residential, commercial 
and industrial products in the territory 
Surrounding Binghamton, Cortland, 
Ithaca, Auburn, Syracuse, Watertown, 
Rome and Utica, N. Y. He has been as- 
signed to the company’s Philadelphia 
branch sales office, which covers this 
area. Mr. Hazell, who joined the com- 
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Positive Draft 





REGARDLESS OF WEATHER 
OR SIZE OF CHIMNEY 





pany in 1925, has worked in various de- 
partments at the general office and in 
1947 became a territorial salesman, as- 
signed to the Philadelphia sales office. 
The new Buffalo branch will be respon- 
sible for sales in the western counties 
of New York and the northwestern 
counties of Pennsylvania. 


William G. Moser and Newell B 


Case have been appointed eastern and 





Case 


western sales managers, respectively, for 


the Meter Div., A. O. Smith Corp., Los 


Moser 


| Angeles 22, Cal. For the past two years, 


The Wing Draft Inducer provides a | 
means for furnishing positive, uniform 
adequate draft for low pressure heating 
plants without the need for tall, un- 
sightly, expensive stacks. 


It permits operating at high efficiencies 
without regard to weather conditions. 


Thorough and efficient combustion | 


with high CQO, content is assured. 
Smoke, gas and explosion hazards are 
reduced or eliminated. 


L.J. Wing Mfp.Co. 


General Offices and Factory: 


€6 Vreeland Mills Road. Linden, N. J. 











Canadian Factory: Montreal 


DRAFT 
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Mr. Moser, with the company since 
1938, has been Chicago area sales man- 
ager and before that assistant sales man- 
ager, New York division. Mr. Case has 
been Pacific Coast area sales manager 
since 1944 and for eleven years prior to 
that time was associated with distributor 
organizations. 


Cecil H. Gay, works manager of the 
Barberton plant, Babcock & Wilcox 
Co., New York 6, N. Y., has been 
elected a vice president of the company. 


| He joined the company in 1928, has 





been connected with the Barberton op- 
eration since 1932, and will remain in 
charge of that and the Alliance plants. 
John A. Menster, at about the same 
time, became assistant manager of sales 
for B & W’s welded tube division, Alli- 
ance, Ohio. 


Fred R. Paris has become district 
Marlow Pumps, 


representative for 
Ridgewood, N. J. 
His background in- 
cludes a ten year 
association with 
Worthington 
Pump and Machin- 
ery Corp. Work- 
ing out of Mar- 
low’s home office, 
he will be in charge 
of industrial pump sales for ew ee 
State and part of Canada. 
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When you purchase tubing, you buy a promise of tube life .. . Your 
purchase reflects your confidence in the article purchased—and you 
are primarily interested in what it will do for you. To all outward 
appearances most tubing may look the same. Its true value, how- 
ever, is revealed when the tube is in operation. 

Thus you must depend upon its past performances—the reputa- 
tion it has gained—and the distinguishing name it carries. 
Remember, there IS a difference. 

You can always depend upon Wolverine—the seamless, non- 
ferrous tubing that is quality-controlled from ore to finished product. 


We'll be glad to send you literature featuring the 
scope of our products and facilities. 





WOLVERINE TUBE DIVISION 


Calumet & Hecla Consolidated Copper Company 
INCORPORATED 
MANUFACTURERS OF SEAMLESS, NON-FERROUS TUBING 


1445 CENTRAL AVENUE > DETROIT 9, MICHIGAN 


PLANTS IN DETROIT AND DECATUR, ALA. 


Sales Offices in Principal Cities 
























Editorial Leaks 


The National Coal Assn., the United 
Mine Workers and the railway brother- 
hoods have joined hands with the inde- 
pendent oil producers in pleading for 
Government to put a high tariff on oil 
imports . . . $1.05 a barrel to be specific. 
Those first three groups haven’t the re- 
motest interest in helping oil . . . they 
have every interest in retarding its 
growth. If they should win out this time, 
by threatening Congress with votes, 
their next move would naturally be 
something else to retard the advance of 
oilheating. When oil men fall so low as 
to accept help from such obviously 
antagonistic groups for a temporary 
selfish gain, they can’t for long hope to 
call themselves “independent.” 


© 


One of the most significant papers at 
the Philadelphia Show was by Ted 
Kaufman, OHI’s technical secretary, on 
oilburner standards, municipal codes 
and other similar yardsticks for oilheat- 
ing. The significance was not in the fact 
that this general problem has been ex- 
plored and resolved by the Institute or 
anyone else, for it hasn’t, but rather 
that the subject is up again. 

- With competition from other fuels 
becoming more active, there is a grow- 
ing recognition that only the best in 
oilheating will do from now on. As long 
as we have standards and codes by 
which outsiders judge our industry’s 
work, it is most important that the in- 
dustry through its association assume 
responsibility for helping and steering 
their formulation and enforcement. 

Standards in the past have been much 
too lax, too low, primarily to avoid of- 
fending some individual industry mem- 
bers who couldn’t, or didn’t wish to, 
make products to a higher standard. 

Associations have a choice of two 
philosophies . . . be everything to every 
possible member in the interest of hold- 
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ing the highest number on the roll, or 
evaluating the future outlook for the 
industry as a whole and working for the 
greatest good for the greatest number, 
with some members or potential mem- 
bers expendable in the process. 
Standards and codes, if we’re to have 
them at all, might well reflect what we 
all know to be first class performance. 
Anything less is of doubtful value. 
Two Washington agencies are now 
exploring new possible standards for 
oilfired furnace and boiler units. With 
our industry’s active assistance, they 
might be made something real. Ted 
Kaufman, we hope, has started some- 


thing. 
© 


In a recent issue of “Coal Heat,” a 
leading anthracite coal producer uses a 
page advertisement to urge his industry 
to protect its market from oil and gas 
inroads by emphasizing the safety of 
coal compared to the lethal hazards of 
the other fuels. 

There have probably been more per- 
sons killed in their beds by escaping 
coal gas fumes from leaky old furnaces 
than from all causes connected with oil, 
but even if coal were simon pure on this 
point, it would still be a silly merchan- 
dising project. 

The National Safety Council esti- 
mates that 927,621 persons have been 
killed by automobiles since 1907, and 
yet there is about as much chance of the 
general public returning to the horse 
and buggy for transportation as there 
is of its returning to coal for heat. 


© 


William C. Gordon, Jr., prominent 
analist of the Curtis Publishing Co., 
spoke at the luncheon meeting of the 
Accessory Division of OHI at Philadel- 
phia. He mentioned having known oil- 
heating since it was in short pants. 
Could it be that he knows about pulsa- 
tion? 


© 


In the April issue article, ‘Fueloil 
Budgeting, Dispatching,” was a descrip- 
tion of two effective, simple systems de- 
veloped by T. R. Loizeaux Fuel Co., 
Plainfield, N. J. 

Shortly after the issue was distributed 
around the country, Tim Loizeaux 
phoned the editor on long distance to 


ask anxiously if we had any help we 
could lend him temporarily. It seems 
that he had been flooded with corre- 
spondence, phone calls and personal 
visits from dealers wanting to discuss 
further details of the systems described. 
Tim is a hard working man normally, 
and he wasn’t able to get work done for 
entertaining visitors, There’s no answer 
to such a man on his perplexity, except 
“Such is the price of fame.” 

On the other hand, visitors from our 
industry always leave some good ideas, 
as well as take them, so Tim is glad they 


came. 
© 


One of the cracks going the rounds 
at the Philadelphia convention was 
about the tourist visiting Boston who 
planned to go to Washington as his next 
stop. When he inquired for the most 
direct route to Washington, he was told 
to go out to Harvard and turn left. 


© 


At the spring meeting of the Na- 
tional Petroleum Assn. in Cleveland at 
mid-April there was nothing specifical- 
ly on the program about fueloil or oil- 
heating, but the trip was worth while 
for two reasons. The first was renewing 
acquaintances with some industry men 
seen only once a year. The second, and 
more exact reason, was an invitation to 
W. W. Vanderveer’s shindig the night 
before the meetings. 

Some 70 oil industry men were in- 
vited for steaks and the preliminaries, 
and stayed long enough afterward to 
settle many of the “industry’s prob- 
lems.” The unusual feature of this din- 
ner, other than Van himself, is that the 
steaks were raised by the host and were 
of extraordinary quality. 

Since selling his interest in Allied 
Oil to Ashland in 1948, Van has spent 
more time supervising his farm where 
he raises Aberdeen Angus cattle and 
fast trotting horses. 

For the dinner party, four 1400 
pound steers were killed to get the 70 
steaks. In other words 80 pounds to a 
guest, but some of this was held back 
and marketed through butcher shops in 
the villages near the farm. Oil men are 
heavy eaters but not that heavy. 

Van explains that the good quality of 
his steers and trotters is partly due to 
being raised on a limestone soil. 
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PHOTO BY GARCIA STUDIO 


Berthold Mongeau, presipENT 
MONGEAU & ROBERT COMPANY, LTD., MONTREAL, CANADA 


In our country with its rigorous climate, it is our duty to attempt to give the best possible 
service and value to our customers and we must keep abreast of progress in our particular 
field of business. In view of this fact, we consider that it was a wise decision on our part 
when we adopted Ventalarm Signal twelve years ago. 


Equipping all our fuel oil accounts with Ventalarm Signal results in an incalculable saving 
of time and trouble for us. It brings delivery freedom and a more satisfactory service to 
our customers. There is no exaggeration in asserting that Ventalarm Signal offers fuel oil 
dealers a real opportunity to secure plus business. On the whole, it may be said that our 
investment in Ventalarm Signal took only one year to pay for itself. 


Write today for exciting facts about what the VENTALARM 
decision has meant to more than 3500 fuel oil dealers all over 
the country. Address inquiries to: 


SCULLY SIGNAL COMPANY, 76 First St., Cambridge 41, Mass. 





Fully protected 
Watch for outstanding by U. S. and 


foreign patents @) } 
MEN OF DECISION saith V ® N L A 2 M Vy 


° ° your regular 
in future issues supply house 


WHISTLING TANK FILL SIGNAL 





© by S.S.C. 1950 Canadian Licensee, EMPIRE BRASS MFG. CO., LTD., London, Ontario 
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1945 1946 1947 1948 1949 1950 
Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 152 reporting to 
Census Bureau, FuELoIL & O1_ Heat's estimates of shipments are: 
FEBRUARY—— —- TWO MONTHS 
Percent Percent 
1950 1949 Change 1950 1949 Change 
Conversion 26,788 17,625 520 53,416 37,952 i 40:7 
Boiler units 22> 1,999 + 46.3 6,696 3,678 38201 
Furnace units 7,043 3,752 + $7.7 13,524 7,445 + 81.7 
All Domestic 36,756 23,376 “ae S02 73,636 49,075 + 50.0 
Commercial 1,995 1,759 + 13.4 3,693 3,640 =“ ey 
Total 38,751 23,03) + 54.2 77,329 52,015: aie 46.7 
Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 152 reporting to 
Census Bureau, FuELoi, & O1t Heat's estimates of shipments are: 
—— JANUARY TWELVE MONTHS 
Percent Percent 
1950 1949 Change 1949 1948 Change 
Conversion 26,628 20,327 + 30.9 445,966 287,829 + 54.9 
Boiler units 33791 1,679 +1245 54,652 38,187 + 43.1 
Furnace units 6,481 3,693 + 75.4 96,674 86,843 + 11.3 
All Domestic 36,880 25,699 + 43.5 597,292 412,859 + 44.6 
Commercial 1,698 1,881 — 9.8 25,736 28,433 — 95 
Total 38,578 27,580 + 39.8 623,028 441,292 ~ 3 
March Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS __ BOILER-BURNERS FURNACE-BURNERS 
March Aver. $307 $652 $563 
February Aver. 307 640 557 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
March 120.9 Sixmonthsago 130.9 March 128.9 Sixmonthsago 130.2 


February 122.8 Yearago 135.6 February 130.1 Yearago 142.7 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES - RETAIL CONVERSION BURNER -JAN. 1940=1/00 








INDIVIDUAL INCOMES — BUREAU OF LABOR. STATISTICS — 1939 = 100 ---- enn mH 
CONSTRUCTION COSTS — RESIDENTIAL- DEPT. OF COMMERCE — 1939 =100 ——-—— - —— 
COST OF LIVING — BUREAU OF LABOR STATISTICS — 1935-39 =100 xoccoccccaca00000000000 


250 


225 225 


200 


200 


175 


INDEX 
=) 
Ww 

INDEX 


150 150 


125 125 





100 100 
JAN MAR MAY JUL SEP NOV JAN MAR MAY JUL SEP NOV JAN MAR MAY JUL SEP NOV 


1948 os 1949 1950 











Oilheating Trends 


INSTALLATIONS of domestic oilburners 
and units during March are estimated 
at 29,539, a modest rise from the 25,775 
installed in February, and 56% above 
the 18,948 installed in March a year 
ago. 

This important rise in March makes 
the whole first quarter look good. Total 
installations for the three months were 
87,893, a gain of 19% over last year’s 
73,929. 

March installations were divided: 
New homes 7,057; Replacements of old 
oilburners 4,270; Conversions from 
other fuels 18,212. For the full quarter 
the division was New homes 28,019; 
Replacements of old oilburners 18,831; 
Conversions from other fuels 41,043. 


BURNER STOCKS: Stocks of domestic 
oilburners and units in dealer hands on 
April 1 are estimated at 58,793, com- 
pared with 50,728 on March 1; and 
compared with 69,944 on April 1 a year 
ago. The generally lower level of dealer 
stocks in recent months has been caused 
by anticipation of lower prices. Factory 
prices of burners have declined about 
11% during the past year, but there is 
not much in sight to indicate any sub- 
stantial further reductions. Factory 
stocks on January 31, the latest avail- 
able data, were 40,832, or virtually the 
same as the previous month. 


BURNER SALES OUTLOOK: The com- 
posite opinion of all reporting dealers 
points to an estimated rise of burner in- 
stallations during the full year 1950 of 
approximately 11% over their own in- 
stallations in 1949. This is not quite as 
optimistic as their viewpoint at the start 
of the year when they looked for a 12% 
gain in 1950. Dealer estimates of this 
kind have been put together several 
times in recent years and thus far they 
have always been on the low side when 
compared with actual results. It is sig- 
nificant that with this group of dealers 
estimating the full year at 11% over 
last year the actual installations for the 
first quarter are up 19%. Geographi- 
cally, the Midwestern dealers are the 
most optimistic. They expect a 20% rise 
over last year compared to a 17% fore’ 
cast in New England, 9% for the Mid- 
Atlantic states, and a drop of 9% in the 
Pacific Northwest. 
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FUELOIL HAULING RATES: In response 
to several requests for a measurement 
of industry practice on outside hauling 
rates, the group this month was asked 
several questions in that category. First, 
they were asked how many pay their 
drivers on retail deliveries so much per 
gallon instead of hourly or weekly rates. 
Only a little over 5% of the reporting 
companies say that they pay drivers by 
the gallon, but an additional 22% re- 
port that they know of other companies 
in their markets who have adopted this 
practice. The rate paid averages .27¢ 
per gallon to the driver instead of giving 
him hourly wages. These considerations 
refer to instances where the dealer owns 
the truck and simply pays the driver on 
a gallonage basis for his time. 

There are situations where dealers get 
rushed at the seasonal peaks to the point 
of not having enough delivery equip- 
ment to take care of their customers. If 
these emergency periods are expected to 
be short it often pays to hire a truck 
and driver from an outside company 
rather than own extra equipment that 
would be idle most of the time. One 
fueloil marketer in five, on the average, 
utilizes outside contract hauling at the 
peak season. To get a truck and driver 
on this basis he pays an average of 1.39¢ 
per gallon delivered. The range on this 
is from a low of 1¢ toa high of 2¢. 

The dealers were then asked what 
percent of their total delivery costs were 
represented by driver’s wages. The com- 
posite answer was 40.3%, although 
there was a wide variation ranging from 
a low point of 15% up to a high of 
75%. 


CLEANING BULK STORAGE TANKS: A 
question was recently raised by a major 
oil company executive over the condition 
of the bulk storage tanks of fueloil dis- 
tributors. This man believed that some 
of the troubles blamed on poor oil today 
were actually holdovers from wartime 
years when it was sometimes necessary 
to supply inferior products, and he ex- 
pressed the thought that a lot of bulk 
plant tanks have not been emptied and 
thoroughly cleaned in quite a few years. 
According to the experiences of the re- 
porting group the average period of time 
since all of the individual marketers’ 
bulk tanks were cleaned is three years. 
However, 24% of the companies report 
five or more years since tanks were 





Oilburner* and Building Permits 


OILBURNERS DWELLINGS 
March 3 MONTHS March 3 MONTHS 
1950 1949 1950 1949 1950 1949 1950 1949 
if 9- p. 145 65 Albany, N. Y. Sg ap eae a 
389 432 1144 971 Baltimore, Md. 714 150 1772 279 
“a ee nA ‘ Binghamton, N. Y. 6 9 9 23 
me rr , Bloomfield, N. J. 11 3 19 6 
: 198 ii 766 Boston, Mass. 19 13 62 28 
43 39 161 173 Bridgeport, Conn. - ia oe as 
re . ae E Buffalo, N. Y. 63 3 172 34 
Columbus, O. as = a a 
as te pap Des Moines, Ia. 185 110 249 140 
ae 537 re 1965 Detroit, Mich. 1816 972 4041 1583 
19 31 83 115 Elizabeth, N. J. 6 + 18 9 
26 13 90 47 Freeport, N. Y. te aa a a 
re ae see ea Greenwich, Conn. 41 9 85 28 
ee a we a Hackensack, N. J. 7 7 64 10 
199 96 503 290 Hartford, Conn. os Pe : + 
bi - ‘i ’ Hudson County, N. J. és ‘a 
11 es 31 Irvington, N. J. 1 6 4 a 
ne a we ae Lynn, Mass. a 8 24 23 
38 18 128 61 Meriden, Conn. tiie ‘ia a aa 
206 190 557 622 Milwaukee, Wisc. 287 180 614 262 
54 41 200 188 Minneapolis, Minn. 127 78 212 134 
19 14 44 31 Montclair, N. J. ‘i “3 és a 
ee Pe at ne Morristown, N. J. 
31 12 71 43 Mt. Vernon, N. Y. 
‘* 55 or 160 Newark, N. J. 
82 58 347 250 New Bedford, Mass. 
33 12 84 73 New Haven, Conn. 
re ee ee a. New Orleans, La. ae ae a ae 
21 20 64 41 New Rochelle, N. Y. 10 13 19 16 
1632 1528 5321 4405 New York City (total) oe he ie Pe 
1300 1150 3955 3320 Brooklyn-Queens 
332 378 1366 1085 Manhattan, Bronx, Rchd a 3 ate a 
71 145 182 330 Norfolk, Va. 142 21 343 87 
-- 0 ae 3 Oakland, Calif. ¥ a =e i 
38 63 153 148 Omaha, Neb. 141 48 186 60 
11 8 23 18 Orange, N. J. 1 0 1 1 
26 20 40 44 Passaic, N. J. Ae a me dg 
52 32 105 69 Paterson, N. J. 14 13 33 20 
618 355 1389 940 Philadelphia, Pa. <a e a pie 
a ai = ifs Plainfield, N. J. 12 3 32 11 
46 20 85 54 Portland, Me. 14 11 24 15 
422 459 1055 1488 Portland, Ore. PY? 193 Ae 418 
17 6 35 99. Poughkeepsie, N. Y. re ae me Ps 
56 60 157 144 Providence, R. I. 37 13 67 24 
eu i a ‘e Reading, Pa. 5 7 17 13 
113 39 243 224 Richmond, Va. 66 73 183 187 
117 Si: 275 my Roanoke, Va. ae mY aie as 
250 160 435 415 Rochester, N. Y. ae st “4 i 
ee 8 o 45 Rockville Center, N. Y. me 15 ne 22 
25 17 67 61 Salem, Mass. 8 1 14 8 
49 119 163 329 St. Louis, Mo. 132 48 219 77 
50 98 yy 9 353 St. Paul, Minn. 116 47 182 82 
68 40 192 130 Schenectady, N. Y. mo ais aig ms 
oe ae ne 5 Seattle, Wash. 7” 148 ae 308 
AY =e ae - Springfield, Mass. me 34 145 64 
145 26 296 131 Stamford, Conn. “a _ aa ea 
10 13 37 99 Syracuse, N. Y. 25 48 73 70 
oes ~ ar ae Trenton, N. Jf. 17 3 20 5 
a ee ne ee Utica, N. Y. 6 3 9 4 
203 38 396 245 Washington, D. C. ae $a ae ie 
a ne ee ; West Orange, N. J. 33 10 61 18 
$3 ¥2 37 25 White Plains, N. Y. 8 2 25 24. 
68 51 168 171 Wilmington, Del. 34 18 64 21 
ae 47 ee 266 Worcester, Mass. a oe 2 an 
42 26 100 62 Yonkers, N. Y. wa ae rae a 
6889 5860 19893 17272 Totals 4193 1968 9062 3373 
+17.5 sg) 92 Percent Change +113.1 + 168.7 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


cleaned and 17% or 1/6 of the report- 
ing companies have not emptied or 
cleaned all of their tanks since 1940. 
How much effect this may have on the 
character of the oil now being supplied 
is problematical but in any event these 
figures serve to measure the industry s 


habits on that score. 

Just about 1/3 of the reporting com- 
panies use filters at their bulk plants or 
loading racks so that all oil going to the 
delivery trucks has been filtered. One 
company in eight reports that it intro- 

(Continued on page 158) 























Government Influences on Fuels 


by 
Milburn Petty 


WASHINGTON—Some action to restrict 
oil imports into the U. S. seems assured 
—either by the Truman Administration 
on its own or by legislation—now that 
the politically-powerful coal industry 
and its miners have thrown their weight 
into the fight. 

Coal men, who are resentful at the 
loss of markets and blaming residual 
fuel oil imports, are now up in arms. 
They are well organized. They have 
many friends in the Administration and 
on Capitol Hill. And they have put 
aside their differences with domestic oil 
producers — temporarily —to join up 
with the Independent Petroleum Ass’n 
of America, to push back the rising tide 
of foreign oil. 

Since this coalition with IPAA sev- 
eral weeks ago, coal men have been 


holding meetings all over the country, 


attended by oil and coal labor leaders, 
railroads, oil producers and other 
groups to map the flght. 

Their attack is two-pronged. They 
are button-holing Congressmen and 
Senators, trying to sell the idea of a 
higher tariff on foreign oil and urging 
support for the bill by Representative 
Gossett (D, Texas), which would jump 
the tax on imported oil to $1.05 a bar- 
rel. 

But most of their efforts are being 
concentrated on top Administration 
officials who already are sympathetic to 
the coal industry—Interior Secretary 
Oscar Chapman, State Under-Secretary 
James Webb, and top White House 
officials, such as Dr. John Steelman, 
President Truman’s principal assistant. 

This campaign is taking hold. Chap- 
man has conferred with coal leaders 
and expressed concern with their situa- 
tion. And he is backing the resolution 
of Senator Myers (D, Pennsylvania) 
for a full-scale investigation of U. S. 
fuels, their inter-relationship and effect 
of price on markets for each. 

Chapman has said, publicly, that out 
of such a bill may come “recommenda- 
tions that might place in proper per- 
spective the role that anthracite will play 
in the future economy of this country.” 


12 


Chapman has followed up in talks 
with oil men, too. He warned the Na- 
tional Petroleum Council that while 
the industry’s desire for profits was 
legitimate, oil men must start looking 
at the “general welfare” and study how 
various fuels should be “coordinated in 
their proper use.” 

But the NPC rejected Chapman’s 
request for recommendations on im- 
ports, turning his letter over to a stand- 
ing committee on imports, which, how- 
ever, is not authorized to make recom- 
mendations for “plans or programs.” 
IPAA General Counsel Russell B. 
Brown called this an “evasion,” pre- 
dicting it would stimulate action by the 
government against imports. 

With the Truman Administration so 
well informed on this subject and sym- 
pathetic, it’s a good bet that one of two 
things will develop: 

(1) The President will push for a 
“voluntary” program under which im- 
porters could agree on amounts to be 
brought in, with anti-trust law clear- 
ance by the Justice Department, or 

(2) The White House will take off 
the shelf an executive order which has 
already been drafted, establishing a 
Temporary Energy Policy Commission 
to delve into all phases of U. S. energy 
(except atomic)—oil, coal, natural gas, 
water power, etc.—and to lay down 
rules for “coordinating” them, in their 
development, use and prices. Oil im- 
ports would be given specific attention 
in such a study. 

President Truman told one prominent 
coal-state Senator that he realizes the 
impact of foreign oil on the coal indus- 
try and independent oil producers, and, 
in fact, has figures to prove it. But he 
added: “I don’t believe that legislation 
for a higher tariff or quotas is the 
answer. Some other way can be worked 
out administratively to handle it.” 

Another issue that may force the 
President’s hand on fuels is developing 
on natural gas. Both proponents and 
opponents of the Kerr Gas Bill—to bar 
Federal Power Commission control over 
independent producers and gatherers— 
seem to be agreed on one thing: The 
President’s veto is not likely to increase 
the supply of natural gas for consum- 


ers, particularly in the Northeastern 


section of the country. 

Sponsors of this measure are warning 
that the veto “means less gas at higher 
prices.” Senator Kerr has said that since 
the President killed his bill “‘not one 
single new contract to sell gas has been 
signed. In my opinion none will be 
signed. The answer must be still greater 
scarcity and thus still higher prices.” 

This trend seems already to be taking 
place. Some New England congressmen 
are complaining that the Federal Power 
Commission has “slowed down” its 
hearings on applications for new big gas 
pipelines into their area. The pipelines 
apparently are having difficulty round- 
ing up sufficient reserves to supply the 
lines over a long period because of the 
fear of independent producers that FPC 
will control their gas prices and later, 
indirectly, control their oil production 
operations as well. “The hopes of our 
people for natural gas this year are 
doomed to disappointment,” these con- 
gressmen say. 

But other sections of the country, 
already receiving natural gas from the 
Southwest, may join the fuels fray be- 
fore long. During Senate debate on the 
Kerr Bill it was said that many gas sup- 
ply contracts contained “escape” clauses 
that would permit producers to cancel 
out if they were threatened by Federal 
price control. If this should happen on 
any large scale, then the Middle West 
and other areas will be pressuring the 
White House for an investigation. 

Faced with the dilemma of doing a 
natural gas study on its own, or en- 
couraging the government to set up its 
own investigation, the National Petro- 
leum Council has told Secretary Chap- 
man—in response to his request for 
such a study—that NPC is not equipped 
to study another industry and _ that 
since price competition would be in- 
volved, a committee’s activities on this 
subject might run counter to the anti 
trust laws. 

So, while the oil imports issue is the 
one now getting most of the headlines, 
other issues are shaping up on fuels that 
may give the White House the public 
support it is seeking for a thorough 
probe of all U. S. energy resources 
and whatever federal controls some 
high-powered commission would be 
willing to recommend. 
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18th Oilheating Exposition 
Breaks Record for Space Used 


_ MOST SUCCESSFUL oilheating 
exposition in many years rounded 
up a week in Philadelphia on April 28. 
Not only was this the largest exposi- 
tion in amount of floor space used by 
the manufacturers’ exhibits, but more 
important, the exhibitors were unusual- 
ly well pleased with results. 

Manufacturers who channeled their 
efforts toward getting actual orders were 
not disappointed, and the others who 
were concentrating on missionary work 
got a lot of dealer names to follow after 
the show. One cilburner manufacturer 
got more than 400 dealer names and ad- 
dresses on his cards, to be investigated 
by his field men during the next few 
weeks. 


Not a single exhibitor expressed dis- 
satisfaction with the show to the staff 
at FUELoIL & Ort HEAT’s booth, which 
is some kind of a record. Of course, 
much of the good feeling that prevailed 
originated among the dealers. Many of 
them were concerned over impending 
gas competition, or actual present com- 
petition in some areas, but for the pres- 
ent their order books and prospect files 
are too fat to leave much room for 
worrying. The consensus all over the 
place was that 1950 is sure to be an ex- 
cellent year for oilheating growth. 

Then getting back to Philadelphia 
was a treat for the exhibitors. The Com- 
mercial Museum, used for large shows 
of this kind, is so much better than the 








buildings used in the last two shows at 
Chicago and Boston that everyone could 
not only see, but could feel the differ- 
ence. 

An elaborate exhibit, with well de- 
signed and costly background, brought 
at Philadelphia maximum display value 
to its owner, while at both Chicago and 
Boston the unhappy setting in which a 
booth was placed was often bad enough 
to injure the display effect. 

Fortunately when the show goes again 
to Chicago in 1951 we are to have use 
of the Navy Pier instead of that cow- 
barn they gave us last time. 

The table shows the geographic ori- 
gin of the dealers and manufacturers 
who registered for the exposition. 


WHERE INDUSTRY MEN CAME FROM 


Phila. Boston Chicago Phila. 
Show Show Show Show 
1950 1949 1948 1946 


New Eng. 15% 65% 6% 14% 


Mid-Atl. 61 21 20 64 
Midwest 19 11 70 13 
South 3 1 1 4 
Far West 1 1 2 2 
Foreign 1 1 1 3 


The total registrations of industry 
men were just under 4,500 in the five 
days of the show. The total number of 
dealers and manufacturers attending, 
however, was considerably higher than 
that. It was not necessary to register to 
get in to the show, and a good many 
dealers were seen to by-pass the regis- 
tration desk when it was crowded, so it 
is reasonable to assume that at least a 
thousand more were there. 

Of course the public came in great 


_ numbers, invited and promoted by the 


local dealer association which had used 
a significant advertising budget for the 
purpose. The public outnumbered the 
dealers some seven or eight to one. 

The registered trade attendance at the 
other postwar expositions was: 1949 
Boston 3,600; in 1948 Chicago 3,000; 
in 1946 Philadelphia 4,300. Of course, 
all of these were enhanced by dealers 
who did not trouble to register. 

Of the 142 Philadelphia exhibitors, 
57 were either oilburner manufactur- 
ers or displayed oilburners built into 
their boilers or furnaces. 
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Convention Features Optimism 


SPEAKERS DISCUSS IMPORTANT SUBJECTS IN EXCELLENT PAPERS 


by 
Bert Dunphy 


AY ACUTE AWARENESS of the serious- 
ness of the threat of competition 
from natural gas was evident at the Na- 
tional Oil Heat Exposition and 27th An- 
nual Convention of the Oil-Heat In- 
stitute of America, Inc., held from 
April 24 to 28 at Philadelphia. The 
underlying feeling throughout the en- 
tire gathering, in meeting and sessions 
and in conversations with dealers and 
manufacturers who attended, was one 
of optimism and determination to meet 
the threat with aggressive and con- 
structive programs. Few persons, if 
any, were detected “crying the blues.” 

The Exposition, housed in the Com- 
mercial Museum, saw a record-break- 
ing number of 142 exhibits devoted to 
equipment displays of oilburner and 
accessory manufacturers, and related 
organizations. This year’s exposition 
was 20% larger than the last one held 
in Philadelphia in 1942 and 35% 
larger than a previous Philadelphia 
show in 1941. 

President A. T. Atwill opened the 
Exposition with a prediction of 700,000 
unit sales this year and indicated that 
the figure might possibly reach the 
three quarters of a million mark. 

Ralph H. L. Becker of New York 
City was named managing director of 
the Institute, succeeding A. E. Hess. 
Mr. Becker formerly was general sales 
manager of the Ohmer Corp., Dayton, 
Ohio and before that had been director 
of advertising, National Cash Register 
Co. and advertising supervisor, Frigi- 
daire Division, General Motors Corp. 

Re-elected as president of the Insti- 
tute at the Annual Meeting, April 25 
was A. T. Atwill, president of Quaker 
Mfg. Co., Chicago. Vice presidents, 
also re-elected, are C. S. Dieter, vice 
president, Bethlehem Foundry and 
Machine Co. and J. W. Owens, vice 
president, Mercoid Corp., Chicago. 

Also retained for second terms were 


P. K. Addams, Fitzgibbons Boiler Co., 
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renamed chairman of the Institute's 
Accessory Division and F. C. Haab, 
Electrical Association of Philadelphia, 
chairman of the Distribution Division. 

New drectors added are F. N. Beck- 
with, Oil Heat Institute of New Eng- 
land; C. T. Burg, Iron Fireman Co., 
Cleveland; C. A. Potts, U. S$. Machine 
Corp., Lebanon, Ind. and R. J. Thomp- 
son, Burning Oil Distributors Associa- 
tion, Chicago. 

Meetings of the Distribution Di- 
vision were held during the morning of 
April 25 and the Accessory Division 
during the afternoon of April 24. 

At the latter meeting an Engineer- 
ing Sub-Committee, headed by C. E. 
Lewis, was named to cooperate with 
the OHI Engineering Committee to 
help work out a course of training on 
the servicing of accessory equipment. 
A resolution adopted will make it nec- 
essary for applicants for membership 
in the Division to have been actively 
in the accessory equipment business for 
at least one year before the date of ap- 
plication. R. C. S. Tool Sales Co., 
Joliet, Ill., was added to the member- 
ship roster. 

In addition to renaming F. C. Haab 
its chairman, the Distribution Division 
also named R. J. Thompson vice chair- 





Ralph H. L. Becker 
Managing Director 


man for the Midwest and S. G. Crate 
for the Pacific Coast area. 


Dealer Day 


Four speakers were featured on 
the program arranged for the Dealer 
Day session, April 27, F. C. Haab, 
chairman, Distribution Division, pre- 
siding. 


Oil Heat Institute Officers 











Dieter Atwill Owens 
Vice-President President Vice-President 
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Chairmen 





Addams Haab 
Accessory Distribution 
Division Division 


Arnold Michelson, vice president, 
Minneapolis-Honeywell Regulator Co., 
and first speaker, talked about “Our 
Biggest Market Is Our Oldest Mar- 
ket.” 

“Where is our biggest market?”, he 
asked. 

“Last year there were 1,023,000 
new dwelling units started, and 600,- 
000 of them, or about two-thirds, in- 
cluded automatically-fired central heat- 
ing systems. That was not a bad piece 
of business at all. The houses that 
didn’t include central heating were 
either marginal dwellings or else lo- 
cated in the south, where central 
heating apparently doesn’t hold much 
interest for the residents. In other 
words, gentlemen, almost every new 
house that needed heating was 
equipped with a central heating unit. 





“So we have done a pretty good 
job in our industry, and the public at 
large is ready and willing to buy the 
things we make and sell. But first 
the idea of automatic heat had to be 
sold and then the equipment. Still, 
if you and I depended upon the con- 
struction of new homes for a living, 
we all would be out selling apples, 
totally dependent on the builder and 
the building industry. This year 
about 950,000 new dwelling units 
will be built, according to present 
government estimates. So it looks as 
if there will be a small drop in new 
construction this year. However, I 
don’t think it’s discouraging at all. 
The new home market is tiny. Our 
biggest market is our oldest market. 
That is the market of existing homes. 
I give you this bit of news, gentle- 
men, not as a new discovery, for most 
of you have known of it all along. 
But unfortunately not many of us 
have been fully conscious of its real 
importance. 

“This country has about 42,000,000 
homes. And 54 per cent of them, or 
23,000,000 are more than 30 years 
old. It’s a pretty logical assumption 
that a house built in 1920 will have a 
1920 bathtub, a 1920 kitchen and, in 
all probability, a 1920 heating plant.” 

Mr. Michelson described a program 
his company began last Fall, aimed 
primarily at selling modernization to 
owners of old houses, “to tell the 


man in the 30-year old house that he 
can live just as comfortably and with 
just as much pride in his dwelling as 
the man who has just finished a ranchy 
rambler that stretches clear across the 
county line.” 

Continuing, he wondered “how 
many homeowners have been getting 
along with an ancient oilburner for 
10 or 15 years because no one ever 
bothered to tell them they could 
have a new one that would provide 
greater comfort at less fuel expense 
for $250 or $300.” 

“The campaign we have inaugu- 
rated is a continuing one. We know 
very well that we can’t expect all the 
owners of old houses to start a mod- 
ernization plan immediately. Moderni- 
zation, promoted in an attractive way 
and campaigned cooperatively, can 
helpful, 


movement that helps the people who 


implement a constructive 
own our equipment as well as yours. 
We are convinced that, over a period 
of time, we can teach the homeowner 
that comfort, safety, convenience are 
just as important to his house as it 
is to his car. Who knows, maybe some 
day the homeowner will come to think 
even more of his house than his 
means of locomotion? I admit that 
is a very long-range goal, but it is 
worth trying to reach.” 

“We have made all sorts of sur- 
veys and found all sorts of facts. 
Here in Pennsylvania, for example, 





New board of directors, Oil-Heat Institute of America: Seated, |. to r., Newly-appointed managing director, Ralph H. 
L. Becker; vice president C. S. Dieter*; president A. T. Atwill*; vice president J. W. Owens* and F. C. Haab*, national 
chairman, Distribution Div. Standing, |. to r.. H. W. Burritt; C. R. Collins*; T. A. Crawford*; R. Gray; C. A. 
Potts; C. T. Burg; J. C. Johnson; W. F. Klockau; J. W. Oswald; H. M. Brundage; P. K. Addams*, chairman, Accessory 
Division; R. S. Bohn*; D. G. Leslie*; F. N. Beckwith; J. H. B. Albert; J. A. Collins; S. G. Crate; H. H. Wilkinson; S. 


A. Loeb; G. H. Wolf, Jr. 


Lewis and R. J. Thompson. 





Other directors not shown are: A. C. Freimann; G. E. Hochstein*; C. L. Hastings; C. E. 
(*—Indicates member of Executive Committee.) 
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there are 2,00,417 houses over 30 
years old; in New York there are 
2,625,662. Even in a thinly popu- 
lated state like Minnesota there are 
more than half a million houses over 
30. Life, for your business and mine, 
begins when obsolescense sets in. And 
believe me, the closer a house gets 
to rigor-mortis the greater our pros- 
pects for giving the old shack a shot 
cf the kind of penicillin we sell. We 
can hasten obsolescence by selling 
modernization and not shorten the 
life of anyone’s precious home. 


“The kind of sales ammunition 
available to us for a campaign of this 
kind is almost limitless. We came 
across a couple of surveys like this 
cne: out of 42,000 heating system in- 
spections in Minneapolis and St. Paul 
less than 10 per cent needed to be re- 
placed entirely, but a good percentage 
could stand a new burner, and that 
same percentage is a ready market, 
if we go after it. If not, a new 
burner—than part of one and a new 
thermostat.” 

The “mind-conditioning” job the in- 
dustry faces to induce home owners 
to undertake modernization of their 
heating systems can be instituted with 
confidence, Mr. Michelson feels, be- 
cause we know the market is there, 
we know the desire is there, we have 
a good story to tell and we have good 
products that will do all we say they 
will. 

Referring to the homeowner, Mr. 
Michelson concluded: 


“We are trying to tell him how he 
can be comfortable by modernizing. 
We don’t want him to wait until the 
household equipment falls apart be- 
fore he goes out and buys a new heat- 
ing plant or a new control system. We 
want him to realize that he is missing 
a bet if he doesn’t step out right 
now and get his household-up-to-date. 
We owe him this prod. We do him 
a disservice when we do not persuade 
him to modernize. 


“We think the way to bigger sales 
is to grab the bull by the horns. The 
bull market that our industry can 
go after makes the annual automobile 
sales record look bearish. It’s almost 
as big as the federal deficit. But this 
is a plus market and it’s sitting there 


waiting for us. We can, we should, 
we must capture it—for ourselves and 
for the ultimate good that we do our 
customers.” 


The theme of the paper presented 
by C. W. Whitney, vice president, 
Petrol Terminal Corp., “Business Per- 
manence Through Service and In- 
stallation,” emphasized the impor- 
tance, more so than ever today, of 
installing each burner in a manner 
that will permit it to deliver the 
maximum of satisfaction and perform- 
ing necessary service competently, 
quickly and at reasonable prices. 


“The day of selling is not coming,” 
declared Mr. Whitney, “it has long 
since arrived,” and the time is now 
to implement a honest sales program, 
backed by a well-functioning installa- 
tion and service organization. 


He cited examples of some adver- 
tising campaigns conducted by Phila- 
delphia installers, who concentrated 
their entire selling effort on a price 
basis alone. These dealers, he ex- 
plained, made the mistake of paying 
considerably more attention to ad- 
vertising and selling, instead of on in- 
stallation and service. The net result 
in numerous cases brought in a flood 
of business for the companies rather 
quickly, but the poor quality of in- 
stallation and servicing soon alienated 
most of the customers and the ma- 
jority of the companies eventually and 
quietly went out of business. 


A constant check on whether or 
not customers are satisfied, said Mr. 
Whitney is a valuable asset and af- 
fords his company a continuing check 
on what is, or what might irritate the 
consumer. Petrol makes regular mail- 
ings, using simply worded double 
post-cards, on which it is easy to jot 
down gripes or anything else. Mr. 
Whitney indicated that the mailings 
are successful and that the percentage 
of returns is high. 

The most significant portion of his 
talk was devoted to a discussion of a 
parts control form, showing the 
“Average installation cost of pressure 
type burners with 275 gallon tanks.” 
Copies of the form were distributed 
at the meeting and it is reproduced in 
reduced form on pages 56 and 57. 

Each part is numbered for ready 


ueloil 


reference, with the unit cost for Mr. 
Whitney’s firm entered and a cost 
projected for the number of each re- 
quired for each installation. Figured 
on the basis of 1000 installations, to 
arrive at a representative average, the 
summary of component items reveals 
these total costs for each installation: 
Tank and miscellaneous 

materials 
Fill Line 
Vent Line 


Miscellaneous burner material 
and combustion chamber .... 

Miscellaneous electrical 
material 


10.65 


Permits 
Miscellaneous extras 
Service 


$128.44 


This total compares with a cost of 
$79.77 in 1937, when Mr. Whitney 
prepared a similar tabulation, showing 
an increase of 60% in installation 
costs. Labor, figured in the tabula- 
tion at $1.50 an hour, in 1937 was 
available at 70¢ an hour, and repre- 
sents an increase of around 100%. 

Columns left blank on the right 
hand of each page of the form are 
designed to permit dealers in other 
areas of the country to enter their 
own costs for comparable items and 
check to see how well their costs line 
up. Admittedly, Mr. Whitney said, 
there are variances between the costs 
in the tabulation and other local 
costs, but the chart is comprehensive 
and any dealer can obtain an accurate 
picture of his actual costs if he works 
it out. 

Winding up his talk, Mr. Whitney 
made these observations. 

“Burners are pieces of mechanical 
equipment, can’t all be perfect and 
you must expect and provide for some 
trouble.” 

“Both service and installation must 
be good.” 

“There is no substitute for con- 
sistent action in business.” 

Speaking on “Standards and Rules,” 
G. T. Kaufman, technical secretary, 
Oil-Heat Institute of America, de- 
scribed his talk as one man’s answer 
to four questions. 
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TANK AND MISCELLANEOUS MATERIAL 


275 Gallon #12 Gauge Underwriters Tank With Lugs 
iq" X Nipples (Tank 
2” ou i 
Rochester Uni | Tank 

. Paint For Tank and Pipi 

* Or 2" Plus 

X.3" Blk. Nipple 

Is 
Tee 


FILL LIWE 
Fill 
Black Pipe (Fill Li 
Ells k MN. 
" Blk Nipple EI] 
Ell ack 
X 2" Black Bushi 
" X 2" Black Nipple 
" X 6" Black Nipple 
"X 2” Bushi 


VENT LINE 


" Vent Head 
lg" Blk Pi 
"Ells 
Nipple El} 
r adh | Reduci 
s Alarm 


OIL LINE - 275 BASEMENT TANK 


Globe Valve 

Union Ground Joint 

X i/4" mM PL EN 

X 1/4" Blk. Pi 
Tubi 


MISC, BURNER MTL. AND COMB, CHBRS. 


Furnace Cement 
Asbestos tion Chamber Doors, etc.) 
High Temperature Cement tick 


50# Portland Cement 
Pi 
Hearth Material 
Mica 
dole Brick 
lit Brick 


REQ. FOR | QUANTITY 
1000 COsT 
INST. 


1000 LOTS OF 6 
| 
6.00 


1000 Ibs. 
25000 Lbs. 
10000 Lbs. 

| 


50000 Lbs. 
10000 
10000 
18000 


| 


Average Installation Cost of Pressure 


UNIT REQ. FOR EACH 
cost 275 GAL.TANK | QUANTITY | UNIT 
INSTALLATION cost cost 


REQ. FOR EA, 
275 GAL.T 
INSTALLATI 


28.50 28.50 
U 
16 
1.30 


14 


SUB. TOTAL $ 32.13 


SUB. TOTAL 


-33 
-| 
34, 
-34 
«45 
| 


SUB, TOTAI. 


- 08 


SUB. TOTAL 




















Type Burners with 275 Gallon Tanks 

































































































































































































































































































































































































































































PART REQ. FOR | QUANTITY UNIT REQ. FOR EACH MY OWN COST 
WO. | REQUIRED MISCELLANEOUS ELECTRICAL MATERIAL 1000 cost COST 275 GAL. TANK | QUANTITY UNIT REQ. FOR EA, 
INST. INSTALLATION CosT COST 275 GAL. TANK 
INSTALLATION 
42 | 17-A-SP Switch “525 1000 21000 C ann -2i 
B T S Cut Out 2965-0 1000 23.00 C . 23 23 
Poy | 3" X 5" Cut Out Box 1000 60.00 C -60 660 
45 | Buss Fusitron 1000 12.00 C ot2 «2 
46 2 4" Porcelain Bushing 2000 2.80 C -028 -05 
47 5° 3" Loom 5000' 2.71 € - 02712 14 
4g 2 Toggle Snap Switch = 2000 14.00 C 14 - 28 
4g 2 Gem Fuse Boxes For Above | 2000 | 18.80¢ . 188 -38 
50 | Emergency Switch Plate 1000 6.48 C 0648 -07 
51 | 1900 Box 1000 17.65 C - 1765 18 
52 | 1900 Snap Switch Cover 1000 14.80 C - 1480 15 
53 2 Ground Clamp 2000 11.20 C 112 -23 
54 2 Box Holpers 2000 6.50 C - 065 -13 
55 4 $4" BX Str. Conn. With Lock Nuts & Bush 2000 5.40 C - O54 Pa 
56 | $" BX 90°. Conn. With Lock Nuts & Bush 1000 12.50 ¢ -125 -13 
57 5 4" Greenfield 90° Connectors 5000 20.00 C -20 1.00 
58 5 _| 4" Greenfield Str. Connectors 5000 10.00 C ae -50 
59 u _| $* Steel Tube Coup! ings ao 4000 .ooc] .10 | .40 
60 10 $" Steel Tube Str. Connectors 7000 1.30 € - 065 -65 | 
61 60' | 4" Thin Wall Steel Tubing 40000 5.50 C 055 3.30 | 
62 2 "Thin Wall Steel Tubing 90° Conn. aie 2000 21.00c] 2h 42 [ 
63 2 4" X 4" Greenfield To Steel Tube Conn. - | 2000 | 25.00C| .25 |  ~.50 | 
64 3 __| 17-A Boxes om - 3000 13.25 C | .1325| 40 { 
65 3 17-A Covers os eb tnS: __ 3000 | 4.10C __ .04l 13 
66 20' #14 Red Wire __| 40000 — 79C{  _—«.0079 16 aaa Saas 
67 100! #14 White Wire ALIS 4000 79 C .0079 .79 
68 120' #14 Black Wire 40000 -79 C .0079 -94 
69 iy Zire OR Cable _ 15000 4.92 C - 0492 -74 
70 40! 3 Wire Thermostat ie 4oooo | 1.46C} .01469 -59 
71 30 Nails - .20 Per Lb. _ ____}__ 30000 10.00 C 10 - 10 
72 é +" Staples 8000 __ 20 C -002 Ol 
73 12 3/8" Steel Tube Clamps 12000 | 2.00 © -02 24 
74 2 Anti-Shorts 2000 1.00 C -0l - 02 
75 12 Wire Nuts ee 12000 1.10 C -Oll -i3 
more oe Soeeee 
SUB. TOTAL 314.03 
LABOR ( 3 MEN) 
76 | 8 Hrs. Tank Labor ee = 8000 Hrs. 12.00 1.50 Hr. 12.00 
77 | 8 Hrs. Burner Labor 8000 Hrs. 12.00 1.50 Hr. 12.00 
78 | 8 Hrs. Electrical Labor 8000 Hrs. 12.00 1.50 Hr. 12.00 
SUB. TOTAL $36.00 
PERMITS 
79 I Fire Marshall Approval 1000 | , 200.00 2,00 2.00 
80 1 Underwriters Approval 1000 200. 00 2.00 2.00 
a SUB. TOTAL | $ 4.00 
MISCELLANEOUS EXTRAS 
81 2 2 Lengths 8" S.P. - 2 - 8" Elbows 2000 266.00 2.66 5.32 
82 I Balanced Damper (8" Average) 1000 98. 00 - 98 - 8 
_— SUB. TOTAL $ 6.30 
SERVICE 
83 Years Free Service [ | 1000.00 | 10.00 | — $10.00 
! | I | 
SUMMARY OF COMPONENT | TEMS 
Tank & Miscellaneous Material $32.13 | Miscellaneous Electrical Material WO | 
Fill Line os : 5.39 | Labor 36.00 
Vantline. 5: 5.64 | Permits 4.00 
Qi! Line 4.30 | Misc. Extras 6.30 
Misc. Burner Matl. & Comb. Chamber 10.65 Service 10.00 
Grand Tota) $128.44 

















“(1) What is our situation with re- 
spect to standards? 

Our situation with respect to stand- 
ards is the paradoxical one of starva- 
tion in the midst of plenty. We have 
no standards, and yet we have hun- 
dreds of standards. And when I say 
standards I refer to all the standards 
by whatever name they are known— 
codes, ordinances, regulations, and 
what not. The situation was summed 
up neatly by Mr. S. C. Belfield in his 
article in the March issue of FUELOIL 
& Or Heat. He said: 

“I cannot imagine an undertaking 
more wasteful of time and energy 
than seeking for a standard of per- 
formance among ourselves. There is 
none to seek. We have operated 


throughout our entire history with no 


real standards at all.” 

“There is nothing fundamentally 
wrong about having many standards, 
and we probably will always have 
many standards. Our difficulty arises 
from the fact that the standards we 
have do not agree. They conflict. And 
this is so principally for the reason 
that many different bodies draft and 
promulgate them. 

“Of all the standards that we have, 
few have anything whatever to do 
with quality or performance. Almost 
all of them are devoted to safety.” 

“Since we have no industry-wide 
high standards of quality and per- 
formance each manufacturer and deal- 
er has had to establish his own stand- 
ards. Depending on the manner in 
which he conducts his business, his 
standards are high or they are low. 
This is no doubt free enterprise at 
work, but unfortunately it creates a 
situation that is beneficial to the man- 
ufacturer of low quality equipment 
and the dealer who makes low quality 
installations. Such manufacturers and 
dealers can say with perfect truth 
that their work conforms to all the 
standards of the industry. The mak- 
ers of high quality equipment and in- 
stallations are thus required to prove 
by some means other than by refer- 
ence to standards that what they 
have to offer is of high quality. 

“(2) What is wrong with this situ- 
ation? 

“The thing that is obviously wrong 
with this situation is that the entire 
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industry suffers from it. By having no 
good standards of our own and by 
allowing others to draft and promul- 
gate standards for us, we lay ourselves 
open to having them distorted and 
misinterpreted by persons who do not 
know our business. We find stand- 
ards being drawn up in such a way 
as to discriminate against certain 
makes or types of burners. We find 
them containing provisions intended 
to stop, in totally improper ways, the 
reoccurrence of some accident. In one 
city, for example, gravity oil feed to 
the burner was prohibited as an after- 
math of a fire resulting from the acci- 
dental breakage of an oil line. In- 
stead of requiring that oil lines be 
protected breakage, which 
would have removed the cause of the 
trouble, they eliminated gravity feed, 
thus imposing a hardship on burners 
that require gravity feed.” 


against 


“We find them standing in the way 
of progress because of the difficulty 
and expense involved in keeping them 
up to date. Most cities are required 
by law to publish in local newspapers 
the text of codes and ordinances in 
which revisions have been made. This 
costs money, and the cities avoid it 
simply by not making revisions.” 

“As an industry we lean too heavi- 
ly on the approval of our work by 
others. We assume that when we do 
our work in such a way as to win the 
approval of these others we are doing 
all we can be expected to do. In my 
opinion, this is one of the things 
that is most wrong about our stan- 
dards situation.” 


ee 


(3) How did it get that way? 

“We got into this situation by al- 
lowing others to take over work that 
As the oil 


burner people of the country we are 


we ourselves should do. 


the oil burner experts; we know our 
business, but we let others tell us 
how to conduct it. Oil burners cause 
fires; fires cause loss of life and prop- 
erty. The people to whom fires and 
their prevention are a business or a 
profession might be expected to do 
something to stop them. They have. 
We have not. 

“By having no standards of our 
own we have encouraged others to 
write them for us. Perhaps this was 


a deliberate action on the part of the 
founders of our industry. The pio- 
neers may have felt that those whose 
primary interest was safety should 
draft the safety standards. Then 
public acceptances of the fact that 
oil burners were safe would come 
along automatically. And, of course, 
the cause may have been that the 
pioneers were too preoccupied with 
their daily work to bother with stand- 
ards. In either case, the bulk of our 
standards at present are drawn up 
and promulgated by those whose 
major interests are not oil burners, 
but safety.” 

The oldest oilburner standard, Mr. 
Kaufman declared, is one prepared by 
the National Board of Fire Under 
writers in 1902. This standard still 
exists in modern form as N.B.F.U. 
Pamphlet No. 31 and beginning with 
the 1913 edition it has been written 
by the Flammable Liquids Committee 
of the National Fire Protection Asso- 
ciation. At present the committee 
has 28 members only one of which 
the oilburner organiza- 
tions. “Fortunately,” Mr. Kaufman 
pointed out, “the members of the 
Flammable Liquids Committee are in 
general agreement that the fire record 


represents 


of oilburners is good.” 

“As far back as 1925 the N.B.F.U., 
which promulgates the standard, con- 
cluded an article in its house organ 
on “The Fire Hazard of Domestic 
Oil Burners” with the statement: 
“Considering the steadily increasing 
number of oil burner installations, the 
number of oil burner fires yearly tends 
to indicate that the frequency of such 
fires is decreasing.” 

*(4) What can be done about it? 

“To me, it seems that in view of 
the present situation with regard to 
standards we should do one of two 
things—either set up our own 1n- 
dustry-wide standards of safety, quali- 
ty, and performance, or get whole- 
heartedly behind the national stand- 
ards that deal with these matters, 
after doing whatever is necessary to 
have our own ideas incorporated in 
them, and adopt them by reference 
as our own standards. Then after 
we have done this, I think we should 
get to work on the hundreds of con- 

(Continued on page 114) 
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by 
J. W. Schulz 


i MEN OF THE oilheating indus- 
try who came to Philadelphia for 
the National Oil Heat Exposition, April 
24 through 28, were most interested in 
complete oilheating systems for small- 
est homes. Because oilheating systems are 
needed for the many small homes being 
built today, 
boilers and oil-furnaces engineered for 
1.0 gph and lower firing rates. They 
were equally interested in all the latest 
developments that help solve the prob- 
lems of heating smallest homes, includ- 
ing refinements for furnace-duct type 
plants and for boiler plants which, of 
course, should be engineered to provide 
an abundance of year-round hot water. 
The equipment dealers who attended 
the Philadelphia show were more in- 
terested than at any previous show in 
oil-boilers and specialties needed to ob- 
tain best performance from new oil- 
heating plants designed in every detail 
for radiant or baseboard heating. 
The show was attended by many 
dyed-in-the-wool oilburner specialists 
interested mostly in the burner per- 
formance, control, and combustion as- 
pects of heating smallest homes. They 
took time to learn details of the prod- 
ucts which help towards efficient, de- 
pendable, smooth-going oilburning on 
a small scale. The products on display 
which help with low gph house-heating 
included advanced atomizing nozzles, 
special nozzle and oil line filters that 
reduce plugging, combustion 
heads for low firing rates, arrangements 
to reduce pulsation and flame noise, con- 
trols and specialties to increase efh- 
ciencies, and oilburners of different 
types designed especially for small 
homes. The oilburner specialists at the 
show usually recognized that burners 
firing from 


most men came to see oil- 


nozzle 


5 to 1.0 gph give more 
trouble than burners firing, say, 1.5 
gph. They found more than a little help 
at the show in solving the headaches 
of small-job burner performance and 
service. 


Much of the Philadelphia show boiled 
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New Offerings at the Show 


EMPHASIS ON 1.0 GPH HEATING; NEW LIFE FOR BIGGEST BURNERS 


down, then, to earnest efforts to provide 
the best oilheating for the many small 
homes now being built. Designers, 
equipment manufacturers, distributors, 
and dealers are working overtime on this 
problem. So are heating engineers, in- 
stallation and service managers, installa- 
tion: men, and service men. All these 
men aim for better oilheat for the small- 
est home. It now is clear to them that 
the future of the oilheating industry 
depends almost entirely on providing 
truly excellent heating for Mr. John 
Jones, when he does the favor of select- 
ing fueloil as the fuel to heat his four- 
room, well-insulated house which has 
a heat loss of from 30,000 to 50,000 
Btu per hour. 

To many, the surprise at the Phila- 
delphia show came in the tremendously 
increased interest in big burners which 
use Nos. 5 or 6 oils at firing rates of 
about 20 to 150 gph. The show made 
clear that starting now these big burn- 
ers are to play a more important role in 
the oilburner industry than they have 
in recent years. The downright excel- 
lence and advanced features of the big 
automatic burners which were on dis- 
play are bound to increase the use of 
such burners both on new jobs and on 
jobs where they replace older, cruder 
burners. Whereas in the field of do- 
mestic oilburners often the dealers seem 
to be egging on certain manufacturers 
in requesting improvement or refine- 
ment of one type or another, in the field 
of commercial and industrial automatic 
oilburners the manufacturers unques- 
tionably are setting a pace difficult for 


many of their dealers to maintain. The 
manufacturers of the big, automatic 
burners displayed at the show were busy 
explaining their latest features to open- 
mouthed dealers and prospective deal- 
ers. Some notes on these features will 
come later in this report on the Phila- 
delphia show. 

The exposition hall at Philadelphia 
was open a total of 35 hours, the week 
of the show, and it was impossible to 
visit every booth and hear half of its 
sales story in this number of hours, even 
for a visitor whose feet could hold up 
under the strain. A half a day spent 
at the excellent Minneapolis-Honeywell 
exhibit, for example, brought out only a 
fraction of the all-important technicali- 
ties which the many M-H specialists 
were eager to bring out. Aside from 
that, with the help of the pounds and 
pounds of truly excellent sales and engi- 
neering literature naturally collected 
even in passing by the exhibit booths, 
several 500-page textbooks on oilheating 
in the 1950 fashion could be written. 
Here, then, we give notes on’ some of 
the booths at the show, warning that 
not every technically excellent booth 
will be mentioned and that some of the 
most worthwhile products may be 
skipped inadvertently. 

The new Pacemaker Kitchen Cabinet 
Oil Boiler, brought out at the show by 
the Burnham Corporation, was featured 
in a way impossible for any show visi- 
Everything’s under the 
jacket, Burnham men stressed, including 
the automatic feed and relief valves for 


tor to miss. 


a closed hot water system, the circu- 
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lator and flow-control valve, and of 
course, the oilburner and all its controls. 
The top, with the nicety of a built-in 
appliance receptacle, can be used as 
work space in the kitchen. Featured also 
were new cast-iron Burnham boilers: 
the Pacemaker in sizes for up to 1.85 
gph, and Yello Jacket in sizes up to 3.0 
gph. Base-Ray cast-iron baseboard ra- 
diation was featured; using only a small 
trick, an expert can use this in a one- 
pipe steam plant if he’s a mind to. 

Very much in evidence was the new 
National Packet boiler-burner unit of 
the National Radiator Company. Fitted 
with an “enclosing jacket,” this resem- 
bles a handsome, white refrigerator and 
matches kitchen equipment. Double 
insulation and especially smooth, quiet 
starting and stopping are said to make 
it almost silent, hence suitable for in- 
stallation almost anywhere in a house. 
The same unit comes with a “flush 
jacket”; then the flange-mounted burn- 
er, controls, and specialities are exposed. 
One size is available for 1.25 gph. Also 
new is National Art Baseboard for 
forced hot water heating systems. This is 
fintube type with only 244” extending 
into the room when Model BF for flush- 
to-wall installation is used. National Ra- 
diator offers cast-iron and steel oil 
boilers, and has the National flange- 
mounted pressure burner for firing these 
at up to 2.95 gph. 

Thatcher’s men really believed, they 
said, that they had the only new thing 
at the show in Model 503-70 Oil-Fired 
Counterflow Oil Furnace, especially de- 
signed for perimeter heating of base- 
mentless homes. The circulating blower 
is on top of the furnace unit and directs 
its output air downwards. The unit 
goes over a distribution chamber board- 
ed-out before pouring the concrete slab 
of a perimeter-heated house. Thatcher’s 
other new product at the show was the 
501-70 Oil Fired Hi-Boy featuring a flue 
outlet on the same side of the furnace 
as the burner, which permits installing 











the Hi-Boy against a wall. Both these 
new Thatcher furnaces are factory- 
assembled; they are shipped with all 
controls installed in place and wired; 
both are fired .75 gph by the Thatcher 
pressure burner. 

Thatcher rightfully boasts of insuring 
consumer satisfaction with its oilburner 
by providing a highly effective oil filter 
with every burner it ships. 

With oversize combustion space, low 
draft drop, and low draft requirements 





on their minds, the burner specialists 
dreaming of silent running and smooth 
starting and stopping lingered thought- 
fully in the Fitzgibbons’ booth, eyeing 
the spanking new “200” Series low gph 
oil boiler. 

Fitzgibbons Boiler Company, Inc., 
displayed, as its bombshell at the show, 
the new “200” Series, described as 
engineered so that the smallest home 
can have a steel boiler with every fa- 
mous Fitzgibbons characteristic. Fea- 


tured are flange quality, mill test steel, 


ASME Code thicknesses and construc- 
tion, compliance with SBI code, and 
“Hartford inspection” in process and on 
completion. Also featured: quick and 
easy installation, 24” width, rapid heat 
pick-up to match the needs of modern 
panel and baseboard heating systems, 
and 170 gallons of hot water per hour, 
100° rise with boiler at 180°, from the 
Fitzgibbons Tanksaver tankless coil. 
Made for satisfactory operation using 
a chimney only 15 ft. high, the boiler 
is said to be ideal with respect to draft 
requirements for one-story homes of the 
bungalow and ranch types. Two models 
match firing rates of 1.0 and 1.1 gph, 
and net loads of 440 and 510 sq. ft. of 
circulated hot water radiation. 

This first showing of the Fitzgibbons 
200” Series boiler caused excitement at 
the show. One oilburner dealer com- 
plained that after travelling a thousand 
miles mainly to see the new “200” Series 
boiler, he had to go back to the Fitz- 








gibbons booth four times before the 
crowds cleared and he could get a peek 
at the boiler. 

At the usual oversize York-Heat dis- 
play, well staffed and well attended also 
as usual, York-Heat announced it was 
proudest of its new Levittowner refrig- 
erator type boiler-burner unit, built in 
the York-Heat plant especially for the 
Levittown home. Handsome and com- 
pact, this unit was selected by William 
Levitt, world’s largest builder of homes, 
to meet his 1950 requirements of more 
than 4,000 units. The jacket is sound- 
insulated; firing rate is .75 gph. 

The York-Heat line, complete to state 
it mildly, includes five sizes of pressure 
burners for up to 30 gph, automatic 
horizontal rotary cup burners for up 
to 135 gph and made for Nos. 5 and 
6 oils, 13 models of boiler-burner units, 
six furnace units fired by pressure burn- 
ers, and five sizes of furnaces fired by 
vaporizing burners. New for the show, 
pressure burner Model LC-9 fires up 
to 2.25 gph; the LC may stand for Low 
Cost, and the boast is the burner qual- 
ity and features are “York all through.” 
Big job enthusiasts know well the 
Steam-Pak line of commercial-industrial 
oil boilers, made in sizes up to 150 hp 


—— MOY Yur wise sUP EVAL L 








and fired by air-atomizing burners. If 
you are technically-minded, make cer- 
tain you know about these medium- 
pressure (not low-pressure) air atomiz- 
ing burners. 

American-Standard featured its Mod- 
el MF-S burner, new last year and de- 
signed to “pancake” compactly on the 
front of oil-fired units, along with Arco- 


flame burners Models “C” and “L” 


which are famous now for the sunflower 
flame they produce and the Flame Sta- 
bilizer, a single, simple adjustment for 
the air-handling parts in the gun tube, 
which can be set easily and precisely 
with the burner in operation. The ex- 
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tremely compact Winterglo oil-fired 
winter air conditioner, for .85 gph in 
one size and 1.0 gph in the other, was 
a featured product along with a com- 
plete line of boiler-burner and furnace- 
burner units, and baseboard radiation. 

Combustion experts interested in all 
sizes of gun and horizontal rotary cup 
burners were at home in the large space 
occupied by the Harbison-Walker Re- 
fractories Co., where material was ex- 
hibited for building many types of fire- 
boxes. The “book title,” available in a 
heavy type and an insulating firebrick 
type, proved a favorite with domestic 
burner men who are clean-and-quiet 
combustion minded. Not one type of 
easy-to-build refractory firebox was fea- 
tured, but three or four. Emphasis was 
on fuel-saving domestic fireboxes which 
are quickly installed and are not too 
hard on a dealer’s pocketbook. 

The famous “Sam, you better 
SCRAM” presided as usual over the 
McDonnell & Miller displays of every- 
thing needed for steam boiler low- 
water protection and automatic feeding. 
McDonnell-Miller was most anxious to 
show its new safety valves for boilers 
of closed hot water systems, rated to 
comply with the current ASME boiler 
code. Brand new also at the show was 
an explosion-proof float switch, proudly 
described as the only control of its kind 
listed by the Underwriters. 

The General Electric Company had 
two entirely separate booths, one for its 
Apparatus Department and one for its 
Air Conditioning Department. The Ap- 
paratus Department of G.E. featured 
as brand-new a complete line of con- 
trols for domestic oilburners, including 
a stack-mounted oilburner control panel, 
limit controls, and room thermostats. 
The G.E. electronic control system for 
commercial and industriat burners was 
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demonstrated, in addition. Burner mo- 
tors and ignition transformers completed 
the display. 

The Air Conditioning Department 
of General Electric featured, in its 
booth, a new replacement supply reg- 
ister for its Air-Wall heating system; 
this register is used in homes already fit- 
ted with warm air outlets. Also new at 
this show for G.E. was the built-in 
tankless water heating coil for the G.E. 
oil boiler. The exhibit covered, of 
course, the complete line of G.E. boiler- 
burner and furnace-burner units. 


Low Pressure and Rotaries 


The lovers of wall flame rotary burn- 
ers found oilheating show highlights in 
the Fluid Heat displays, as always; 
Fluid Heat’s wall flame burners are 
made in two sizes for up to 4.5 gph; 
pressure burners are in four sizes now, 
for up to 12 gph. But the 1950 Fluid 
Heat enthusiasm came of having a com- 
plete line of steel boiler-burner units, 
new for the show, in six sizes for up 
to about 3.0 gph. Along with furnace- 
burner units also for up to 3.0 gph, these 
form, it was indicated, an exceptionally 
complete line to please the dealer who 
loves both wall flame and _ pressure 
burners. 

It was understandably difficult at the 
show to get an Oil-O-Matic man to 
talk about anything else but the Model 
Fifty-Ten low pressure burner, brought 
out last year, still making Oil-O-Matic 
history, and to-be-sure entirely different 
than anything Oil-O-Matic or anyone 
else ever brought out before. The Oil- 
O-Matic exhibit crew talked at least as 
much as last year about the Sealed 
Thrift Unit, Vair-O-Meter air damper, 
Thrift Meter that regulates the gph 
rate, and powerful-starting and unusual 
3450 rpm motor. But they couldn’t help 
it, for they’ve got something to talk 
about. Besides, they do well at talking 
about it and they know it. Brand new 
now in the Oil-O-Matic line, however, 
is a series of steel boiler-burner units, 
horizontal steel tube type, in four sizes 
tor up to 2.5 gph. Jackets are flush type 
or deluxe extended. Besides low pres- 
sure and pressure burners, said the sales 
crew, there are now 23 models of fur- 
nace-burner and boiler-burner units for 
the pickiest dealer to pick from. There 
is a good technical story behind the air- 


oil low-pressure nozzle and the reason 
Oil-O-Matic calls it the five million dol- 
lar nozzle. 

Timken, rightfully pointing out it 
has boiler-burner units not oversize for 
the smallest, best-insulated homes ever 
built (Model OBK-50 is for homes with 
gross heating loads up to 38,000 Btu 
per hour!) and wall-flame minded as 
ever, showed for the first time its new 
line of cast-iron boiler-burner units, but 
of course wall-flame fired, and suitable 
for up to about 2.0 gph. The complete 
Timken line includes pressure burners, 
wall flame rotaries, furnace-burner and 





boiler-burner units, and a wide variety 
of water heaters. 


Century Engineering Corporation 
provided technically-interested show 


visitors with as much enthusiasm as 
could be found in any booth at the 
show. The Century Midget Power- 
house boiler-burner unit, for firing rates 
of .85, 1.25, and 1.5 (made in three 
sizes) has technicalities related to its 
being compact and good looking; it’s 
about the size of a Bendix washing 
machine. However, the tremendous en- 
thusiasm in the Century booth was born 
of the Century furnace-burner unit, 
made all told in three models and 12 
siZes. 

Quaker’s big point of interest for 
combustion experts was, as usual, the 
Quakertrol which is used with the 
Quaker forced-draft vaporizing burner 
to give an air rate that always matches 
the oil rate, for low fire and high fire 
and in-between. The Quakertrol is used 
now in the 3210 Series of space heaters 
and in Quaker’s Hi-Boy and Lo-Boy 
oil furnaces. Quaker will soon bring out 
a floor furnace, described in advance at 
the Philadelphia show, in four sizes. 
The big point is that it will be entirely 
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serviceable from the top, says Quaker, 
which should make it a dream-come-true 
for service men. Its vaporizing burner 
will be forced-draft type. Better oilheat- 
ing and increased home owner satisfac- 
tion should come of easing up the service 
work so that servicing will be higher 
quality. 

Without disregardnig its highly de- 
veloped, post-war regular line of con- 
version pressure burners, oil-boilers, and 
oil furnaces, which by the way are not 
new at featuring electronic controls, 
Master Kraft gave most of its energy to 
its Model VCF suspended oil furnace, 
made in two sizes for .85 and 1.06 gph. 
The special feature is that this unit is 
available for use as a vertical floor mod- 
el. New for the show was the Model 
R Master Kraft pressure burner, using 
a tangent type air damper in the gun 
tube that really swirls the air as it travels 
along towards the Marbles 
placed in the gun tube for demonstra- 


nozzle. 


tion were sent spinning at a dizzy rate 
by the swiftly-whirling air at the noz- 
zle end of the gun tube! 

Silent Korth, with pressure burners 
for .75 to 20 gph, had a special head 





for cat-cracked oils, which has one 
easily-set adjustment on the outside of 
the gun tube. Featured most was the 
new Model HG for furnace and boiler 
manufacturers, with draft tube made 
to specifications, 

Silent Glow admitted its Portable 
Head Unit, made up of a pressure burn- 
er and special stee! combustion chamber 
arranged to be pushed around easily on 
its rubber-tired wheels, was the only 
unit at the show which was 100% efh- 
cient. Reason: the products of combus- 
tion flow into the heated space, hence 
complete, and 


combustion must be 


there’s absolutely no stack loss as no 


chimney is used, and no distribution loss 
as no distribution system is used. This 
Silent Glow Portable Heat Unit, already 
being used widely for a dozen types of 
odd applications, is made in five sizes for 
from 1.2 gph to 2.5 gph. Dozens and 
dozens of Silent Glow pressure burners 
in a wide variety of brilliant colors filled 
the booth. 

The big new product in the booth of 
the United States Radiator Corporation 
was the U. S. #12 oil boiler, offered 
with or without an extended jacket, and 
with and without an oilburner. Em- 
phasis also was on the U. S. Radiant 
Baseboard, an all steel unit. Six models 
of oilburners, for up to 16 gph are in- 
cluded in the United States Radiator 


line. 


Oil Boiler With Grates 


Often talked about but seldom seen 
is an oil boiier fitted with grates for use 
during a power failure. H. B. Smith had 
oie in its booth, the Reliance, and it 
attracted many show visitors. The aux- 
iliary grate is always in place, hence can 
be used speedily. The boiler is described 
as being suitable for better-type homes. 
The just-announced Smith-Mills #200 
boiler-burner unit was exhibited as the 
answer for the problem of providing 
boiler heat for low-cost homes. 

Jackson & Church has added the 
“Four in One” suspension unit to what 
it terms “the most complete warm air 
heating line.” Made in two outputs for 
firing at 1.0 or 1.3 gph, this Model 
OL-180-S boasts of price, efficiency, 
economy, and design. 

Columbia pressure oilburners, shown 
for the first time, were in the booth of 
the Columbia Boiler Co., Inc. Three 
sizes for from .75 to 7.0 gph feature 
the Shell head; four sizes of Standard 
burners fire from 1.0 to 10 gph. Colum- 
bia exhibited a brand new high pres- 
sure boiler which was of special interest 
to enthusiasts for power burners and 
power plants. The special feature lies 
in a built-in condensate return system, 
forming with the oil-fired high pressure 
steam boiler a unit which has dozens of 
applications. This is offered in sizes 
for 3, 6, 10, and 15 hp. Other Colum- 
bia products include heating boilers for 
up to 3.5 gph and power boilers for up 
to 15 hp. 

Waterfilm Boilers, Inc., displayed its 


E> 


new package boiler burner unit, the 
Model #1, which is completely pack- 
aged and wired at the factory, even to 
the burner, circulator, and all controls. 
Waterfilm boilers are made in sizes up 
to 17,000 sq. ft. steam. 

According to the intentions of the de- 
signers, service men should love the new 
Heil oil-boiler, for firing at about 1.0 
gph, and featuring easy clean-out and 
accessibility of the burner and all its 
controls. Exceedingly compact, the 
boiler has a hot water heater easily 
switched to provide tankless or tank- 
type domestic hot water. The new Heil 
Highboy, for .85 gph, is of the same 
design bent. On trade demand, says 
Heil, this has been engineered to operate 
almost silently; the flame is noiseless; 
burner has a specially developed suspen- 
sion mounting so that it is quieted by the 
generous use of rubber support. 

Norge’s booth attendants declared 
they had a complete new line for the 
Philadelphia show. Included are hori- 
zontal oil furnaces, for suspension type 
installation, in sizes for .75, 1.00, and 
1.50 gph; conversion burners for from 
.8 to 6 gph, pressure type that are de- 
signed to permit a service man to “dial 
in the CO”; a complete line of furnace- 
burner units including three Hi-Boys 
and five Lo-Boys, and ‘steel plate-type 
flue boiler-burner units in five sizes. 

Swirling Heat’s exhibit, well done and 
extremely interesting to dealers and 
service men who had questions about 
the firing head design of this unusual 
vertical-nozzle pressure burner, had a 
burner which through the use of hid- 
den motors took itself apart again and 
again. Swirling Heat has features which 
service men appreciate: 1. The burner 
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is designed so that a lopsided flame can 
be straightened in seconds with the 
burner in operation; 2. In addition to 
the regular air damper, there’s an ex- 
cellent vernier type little air damper; 
3. A service man just reaches in and 
picks out the well-designed ignition 
system parts to inspect or adjust them; 
no tools needed! 





Delco’s products which were new at 
the Philadelphia show included the 
“Value Leader” series E pressure con- 
version burner, for from .75 to 1.5 gph, 
featuring Delco controls and Delco mo- 
tor. A Sundstrand fuel unit is used. A 
Delco 
peared, for .75 gph, providing with its 


new down-flow furnace ap- 
variations several types of furnace- 
burner units. Round and rectangular- 
jacket boiler-burner units, also new in 
the line, are fired at .75 to 1.5 gph, 
and are of the steel firetube type. 

The C-liminator, developed by Beth- 
lehem engineers and shown at the show 
for the first time by Bethlehem Foundry 
and Machine Company, is a glass- 
enclosed electrical time delay switch de- 
signed to eliminate smoky starts of 
pressure burners. Having the appear- 
ance of an odd type of radio tube, the 
C-liminator can be mounted in an elec- 
trical junction box on the motor of a 
pressure burner. It permits the burner 
motor to operate at full speed for 30 
seconds, when the burner starts, then 
opens a solenoid oil valve in the nozzle 
line of the burner. Bethlehem’s Dyna- 
therm boiler-burner units are made in 


three sizes for 1.35, #65, and 2.25 
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gph; new models feature use of the 
C-liminator. The Crusade-a-therm is a 
new boiler-burner unit made in one size 
for heating average size homes, and is 
fired 1.12 gph; it is a package unit also 
equipped with the C-liminator. Bethle- 
hem pressure burners are made in four 
sizes for up to 21.5 gph. 


Oil-fired winter conditioners made 
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entirely of stainless steel, except of 
course for the outside air jackets, were 
the big attraction of the Herco Oil 
Burner Corporation; the Low Boy 
model is for up to 1.1 gph, and two 
High Boy sizes are for maximums of 
.65 and .85 gph. In addition, eight 
models of Herco conversion burners are 
made, featuring Visaflame control as 
optional, and the use of the Skinner oil 
valve in the nozzle line for snappy, 
doubly-dependable cut-off. 

Toridheet’s pressure burners, made 
in three sizes for up to 12 ghp, feature 
a spring to center the nozzle and air- 
handling parts in the gun tubes, ending 
says Toridheet the pet peeve of many 
service men . . . lopsided firing caused 
by the nozzle and air handling parts 
sitting sideways because they fit the 
gun tube loosely. However, the true 
love of Toridheet remains wall flame 
burners, now made in conversion mod- 
els for Y2 to 6 gph. About 12 models 
of boiler-burner and furnace-burner 
units, pressure-fired and wall-flame 
fired, are included in the Toridheet line 
now. 

Aldrich, offering as optional the Shell 


head for its pressure burners, an- 


nounced its new Aldrich Bantam boil- 
er-burner unit at the show. Features: 
Is shipped crated, fully erected, ready 
to install; meets FHA hot water re- 
quirements, 3 gpm; easily serviced; 2” 
thick blanket insulation; removable hot 
water coil; Hammerloid blue dress shell; 
fired .75 gph; vertical fire tube type. 
The Veco combustion tester was an- 
nounced in the Aldrich booth and a 
hand-made model was displayed. Made 
by the Victory Engineering Corp., 
Newark, and marketed by Aldrich, the 
Veco tester gives CO, stack tempera- 
ture, and draft readings on one dial. A 
sealed-in-glass gas analyzer cell, new 
and declared outstandingly dependable 
and accurate throughout years of use, 
gives the CO, readings Thermobloc 
(Prat-Daniel) described a new type of 
performance and application for its 
commercial-industrial oil-furnace units. 
Usually used in either the horizontal or 
vertical position for space heating in 
factories, garages, etc., the 2.5 and 4.5 
gph Thermobloc unit, in a special form, 
is now used also for industrial drying. 
Air at up to 500°F. is provided by the 
unit to dry everything from rugs to 
lacquer products and sardines. Com- 
mercial-industrial burner dealers found 
this package-type producer of 500° air 
a good item to bear in mind; it provides 
an easy, modern way out of what can 
be a tough and expensive problem in 
applying oil fuel to drying processes. 


For Cleaner Parts 


The Shell Oil Company booth at the 
Philadelphia show gave thousands of 
visitors the full story on the new addi 
tive FOA-5X; service men were right 
at home looking at oil pump setups, 
plugged strainers, and clean strainers. 
One service man wanted to stay there 
all day, staring at the first plugged 
strainer he’d ever seen that he didn’t 
Shell has thrown new 
light on the once uncertain subject of 


have to clean. 


additives for fueloil; its display at the 
show produced an effect on the oilheat- 
ing industry which will be longlasting. 
Gulf Oil Company had one story to 
tell in its booth, “Oil Heat is Best.” 
Cities Service came out proclaiming 
in its display that “Something NEW 
has been added!” and dealers and serw 
ice men, thinking of nightmares about 
(Continued on page 152) 
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Joe Keyhole Covers The Exposition 


THE BEST—AND WORST—AT 


I, YAH, GANG! I wanna tell you greasy- 
handed toilers who were not there, that 
this one was the best Show in the his- 

tory of oilheating! (Kneel down, Curtin, 
while we slap a wreath on your noggin). 
There was more genuine interest shown, 
more orders written, more lies told, and more 
good equipment exhibited, than in any show 
since the St. Louis World’s Fair of 1903, 
where Jesse Johnson unveiled the first Econo- 
lux. 

First people we saw at Philadelphia were, 
appropriately, the brothers Czarnecki—Stan, 
Walt, Cas and Wes—who make nozzles and 
other lst prize products at Edco, in Edding- 
ton, Pa., and their three lovely wives and 
one wife-to-be. These guys are making a 
sound contribution to the industry, and it 
must pay off, judging from their growth. 
Stan’s youngster was there—handsomer than 
the old man . . . next we encountered more 
brothers—the Hearst boys, Joe and Jack, and 
their attractive wives, with their faithful 
staff, including Bendix, Carmein, Groves 
and other ABC teachers. They threw the 
weeks finest cocktail party, in keeping with 
what they say about the burners-—a neat 
comparison . . . and Edward P. Hayes of 
C. A. Olsen Mfg. Co., Elyria, dashed by, 
looking for r.r. cars in which to ship their 
ever-mounting volume of furnaces—oil, gas 
or harnessed atoms. 


Taking up one entire corner of the hall 
was Preferred Utilities, with the Steam Gen- 
erators, Dick and Bill Bohn, Jack Kaplan, 
Bo Breed, Sherman, and thousands and thou- 
sands of stories,—all to the point. They sell 
all kinds of equipment including the new 
Anti‘Syphon Valve, and the Draft-A-Justor 
whose name has become almost a generic 
term for draft controls (Lookit up in the dic- 
tionary, kids). Anyhow, Preferred is like its 
name—a better class of stock in a good in- 
dustry. 

Lost, Strayed, or Stolen—one guy. Tall. 
Gray. Barrymore profile. Worried look. Pen- 
cil in hand. Tells Maine Stories. Name of 
Coburn. Last reported held captive by Gas 
Heat Magazine staff. Contact Keyhole Agen- 
cy. Reward. 

Guess who stole the Show? When you got 
out of a cab in front of the Hall, you had to 
walk about a half-mile through museums and 
empty exhibit rooms, and like a beacon light 
ahead were the huge letters, IRON FIRE- 
MAN, easily seen on their exhibit right at 
the entrance. Their exhibit also included a 
transparent, illuminated bowl, around the 
hearth of their Vortex burner, with ping: 
pong balls in it, whipped around by the air, 
illustrating the air swirl. Old Joe Iron Fire- 
man rotated on a table in the background, 
surrounded by Burg, Wylie, Cutshaw, Storti, 
and Kibbe, and much equipment. 


As usual, the best-attended booth was 
Minneapolis-Honeywell, with Harold and 
Charlie Sweatt. the sun-tan boys, presiding 
benignly over a marvelous layout with a huge 
reproduction of “Thermostat Magic” equip- 
ment, and among other ideas a panel show- 
ing “Old Style. Modern and TODAY-T-M.” 
Tom McDonald, Art Lockrae, Chappie, Arn- 
old Michelson, Charlie Cochran, “Pete,” J. 
Dorsey, Bill Brown and other Magicians were 
on hand with the Comfort line . . . O.HLI. 
had a fine booth right beside the entrance 
with an aerial picture of 1923 Philadelphia 
and an old Model S Electrol burner, con- 
trasted with a new 1950 aerial view and a 
BB unit. and of course all the charming 
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OHI girls in attendance . . . biggest guy 
there was Ed Kraber, the DeSoto Oil Burner 
man from York, Pa., and Ray Horan, the 
sales manager and cigar-smoke-screen manu- 
facturer, both looking healthy and happy 

. next biggest guy was Hennessey of Al- 
strom, tankless heater maker in the Bronx, 
who was around giving customers double 
satisfaction at half the cost. 


This Show was a battle of slogans, in let- 
ters, signs, etc. Norge Heat had a good one, 
in a large booth at the end: “Living’s A 
Treat With Norge Heat,” and pictures and 
material proving Norge’s Power of Products, 
Advertising and Goodwill. They also had 
two yum-yum models, and looking for orders 
were Charlie Davis, Maurie Straub, Stud- 
nicky, Oswald, McNamara, Old George Neu- 
mann, etc. They also threw a cocktail party 
that was a triple-plated wow . . . right next 
to the FugeLom & Ort Heat booth was 
Master Kraft, with Ray Whipple, Walt Har- 
vey, Ted Hodgdon, Dee, Dailey, and other 
Thrifty-Fifty boys, but what took my eye 
was a cute use of a ping-pong ball in a 
transparent blast tube on a Model R, with 
a screen over the end, to show the twist (of 
the air, I might explain to you guys with 
other ideas). Couldn't have better neigh- 
bors. They really do business, but good. 


And right across from them was Gen- 
eral Automatic, suh, from Baltimoah, with 
head man Claude Shaefer, Robert E. Lee, 
Howard J. Hughes (think I’m kiddin?), 
Browning, etc., and a swell display of New 
Floor Level Baseboard Radiation . . . next 
door was H. B. Smith Co., from Westfield, 
Mass., and their slogan was “Famous in 
Heating Since 1853—Broadest Line of Boil- 
ers in the World.” There was a moving belt 
of small reproductions of the various Smith- 
Mills boilers and units in various sizes—best 
thing of its kind we've seen. Stan Smith, 
John Reed, Aldrich, Todd, Jackson and 
Walther gave the radiation talk . . . while 
across the way, last year’s prize-winner, Bell 
& Gossett, were on and with a new booth, 
the new 175 and 250 relief valves, and a 
Hydro-Flo exhibit, using that black light. 
Also, Ed Moore the tonsil twister, Clarence 
Pullum, Ralph Paterson, F. C. Hackett, and 
a steady, unchecked Monoflo of talk. 

Across from us was Delco Appliance and 
their slogan. above all equipment. was “Keys 
to Greater Value” with Julian “Rotopower™ 
Warren, Freimann, Rice, Williams and Red- 
d'ngton giving the Down-Flow dope which 
they claim will make the dealer profits up- 
flow (send me a new Pontiac and all is even, 
boys). Warren is going to sue a certain com- 
petitor if they don’t stop using his picture 








Dear Fellow Members of the “We 
Are Fat With Orders And Do 
Not Have To Sell Except On 
Alternate Tuesdays” Society, and 
Others Who Are Looking For 
Trouble: I was never more surprised 
than when I dropped off the plane 
from Key West the other day where 
I'd been searching through the sands 
on the beach at my estate—Casa 
Squint Eye—for Harry T’s false teeth 
which he lost while there, when the 
boss met me and said “Keyhole, 
these jer-, ah, gents, are meeting in 
Philadelphia this year, Boston having 
asked them to stay at least 300 miles 
away, this time, and since you are 
the most expendable member of the 
mob, get down there and see what 
gives.” So I went down and looked 
around, snatched up a few pencils, 
key chains, some literature, samples 
of parts, etc., and snuk out the back 
way, and here I am. I ain’t had no 
training for this kinda job, except 
what Diz says on the ray-deo, so may- 
be you better pass the whole mess by, 
huh? Unless maybe your IQ is under 
40, in which case a change from the 
comic books for a few minutes 
wouldn’t hurt your eyes. But if you’ve 
passed the 4th grade, our advice is 
to ignore this, and take up your 
croquet mallet and go out on the 
lawn with the kids and live danger- 
ously. You ain’t goin’ to get nothin’ 
worthwhile here, bud! 

JoE KEYHOLE 


GUMTLEME FNUTerrrnss 
mA’, OL BUBMER NOZZLSO™ 
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. . Thatcher Furnace’s booth just missed 
getting first place, and their equipment, in- 
troducing the new oil Hi-Boy, was very well 
shown and sold by Carl Sahler, Russ Cook, 
Beard, Turner, and others too numerous to 
mention. Couldn't get by their booth and 
miss the “1850-1950—Specialists in Heating 
Since 1850" slogan . . . right back of them 
was Clarence Potter, and Lee Beardsley, 
showing the “super-salesman,” a huge blown- 
up picture of the Type M Draft Control, 
and their slogan was “Best For The Finest.” 
Right out of them Illinois cornfields, at 
Mendota, too. Fay Kinne was there from 
Boston, telling about his new building, and 
lighting his cigars with $100 bills. We knew 
him when he used to use just $10 bills. 


Ed Clifford was down in Texas, but his 
boys Hughes, Wittschibie and O’Brien did 
a good job in the Kent Co., booth showing 
a new tubular cleaner for tubular boilers and 
furnaces—a spiral brush with a fan back of 
it. Saves the neighbors’ washing, when you 
are cleaning with a wind blowing . . . and 
we finally got into the show a word hereto- 
fore reserved for jewelry and others fields— 
“Hallmark,” on a line of furnaces shown by 
the Wilhelms, Sr. & Jr., and Altenburg. 
Slogan: “The Mark of Genuine Heating 
Satisfaction.” 

It was also remarkable at this show how 
manufacturers stressed the facts about the 
age of their companies, and the length of 
service to the industry. A very good trend, 
according to the experts on the Keyhole 
Staff. Fitzgibbons Boilers, for instance, had 
a big exhibit with the slogan: “Steel Boilers 
Since 1886,’ featuring in particular the new 
200 Series’ which was a real sock-it-to-’em 
for the salesminded. Genial Paul Addams, 
Jack Collette, Gus Olsen, Nelligan, Malone, 
Black 3rd, and Wetherstine handled things, 
while. Mr. Homer Addams was greeted af- 
fectionately by hundreds, when he visited the 
Show. 


Next door was Herco, with a truly fine 
booth that got much attention from visitors, 
and particularly from Pennsylvanians. There 
was a background of drawings, illustrating 
Lancaster County's Products, through the 
years, from the Conestoga Wagons up to the 
“Oil Thrifty Oil Burner,” and the words: 
“Since Hans Herr set up a blacksmith shop 
in 1709 the name Herr has been synonymous 
with the fine workmanship that symbolizes 
tradition-rich Lancaster County.” Harold 
Wilkinson, Rohrer and Wold sold thrift and 
Herco burners . . . right beside the entrance, 
Frank Scully’s Ventalarm boys whistled as 
they worked, displaying the new gauges and 
they had an hourly exhibit outside the door 
on the Remotamatic. Frank, Carl Goddard, 
Roweil, and Art Gray really did the business 
this year. Send my boy to M.I.T., Mrs. Key- 
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hole, I want him to be smart, alert, hard- 
working, do good business, and play the 
piano,—like Frank Scully. 

Thrush, from Peru, Ind., was next door, 
with Fox, Nolan and Johnson, presiding over 
an extremely effective miniature cross-section 
of a house with a perspective of a zone- 
forced-hot-water-heating system, using small 
tubes for pipes, and pumping real liquids 
through it. It was quite educational. Their 
circular sign was good, too: “Balanced Flow 
in Action.’ Congratulations, Paul Thomp- 
son . . . the Perfex fellas really did it this 
time. Vince Black, as befitted an old cook- 
ing school expert, got a Good Housekeep- 
ing Seal, b’gosh, for their products. He real- 
ly sells good, for a salesmanager. Borie Lewis, 
Jack Luthie, Bill Matheson, Chris Jensen, 
Jr., McGuire, Soper, (Al Butler never got 
in the game, having hurt his leg in the last 
scrimmage) manned an effective red and 
white booth, with “Controls You Can Trust” 
as the major theme. They also showed the 
new burner-mounted primary. 

And speaking of nice guys, youngish Frank 
Harbin, always Temp Rite, of Baltimore, 
was around greeting friends. He was an oil- 
burner dealer in Washington, D. C., when 
Woodrow Wilson was president . . . and 
another free-wheeling crowd, the fan boys 
from Torrington, Conn.,—always dignified, 
yet giving good service. Their slogan: ‘The 
Fan with the Coasting Hub Solves the After 
Fire Problem.” Don Leslie, Roger Lyman 
and Jake Crawford were there. 


Down the line was the man who knows 
more jobbers than anybody—Arthur Han- 
son, of Waterfilm, and Eddie Wodecka, with 
their new packaged Unit (“Venko"’) fac- 
tory assembled and hooked up with a cir- 
culator . . . Mercoid’s excellent booth involved 
some panels on a bias, and of course, men 
biased in favor of Mercoid ‘The Name That 
Symbolizes All That Is Best In Automatic 
Oilburner Controls.” The men_ included 
Courteol, Colterjohn, Jim Owens, Fenton 
Fisher, Ken Reilly, Chip Stauffer, McCauley, 
all with new enthusiasm, and a new color 
scheme contributed by Lou Schanz. 


Beside them was Webster Electric, with 
a huge cross-section of the fuel unit, and the 
Thermodrive operating in a glass-enclosed 
box. Arthur Loeb came on from Palm 
Springs to tell us some stories, and Doc Ford, 
Pres Crewe, Kleckner, Ben Weichers, Hutch 
Hastings, Ehrich, and the Transformers made 
up the rest of the exhibit. Slogan: “Sell the 
Best to the Best” . . . Harbison-Walker, the 
refractory folks, had an effective display 
with a revolving globe of the world in the 
center, and their combustion chamber, with 
dozens of various firebrick laid up in a steps 
arrangement. Miller, Rochow, Dunn, O’Reil- 
ly and Hewitt heated up quick for the cus- 
tomers. 


Here’s Keyhole’s unsolicited slogan for 
Monarch’s All Metal Combustion Head, in 
relation to COs readings: “Going Up!” (Got 
it from the elevator man in the hotel.) Mon- 
arch had a showcase in their booth full of a 
surprisingly large assortment of MM (Mighty 
Monarch) products, and of course, the best 
to see were the whole gang: Tom Murphy, 
lovely Miss Gerry Murphy, Bart Frame, Jim 
Carroll and John Underwood... . Timken’s 
booth this year was a bright green and yel- 
low arrangement which caught the judge's 
eye. W. F. Rockwell was there, and the 
best-informed man in the industry—Al Craw- 
ford, plus Bob Marberry, Milt Powers, Jor- 
dan. Haugen, Robby Robbins, Morro, 
O'Malley and other fast-selling boys. That 
Timken Kitchen-Type Oil Boiler has the 
Keyhole personal award of merit. 

Next on the list was Marietta Metal Prod- 
ucts where the Show’s hardest working man, 
John Hancock, told about Magic Heat boil- 
ers, aided by Paul Commacher. No frills, he 


said,—just good boilers . . . and Galumbeck 
and Maneta, the Selectrol burner men from 
Brooklyn, stopped around to help him... 
across the aisle, Dole products were on dis- 
play, with Stu Phillips, Francis Lund, and 
Casanova Colter banishing all care, with 
amphojel on the side, and that tall, willowy 
model didn’t exactly repel the customers, 
either. They ship one model with every case 
of Dole valves, so demand your rights, men! 

Detroit Lubricator’s booth played up 
strongly “The Trademark that Identifies the 
Finest, Most Complete Line of Controls, 
etc.” And the slogan for the 411 Thermo- 
stat was “Always Just Right for the Job.” 
They've got something there! It was a very 
complete panel display of the entire line. 


| At the Old-Timers meeting in 
Philadelphia during the Exposition, 
a distinguished oilburner salesman 
| said to Joe Keyhole: “This is the 
most instructive Show we’ve ever 
| had. Never have I seen so many 
pieces of equipment operating, glass 
or plastic jackets and cases that re- 
veal their inner workings; and cut- 
outs giving all inside information 
are in view in almost every booth.” 
So Joe replied to Harold Skaggs.— 
“Handsome, you are never wrong. 
but this time you are right!” That’s 
when he banged the table for em- 
phasis, forgetting that tall glass of 
lemon soda he held in his right hand. 
It explains why he is typing this with 
his left hand only, and why he was 
unable to write during the Show. 
| So-o-0-0-0, if you are one of the 
members of the Democratic or Re- 
publican parties (we counted 66,000) 
who visited our Fuetom & Om HEAT 
Booth and are not mentioned in the 
breath-taking material (whew!) here 
spread before your eyes, please for- 
give him because he couldn’t take 
notes and his memory fades with old 
age. If you azve especially mad at 
| him, remember that anger and love 
are only a hairline apart, and send 
Sugarplum Keyhole some evidence 
of this love-anger situation—an old 
diamond ring, a soiled ten dollar bill. 
a puff-back or two, a ticket south— 
anywhere south, etc. Or stop in some- 
time when you-all are around 232 
Madison Ave. and strangle him—if 
you can find his office, behind the 
men’s room. This would be a real 
industry service. 


THE KEYHOLE STAFF 
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Hodges came on for a while, so did Ed 
Doucet, Hohmeyer, Walker, and a real good 
guy from New York, George Cage, the in- 
dustry’s walking conscience. He won’t let it 
do wrong! 


Across the way was General Electric from 
Bloomfield, N. J., with nice cross-section 
displays of the boilers and furnaces, a typical 
room with Air Wall displayed, and red let- 
ters on a gray background overhead. Wines, 
Hackney, Menimen, Keswick (sorry, pal!), 
Brundage, and a nice dispenser of ice water 
attracted the crowds .. . that wasn’t no rain: 
bow at the end of the aisle. That was Ross 
Sherman's Silent Glow booth with more 
burners, in more colors, than these tired old 
eyes had ever seen before. Ross, Don Sher’ 
man, Henry Riordan, Dick Secor, Freddie 
Quattromani, and gang “Invaded” the Show 
as usual. They also had the new portable 
radiant heaters, used for warming corn, hay. 
building operations and evangelists. 
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Across the 
“Weatherman” from Chicago, aided by 
Dobbie Dobson, from New York, demon- 
strated how he takes the guess-work out of 
building-temperature control... Penn Elec- 
tric Switch was in this sector, with a burner- 
mounted primary relay in an excellently 
lighted booth. Henning, Luscomb, Bob Clark, 
Ed Maire, Price, Carlos Morgan and little 
old Screw-Driver Rubel, handled things. The 
booth had a pure white background, in keep- 
ing with such fine, pure men (it says here!). 

Mr. and Mrs. Irv Anderson of Detroit 
(Anderson Brass Co., Kantleak Prods.) 
made their trip East a combined business 
and pleasure excursion. Like honeymooners, 
after 5 years! . . . Charley Molloy, Chicago, 
the Big Bag Vacuum Cleaner man, did very 
well in Big Order Dept. Lucky he has the 
capacity . . . remember Lew Dietz, from 
Peru, Ind? He went to the Northwest, and 
conquered, and is back East as head man for 
Cyclotherm, in Oswego. Those cigars are 
just as big and long as ever. 

How history repeats! We heard an earnest 
young boiler man telling the customers his 
boilers absorbed only the hot Btus . . . left 
the cold ones go out the chimney . . . like 
the burner man who was explaining that his 
red flame was hotter because the manufac- 
turer was red-headed. 

Leave us not forget Uncle Fred Beckwith, 
the big OHI New England man who was 
around telling everybouy of his big Boston 
Show, come next June. We'll be there, Unk. 

That General Fittings Tankless Heater 
was still revolving in their booth—right in 
the center—and they had side panels with 
alcoves showing the other products. Hand- 
some Horace Horton was there, with Hull, 
Jack Cotter and Jack Jones. 

“Blower Specialists Since 1919’—Brund- 
age, occupied No. 533 and a good job of 
showing the line, including the wonderful 
1700 Series Air Renewer, was done by Ward 
Brundage and Mike Batterson. They also 
renewed our optimistic faith in air condi- 
tioning . . . big red letters on a green back- 
ground identified the large Heil exhibit, and 
the military figures emphasized uniform 
heating by the whole line, including the new 
small 250 ft. boiler. Their glass-walled fur- 
nace, with neon signs indicating gas and 
air flow was the best thing of its kind in 
the Show. Joe Heil was there for a while, 
and Senator Pugh, G. Hochstein, Mold, 
King, Wrede, Zwanzig and “Give-Me-The- 
Facts” Fricker, the ad man, with large 
crowds of dealers . . . Shell Oil joined in the 


way Hank Kucera, the 


slogan contest with: “You Can’t Miss With 
Shell Products,” and they had a fine back- 
ground cross-section drawing of an oilfield. 
Men included Mockler, Hennessy, Sullivan, 
Ventres and Glendenning. Tell us more 
about FOA-5X, boys. 

Frank Boarman rushed off to Bahia Mar 


to get his cruiser, but Loughney stayed on 
the job with John Howley at the Columbia 
Boiler booth, well identified with products, 
and large pink transparent letters against a 
gray corrugated aluminum background... 
and speaking of Bahia Mar, the best marina 
in the world, at Ft. Lauderdale, we visited 
with Arnold Eckhart, of Eckhart Mfg. Co., 
who had just returned on his 40 ft. cruiser, 
tanned and healthy. He and Arnold, Jr., and 
Walt showed burners against a huge seal in 
the background of their neat booth. 

Fulflo Filters, always good,—-nothing new 
or startling, claimed “Maximum Filtration 
Efficiency at Minimum Cost,” well said by 
Fielding, Corwin and Chisholm, who were 
in charge . . . Ed Nahill’s remarkable dis- 
play of Hunter Windows, Doors and other 
products, was a welcome addition to the 
Show, and got much attention while old 
reliable Harry Sewell’s Cole “Draft Koreck- 
tor” showed itself with the aid of an in- 
genious arrangement of a small fan and 
blower set. Ivan Loring, who works in the 
East, greeted his customers there in No. 540. 

Jack Hildebiddle had a neat, small booth, 
exhibiting Ko-Z-Aire—“The Name to Watch 
in Warm Air Conditioning,” aided by Mc- 
Dowell, from Ohio; White, Detroit; Barnes, 
Phila.; and Bennett, Baltimore . . . Cities 
Service caught the fever, with a “New 
Miracle Ingredient Has Been Added” ciaim 
for their fueloil. It was a colorful booth with 
red discs whirling, spelling the words, “Turn 
to Cities, etc.” 

Guarding their gains were the Guardian 
crew from Michigan City, headed bv For- 
gash, and including Prueter, and the Arnold 
Brothers, in an excellent booth with hori- 
zontal orange stripes on a white background, 
and valves, couplings and service kits all 
over the place . . . that fast-talking man was 
there—Paul Patton—and Herschel Fraser, 
Cameron and Morton, all the Vikings, from 
Cleveland, with the Vikimatic units and 
Flatpak ductwork. How they got so much 
into that booth should occupy the attention 
of the packing industry. But you could see 
it good . . . next door was Quiet Automatic 
of Montclair, N. J., with Gordon Kaveny 
and the lovely Mrs. K. He demonstrated 
how to be a marathon talker, about the 
“Greatest Oil Burner Improvement in Years 
—the Adjustable Turbolator.” Also the new 
Catomic High Combustion Head. It was a 
good looking booth, reeking of prosperity. 

And my boy from Long Island was there 
—Abe Brown, whose contribution was: “For 
that SLIM Look, Go Brown Bayce-Heet.” 
He also showed the Brown-Heet BB unit. 
and new Brown-Heet Space Heater. I don’t 
see how any dealer could resist the guy's 
personality . . . “75 items—Count ‘em” were 
displayed in the Sid Harvey, Inc., booth, 
with Sid smiling happily, and Lawrence miss- 
ing no angles at all. This crowd demonstrates 











































































teamwork, with Joe Ziminski, Dave Myers, 
Archer, the Bernard boys, and all the others 
being real home-run material. Their “Relay 
Analyzer” and the 2-hour lectures help elimi- 
nate a lot of useless consumer expense. Key- 
hole’s best suggestion: Get in the parts busi- 
ness, and watch your bank account grow— 
if you know how to really serve an industry. 


Sundstrand Machine Tool—there are our 
boys. Background in the booth was a huge 
blow-up of a page from FuELom & OIL 
Heat. Slogan: “Precision Engineering Plus 
Thorough Testing.” Bruce Olson, the hand- 
some fugitive from Hollywood, visited us, 
and Lang, Schuette and Sadler were there 
in the light of a nice neon sign . . . Mike 
Crotty didn’t do bad with his small boilers, 
aided by Dekassy and Sibella . . . while Bill 
Buntin, of Republic Products circulated 
about talking of his Repco Triple Pass 
(sounds like a backfield man, doesn’t he?) 
W.A.C.—the closest any furnace ever came 
to looking like a boiler. 


Constantine of Allied TankTruck showed 
a shiny red example of the “Rebel” fueloil 
trucks he sells, right outside the door .. . 
Sundstrand Engineering offered “Oil Heat 
At Its Best,’ a full-length story by stream- 
lined Rupe Gustafson and Ed Smith . . . that 
Waterman-Waterbury Series 6300 with the 
Sundstrand burner, looked good. Dave 
Sedgewick and Otto Griefnow presided over 
it, and also the distributor meeting held the 
day after the Show. 


Price and Miller of Price Fireplace Heater 
and Tank Corp., are smart. They exhibited 
their small tandem fueloil tanks “because 
they're easier to tear down when the Show 
is over’. . . and speaking of them reminds 
me that I saw two equally smart men, Eisen- 
trager and Neu, the Monogram Combus- 
tion Chamber boosters, using pear shaped 
words to describe the round job, and nice 
round words to elaborate on the pear-shaped 
job. Quite a trick. May have a big announce- 
ment soon . . . William Lignelli, another 
loyal Philadelphian, showed the Monopump 
—*Circulator of Tomorrow—Today.” 

Was General Allen Reif there? That 
checkerboard ad of his is a hum-dinger. 
“Every Move is the Right Move, with Rex- 
oil.” Charlie says their sales are jumping. 

Best neckties at the Show were Oil-O- 
Matics, with the “Fifty-Ten” motif. Slogan 
on the sign (largest in the Show) running 
down the middle over their booth: “There's 
A Big Difference In Oil Burners.” They 
offered a new steel boiler and the Model 
70A Furnace along with the entire line. 
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Burritt presided, with Ed Davison, Sneltjes 
(tall, ain’t he?), Pinkerton, Branch, Skaggs, 
Tom Green, Falkingham, and at least a 
dozen others doing a fine job befitting the 
best-known name in the business. Their 
“Chinese Mirror” was unique—showed your 
reflection fine as you stood in front of it, 
but at intervals various colored pictures, 
cartoons and cross sections would light up 
in it illustrating, through flow diagrams, the 
principle of the Fifty-Ten. Also they had 
“Little Willie,” a boy with a huge, false 
head, wandering about, distributing litera- 
ture and scaring the children. 

Bethlehem, with hard-working Clarence 
Dieter, our favorite oilheating executive, did 
very well. Their pink, chartreuse, white and 
black booth set off the new “Crusade-A- 
Therm” unit just right. Geo. Van Sciver, 
Wagner, Dietz and Meissner demonstrated 
fuel economy, compactness and comfort. . . 
next door the Aldrich gang from Wyoming, 
Ill., and Newark, lined up the entire line 
before a solid red background that was most 
effective, and of course the new “Bantam” 
was featured. Stephenson, Fox and Mulder 
gave the .75 gph story. We liked it. 

Easiest exhibit to describe was Jefferson 
Electric: His name: C. T. Harnett. Mr. “De- 
pendable” was right there, with more hand- 
shakes per sq. ft., than anybody in the Show. 
Knows everybody . . . his neighbor was Fair- 
banks-Morse, where RAY Harnetiaux, A. C. 
Traub, Gillespie, etc., featured their new 
Suspended Oil Furnace, in a beautiful, white, 
well-lighted booth, with fuschia plastic let- 
ters. Slogan (and not bad, either): “Warm 
Up Your Cold Prospects with F-M Equip- 
ment. 

Once in a while you hit a guy who is 
100% on the progressive side, and I refer 
to Clark Hastings, who with Johnnie Ker- 
shaw, “Moose” Chase, Freedman and his 
other good men, showed the customers how 
to “Cut Service Costs” with Rochester Dual- 
Dial Leak-Proof Gauges, in their exhibit 
with the transparent tank. Nice guys. Nice 
Products. (Well, well, look at the nice new 
humidity indicator that arrived in the Key- 
hole mail this morning. Aw, thanks, fellas, 
—you shouldn’t ha’ don it!) (This is known 
as tradepaper blackmail) . . . across the way 
was Thermobloc, with Fred Cole, Tarnoff 
and Sharon on the job. They'll have a new 
million BTU job ready this fall. 

B. A. Peterson, the husky go-getter from 
Dowagiac, handed out vest-pocket signs say- 
ing “I Vote For John Lewis’—one of the 
cleverest deals in the Show .. . and the 
Delavan Organization, continuing their mer- 
chandising tactics on nozzles, had a huge 
illuminated cross-section of the nozzle, with 
small glass globes as a live demonstration. 
Nelson Delavan, Genius Olson, McNally, 
and an MIT boy named Morganthaler and 
his lovely Missus, dominated their end of the 
Show. 

Newcomers to the industry and Show this 
year were Combustioneers of Springfield, 
Ohio. Brooks and Roudenaz had a huge re- 
production of the Triple Velocity Visor- 
head, and their humidifiers. A moving elec- 
tric sign emphasized “Amazing Preformance” 
.. . the most expensive neckties were worn 
by Henry Wurfel, our boy from Trenton 
who cannot tell a lie about his ‘““Tru-Heet” 
burner. His Mom and Pop were down to 
keep an eye on him, while he displayed the 
new heavy-duty boiler unit. His yellowsilk 
neckties had hand-painted pictures of the 
burners on them. 

Best dancer at the show: Jesse Johnson, 
of S. T. Johnson Co., Oakland, Calif., a 
real good sport, as all Old Timers will tes- 
tify. Al Dimich came with him from Cali- 
forniay, and R. P. Johnston was right at 
home. Their complete line-included the good 
old Econolux, and some new, large bb units. 
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Their burners range from Y2 to 175 gph... 
Their neighbor was Gentleman Jim Rudolph, 
who with Bernie Lawson, showed a “Win- 
ning Team” for Applied Mechanics, Boston 
—the International and Galongage, for 275 
gal. tanks, and the Fil-Thru for drums... 
Jackson & Church held to the trend. Slogan: 
‘“Four-In-One Budget Furnaces” and “Work 
Well Done Since °81.” Bouffard, Low and 
Bus Adams showed how the unit is designed 
to “grow with the home.” We missed old 
Larry Redford, the barber-shop quartet boy 
.. . but we had Danny Bierman and his fine 
Petrometer organization there to keep every- 
body happy, healthy and full of fun. Also 
accurate in gauging fluids from a distance. 
Very clever exhibit in the Oil Equipment 
Booth from New Haven, under supervision 


of Irving Marinoff, Sid Horton and Arnold 


FROM Z 


Kaufman. Their tank gauge float was pushed 
up and down by a motor. Counting 10 de- 
liveries to the year, it registered 935 years 
of service on a large counting device, with- 
out trouble, by the end of the Show. Think 
up an idea or two for Keyhole, will you 
friends? 

A man who knows the service man’s prob- 
lems has an advantage when he builds a 
burner. Maybe that’s why Jack Goldberg, 
of Radiant Utilities, has done so well. He 
was there (with the attractive booth we have 
seen in Chicago, New York, Boston, Dallas, 
and now Philadelphia) along with sun- 
tanned Arthur Marcus, Julius Goldberg, and 
Joe Bloom . . . across from them was the 
new Sparkler filter, from Mundelein, Ill., and 
gentlemanly Fred Leuthesser, whose sign 
said “Stop Now and Look.” 

Lynn Products had a large blue ribbon 
on their booth—very effective background 
for the burner with the “Spiral-Ex Head.” 
Slogan: “First for Performance.” Ed Priest, 





Leach and St. Jean attended . . . ran into 
Tom Byrd and Ernie Wolfers, of Lau Blow- 
er, Dayton. Trying to help everybody move 
a lot of hot air, as good fan and blower 
men should. 

I always remove the Keyhole hat when I 
refer to Century Engineering of Cedar 
Rapids, Iowa. I love yuh! Producer of the 
fairest flowers of womanhood, and fine oil- 
burners. That good old booth with the artifi- 
cial flame background was there, along with 
some young guys with ideas—Bill Lattner, 
Dave Davenport, etc..—backed up by years 
of service to the field and a swell line of 
products . . . and right back of FUELOIL & 


Om Heat was Quaker space heaters, ideally 
named for Philadelphia, and enjoying the 
supervision of Atwill, Polidor and Long. 

A very busy booth was Quiet May, where 





Charlie Collins, popular Baltimoah gennul- 
man, suah, presided with Ivan Sutherland, 
their new New England Flash, and Joe Mil- 
ler, Marty Convisor, Schuelke and Joe Con- 
nors. It was a white and red masterpiece of 
display with a corrugated white background. 
A big, moving, imitation of the Gerotor oc- 
cupied the center panel. 

The Keyhole heart from here in belongs 
to National Radiator, for no old Mississippi 
river-town boy could resist that “National 
Packet’? picture in the background, of a 
side-wheel steamboat, to illustrate the idea 
of their new BB unit. They also showed the 
Art Baseboard. R. S. Waters, the big shot, 
and Carroll Baumgardner, were there, with 
Philage, Nat Hunter, Shep Doherty, Barney 
Leroy and other National Packet deckhands. 
(Somebody could easily get elected Mayor of 
Hannibal, Mo., for this job) . . . next door 
was Super Ignition displaying “Super Flexi 
bility In Mounting Bases, and featuring the 
Transformer Replacement Kit,’ with Sarver 
and Rapiport doing a fine job. Henry Wins’ 
ton was laid up at home. 

Burnham Boiler Corp., almost stole the 
Show with the Pacemaker Nitchen Cabinet 
Oil Boiler. Very neat. Slogan: “Radiant 
Heating Since 1873. Also the Bas-Ray 
was on display, with the Yellow Jacket 
line. Bastedo, Good, Brophy, Hogan and 
all the other Pace-Setters were there help: 
ing to scoop the industry . . . busiest 
guy at the show was Gabe Marin of Sun’ 
Ray, from Jamaica, L. I. Both dealers and 
public could understand Gabe and Al Metz’ 
ger, Al Luft and Marty Sones when they 
talked about “Dual Carburetion,” “Patented 
Combustion Head” and “Automatic Electric 
Oil Brake.’ Some smart guy selected those 
terms. Keep punchin’, gang. 

That E. N. McDonnell ain’t no slouch 
on a dance floor either, is he Old Timers? 
He had “Sam the Scram” man there, 4s 
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Two-Thirds of Space Reserved 
For New England Exposition 


| nets FOR THE NEW ENGLAND Bien- 
nial Exposition of Oil Heat, being 
held in Boston’s Hotel Statler June 19 
through 22, are well advanced, accord- 
ing to Fred N. Beckwith, exposition 
manager and secretary-treasurer, Oil 
Heat Institute of New England, spon- 
sors of the exhibit. Two months before 
opening. date fifty-five manufacturers 
and distributors of oilheating and ac- 
cessory equipment had contracted for 
exhibit space, accounting for more than 
2/3 of the space allotted for equipment 
displays, with indications that the ex- 
hibit would be a sell-out by June 1. 

The Exposition has been planned to 
permit the trade and public in the New 
England area to see displays of new 
products, improvements in old products 
and new applications. Also, since New 
Englanders are being subjected more 
and more to a propaganda barrage on 
natural gas as a heating fuel, the Ex- 
position offers individual manufactur- 
ers and distributors one of the more ef- 
fective means of presenting the story of 
oilheating. 

The program has been arranged pur- 
posely with a minimum of outside ac- 
tivities, saving for the exhibitors the al- 
most completely undivided attention of 
visitors. The opening day, June 19, has 
been designated Engineers’ and Archi- 
tects’ Day; June 20, Dealer Day. 
Wednesday, June 21 is Ladies’ Day, for 
which an extensive program of enter- 
tainment for the visiting ladies has been 
planned, and the last day, June 22, In- 
dustry Day. 

The exhibits, for which all public fa- 
cilities on the mezzanine floor of the 
Hotel Statler have been reserved, open 
each day at 1:00 P.M. and close at 
10:00, except on Wednesday when a 
6:00 P.M. closing is observed to permit 
attendance at the annual banquet, being 
held at the Hotel Bradford. 

On Industry Day, June 22, a morn- 
ing session at the Hotel Statler will be 
devoted to a round table forum on 
“Natural Gas Invasion.” Robert Gray, 
editor, FUELomL & Om HEAT, is to be 
moderator, 
speakers to discuss various phases of the 


introducing a panel of 


subject. Immediately following will be 
an industry luncheon, for which an out- 
standing speaker will be secured. 

The following list contains the names 
of firms who have reserved exhibit space 
for the New England Biennial Oil Heat 
Exposition, as of April 20: 


List of Exhibitors* 


NEW ENGLAND BIENNIAL 
EXPOSITION OF OIL HEAT 


Hotel Statler, Boston 


June 19-22, 1950 

Name Booth No. 
Age Daglnseting Co. kc cevcccvcacecs 111 
‘American Tube Products, Inc. ....... 109 
Applied Mechanics Co. ............4-- 9 
Autc Heat Corporation ............. 110 
Bell & Gossett Company ............. 60 
Bornhem Carpeemtih: .osccccccvccsus 17 
Char Gale Manufacturing Co. ........ 64 
Cleveland Steel Products Corp. ........ 23 
Commercial Filters Corporation ....... 57 
Consolidated Boiler Corp. ............ 47 
er er re ere 36 
William J. Debler @ Sons ........... 124 
Delco Appliance Division ....... 31-32-33 
Ee NINE a Shaccauciescexeneatas 
Eckhart Manufacturing Co. ........... 37 
Econo Products Company ........... 125 
Electrol Burner Mfg. Co., Inc. ...... 18-19 
ge eee 131 
PORtGn. © Oi. FIGAT occ ccecesenss 144 
Cee Pee, T. 6se k de cn wevenen 45 
SS 59 
Gulf Oil Corporation ............. 28-29 
Hanson-Gates Mfg. Co., Inc. ......... 43 
Harvey-Whipple, Inc. .......... 14-15-16 
Hayward Oil Burner Corp. ........... ral 
RPGR Gitcensadedasdwas eas 50-51 
Iron Fireman Corp... es ccoceses 100-101 
RE RS vine aang neuseann gas 49 
We. C. Taette Beer’ Co., Ie: snc cine sas 5 
er rae 13 


Massachusetts Trades Shops School ..115 


et Se Ee. vc esnncnseuenks 24 
Metromatic Manufacturing Co. ..61-62-63 
Monarch Mfg. Works, Inc. .......... 35 
Morse-Smith-Morse, Inc. ............ 132 
New England Authorized 

Webster Service Stations ........... 44 
New England Technical Institute ..... 104 
Sy SR oid Sn 4 wae Soke euler 65 
Publication Associates .............. 123 
Quiet Automatic Burner Corp. ........ 12 
Radiant Utilities Corp. .............. 46 


oe ee eee 
Silent Glow Oil Burner Corp. ..... 1-2-3-4 
Wee De is BE. oo oe vive knweex 58 
Sun-Ray Burner Mfg. ee re 6-7 
Swett Bros. Heating & Appliance Co. ..106 


Faco, Beaters. THE) .0c6 sci ccectccs 10-11 
"Fhatcher Furnace: ©o:.....0:ccwccecea es 30 
U. 5, Basch Gee, 0. wiiecencs 21-22 
V WE Producta: Co, 2 ..ccsccucecccicecs 48 
Waltham Oil Burner Co. ...........39- po 
Weatherall Engineers, Inc. ........... 

Williams Oil-O-Matic Div. ....73-74-75- ma 


L. J. Wing Manufacturing : ae 
York-Shipley, BNC. wn. Shoe sss 52-53-54-55-56 


*As. of April 20, 1950. 


U. S. Department of Labor 
Fueloil Prices (February ) 


FIELD INVESTIGATORS for the Depart- 
ment of Labor monthly check prices of 
principal fuels in several cities in each 
section of the country. Getting retail 
quotations from various suppliers in 
each market, the prices are averaged and 
published. Those in the table that fol- 
low were taken February 15 (cents per 
gallon) : 


Range No.1 No.2 No.3 
Boston 13.77 13.60 11.50 : 

Manchester 14.50 14.00 12.20 

Portland, Me. 13.60 13.60 11.50 


3 Buffalo 14.54 - 12.93 12.93 
1 New York ss IRE ae 
Philadelphia 12.18 11.28 ag 
1 Chicago 13.75 13.46 12.44 12.55 
4 Detroit ~« 94.21 -13.18 ef 
Milwaukee .. 14.00 13.10 13.00 
1 Kansas City «« 1224 10.22 fiw 
Minneapolis 14.17 13.93 12.88 12.93 
1 Baltimore -- 12.34 11.45 xe 

1 Wash., D. C. . 12.82 11.83 
Jacksonville e« 13.83 12.32 “a 
Norfolk .- 12.60 11.00 11.00 
Richmond es 13.00 11.22 aa 
2 Savannah .. 14.50 12.60 we 
5 New Orleans -- 13.82 12.36 12.36 
Portland, Ore. .. 13.94 11.64 6.55 
6 San Francisco .. 13.77 11.44 6.48 
4 Seattle . 14.77 12.65 6.74 





1 Prices include 2 percent tax. 

2 Inspection tax of one cent per gallon in- 
cluded on kerosene only. 

3 Prices include 1 percent tax. 

4 Prices include 3 percent tax. 

5 Prices include 3 percent tax on all fuels 
except gas; prices for kerosene and fuel 
oil No. 1 also include one cent per gallon 
State health tax, and 1/32 of one cent 
per gallon State inspection tax. 

6 Prices include 3.5 percent tax on all fuels 


except gas. 


McIntosh Previews Oil And 
Gas Competitive Relations 


SPEAKING BEFORE A MEETING of the 
Western Petroleum Refiners Associa- 
tion on March 27 at San Antonio, 
Texas, A. J. McIntosh, chief economist, 
Socony-Vacuum Oil Co., predicted a 
somewhat “dismal outlook” for petro- 
leum fueloils in the next few years in 
the face of natural gas expansion. 

He estimated for the country as a 
whole an additional amount of natural 
gas available in new pipelines in 1953 
that will total an equivalent of 518,000 
barrels of oil per day. “Just about one- 
half of this will displace liquid petro- 
leum,” he said. 

Mr. McIntosh estimated that home 
heating oils and diesel fuels should con- 
tinue to show a fairly good increase, par- 
ticularly on the East Coast, but that this 
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would be offset by losses in residual fuels 
and kerosene. Supporting his conclu- 
sions, he presented a series of charts and 
tables, mapping fueloil consumption 
trends since 1937, forecasting consump- 
tion until 1953 and analysing the effects 
of natural gas on these trends, 

His report forecast a gain of 13% in 
distillate fueloil demand in the United 
States between now and 1953, an 8% 
drop in residual demand, a 2% loss in 
kerosene use. 

Major new natural gas pipelines ap- 
proved or expected to be approved, ac- 
cording to Mr. McIntosh, will make 
available an additional 2,894 million cu. 
ft. daily by 1953, equivalent to 518,000 
bbls. per day. This will be distributed 
along the East Coast in the amount of 
1,138 million cu. ft. daily, equivalent 
to 204,000 bbls. of oil daily; Central 
United States and Rocky Mountain 
area, 1,191 million cu. ft. daily, or 215,- 
000 bbls. a day and West Coast, 565 
million cu. ft. daily, 101,000 bbls. of oil. 

By regions he predicted that the East 
Coast will increase demand between 
now and 1953 for liquid fuels by 5%, 
distillate fuels jumping 17%, kerosene, 
6% and residual fuel dropping 5%. 
Central United States and Rocky Moun- 
tain regions should show no increase in 
demand. Even though distillates are ex- 
pected to gain 13%, a drop of 11% in 
residuals and 20% in kerosene demand 
is anticipated. Along the West Coast, 
Mr. McIntosh continued, an actual loss 
of 8% in liquid fuels demand is fore- 
cast. This anticipates a 2% dip in dis- 
tillate demand, 10% for residuals and 
17% for kerosene. 

These calculations, concluded Mr. 
McIntosh, indicate “that the trend to- 
ward reduced residual yield should be 
hastened, that we have probably passed 
the high point for yield of kerosene, but 
we would have to get set for new all- 
time high yields for distillate fueloils, 
particularly diesels and gasoline.” 


© 
Start 18-Inch Pipeline 


From Maine to Montreal 


CLEARING OF THE RIGHT-OF-Way for the 
laying of the 18-inch pipeline from 
South Portland, Me., to Montreal East, 
a distance of 236 miles, already has been 
started, the Montreal Pipe Line Co. has 
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reported. Excavation of the trench, 
alongside the present 12-inch pipeline 
now bringing crude to Montreal East 
will start during April. Youngstown 
Sheet and Tube Co. has promised de- 
livery of the pipe by the end of May, 
with actual work scheduled to get under 





way June 1 and to be finished in No- 
vember. 

Seventy miles of pipe will be laid in 
Canada, under the control of the Mont- 
real Pipe Line Co., with 166 miles of 
pipe in this country controlled by the 
Portland Pipe Line Corp. 


York-Heat Display Receives 
Plaque at Philadelphia Show 


cig INC., York, Penna., 
won the FugeLom & Om Heat 
plaque at the Philadelphia Show for 
the Best-All-Around-Exhibit. It was 
the longest exhibit in the Show, cover- 
ing 8 spaces in a row, and was taste- 
fully decorated in a green, white and 
yellow motif. Lighting and balance in 
layout were excellent, and the entire 
line, from the smallest units and burn- 
ers, to the horizontal rotaries and Steam- 
Pak units,—a total of 24 pieces—were 
shown, under a sign proclaiming it 
‘‘America’s Most Complete Line.” The 
booth was planned and executed by 
Bill Kane, of the York organization, and 
was under the management of Dave 
Wepman, sales manager. 

The FugLor & Om Heat Award— 


an annual affair—is given for beauty, 
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accessibility, educational and sales value 
at the dealer level, since the Oil Heat 
Expositions are primarily dealer shows. 
Selection was made by a Committee of 
three judges, from the Eastern Indus- 
trial Advertisers, Philadelphia Chapter 
of National Industrial Advertisers As- 
sociation, and included Sheldon John- 
son, eastern advertising manager for 
Westinghouse Electric Corp., president 
of the chapter; Harris D. McKinney, 
head of his own advertising agency in 
Philadelphia; and B. L. Herman, re- 
gional business manager for Iron Age, 
cldest and one of the most successful 
business papers in the country. 

Runners-up included Thatcher Fur- 
nace Co., Williams Oil-O-Matic, Tim- 
ken-Silent Automatic, and Iron Fire- 
man, in that order. 
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Presentation of the Plaque: Left to right: B. L. Herman, Dave Wepman, sales: 
manager of York-Shipley; Bill Kane, Harris D. McKinney, A. G. Winkler of 
FuELomw & Or Heat, making the presentation, and Sheldon Johnson. 
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Forum on Gas Competition 


SPEAKERS AS A GROUP POINT UP OILHEATING RESPONSIBILITIES FOR NEW JERSEY 


O™ OF THE HIGHLIGHTS of the 
annual meeting at Asbury Park of 
the Fuel Oil Distributors Association of 
New Jersey was a four man panel dis- 
cussion on gas competition. The con- 
vention was held May 4 and 5, with this 
gas forum activity on the second day. 
Other significant papers at the meeting 
will be reported in the June issue. It 
was possible to get only the forum pa- 
pers far enough in advance of the meet- 
ing to report here. 

The papers were prepared by J. A. 
Collins, manager of the oilheating divi- 
sion, Frontier Oil Refining Corp., Buf- 
falo, N. Y., J. J. Mulvey, fueloil de- 
partment manager, Atlantic Refining 
Co., Philadelphia, and John R. Sher- 
wood, president, Sherwood Brothers 
Incorporated, Baltimore. Robert Gray, 
FuELoit & Or HEAT, New York, was 
moderator of the session and partici- 
pated in the activities of the question 
period that followed the papers. 

The papers and discussions related 
principally to each man’s impressions of 
gas competitive influences in his own 
city. For example, Buffalo has had cheap 
gas for many years; Philadelphia has 
considerably higher priced gas than 
equivalent heating oil yet the gas util- 
ities have done a strong selling job in 
that market; Baltimore, with very little 
history on gas competition, is getting 
straight natural gas May 1. 

The most significant portions of Col- 
lins’ paper follow: 

From experience in competition with 
gas, I can tell you it is vitally impor- 
tant that you get your house in order, 
individually and collectively, or you'll 
take a licking. Prepare for this competi- 
tion as a united industry and you will 
hold your own, enjoy good business and 
Substantial growth now, and in the 
future. 

Your opponent isn’t the gas utility in 
your particular area alone, it is gaseous 
fuel plus one of the best organized mer- 
chandising aggregations in American 
business today. 

Gas as an industry will present for 
competition with you, a united front 
from the manufacturers who supply the 


burning equipment, to the distributors 
and dealers who sell and install that 
equipment, right through to the utilities 
that supply the product to be burned. 

How is the oil industry united to 
meet this competition? That’s a good 
question. I’m going to try to answer it, 
and for what I am about to say I know 
I can expect to be damned by the same 
segments of our oil industry which I 
previously mentioned were so complete- 
ly united in the gas industry. I am go- 
ing to attempt to draw just a single 
comparison of the manner in which our 
industry has operated as compared with 
the way the gas industry operates. The 
advertising of too many of our oil 
industry manufacturers, distributors, 
dealers and oil suppliers, reads some- 
thing like this: 

Replace your present oilburner 
| re. oilburner—It 
will save you 30% to 40% of 
your fueloil bill. 

That type of advertising is destruc- 
tive and a detriment to the oilburning 
industry. It infers that every person 
who purchased any other make of oil- 
burner on the market, has been gypped. 
It creates public distrust of the oil in- 
dustry. 


How Much Saving? 


Let’s check that grandiose claim of oil 
saving. A burner operating at 15% 
CO, and stack temperature of 300 
degrees, will lose 10!4% of the heat 
contained in the fueloil burned. In case 
any of you gentlemen don’t know it, 
the operating condition I just described 
is just about 100% oilburning efficiency. 
You have to lose that 10!4.% of the oil 
burned in order to turn liquid oil to 
gas and burn it with any ordinary nat- 
ural draft oilburning equipment. Such 
operation would be perfect. Next, let’s 
consider a burner operating at 8% COs 
with a stack temperature of 550 degrees. 
Under those operating conditions, 23% 
of the heat contained in the fueloil will 
be lost. 

However, when we compare the heat 
lost by this average fair operation, a 
total of 23%, and subtract from it the 


heat loss with perfect operation, the 
remainder is 12Y%2% which would be 
the total possible saving, providing it 
were possible to develop and maintain 
100% burning efficiency in the field. 
Up to the present time I haven’t seen 
the oilburner that can do it. 


Unusual Instances 


I make these comparisons to bring to 
your attention the fact that the operat- 
ing efficiency of any replaced burner 
would have to be below average fair 
operation, and the operating efficiency 
of the replacing burner, perfect, in or- 
der to save more than 124%2% of the 
heat generated. Yet these groups that 
advertise these wonderful savings must 
have found and replaced some burners 
operating at extremely low efficiencies, 
in order to have some basis for making 
such claims. Unfortunately, I believe it 
is possible for organizations using this 
tye of advertising to find burners oper- 
ating very inefficiently. They can do this 
because installations are being made by 
individuals or organizations not proper- 
ly informed as to good installation prac- 
tices. Also there are service organiza- 
tions whose personnel has not been 
properly instructed in making the nec- 
essary burner adjustments to obtain 
good efficiency. 

It is my opinion that any person en- 
gaged in, and interested in the welfare 
of the fueloil industry who found such 
a poor installation, might do more for 
himself and his industry if he adjusted 
the burner for better operation rather 
than use it as a club to make a sale, and 
then publicize it. I assure you that if 
this type of advertising is used in gas 
competition, your worthy competitors 
will be smart enough to use it to pro- 
mote their interests by telling prospec- 
tive customers that the oilburner manu- 
facturers and installers acknowledge 
publicly that most oilburner installations 
are very inefficient, using these same 
advertisements to prove their point. I 
know from experience that they will use 
this method of attack if such advertising 
is used. 

Do the manufacturers, distributors, 


7\ 








dealers or gas utilities interested in the 
sale of gas burning equipment, sanction 
this type of destructive advertising? The 
answer is “no.” Let’s take a lesson from 
their book, and stop it in our own 
industry. 

Now let’s consider installation of oil- 
burning equipment as compared with 
gas burning equipment. Installations 
can be, and are poorly made with gas 
burning equipment, and unfortunately, 
also with oil burning equipment. How- 
ever, the gas utilities have control over 
gas equipment installations insofar as 
proper sized gas lines and local rules 
governing gas installations are con- 
cerned. Unless the installation require- 
ments are met they can, and do, refuse 
to turn on the gas supply. Thus they 
are able to insist on good installations 
and demand proper sized gas services 
for the equipment to be used. 


J. J. Mulvey 


Why can’t the oil industry protect 
itself in the same way? It can, as indi- 
vidual organizations or as a united in- 
dustry if it demands, before a seasonal 
contract for oil or service is signed with 
the customer, that oil installations meet 
the proper requirements as to fill lines, 
vent lines, and the national or local rules 
for installations that are important to 
either the oil supplier or servicing 
organization. 

I know that in the minds of some of 
you at this moment, there is a thought 
which goes something like this: “If I 
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turned down an oil customer some one 
of my competitors would grab the ac- 
count.” You're right, but you, as an oil 
supplier would only turn it down if the 
fill and vent conditions were bad and 
might cause spills or require too long 
a time to make delivery, or in the case 
of mechanical service, if the equipment 
was improperly installed or in such bad 
condition that it would undoubtedly re- 
quire excessive service. If either of those 
conditions existed, I am sure you would 
prefer to give that account to a competi- 
tor unless the owner agreed to have the 
installer make the necessary changes if 
the equipment was under guarantee, or 


John R. Sherwood 


in the case of equipment out of guar- 
antee, agree to have the necessary re- 
pairs made. 

Strange as it may seem, that proce- 
dure works and pays dividends, in our 
organization, in reduced delivery and 
service costs. We have also found that 
installers of equipment appreciate rather 
than resent having installation errors 
brought to their attention for the sim- 
ple reason that many of them are not 
too familiar with correct installation 
practices, and appreciate receiving in- 
formation that will help them to make 
better installations. Home owners are 
cooperative in having necessary repairs 
made, if the need for the changes is 
properly presented and the changes 
made at reasonable cost. One of the jobs 
of the oil industry in competition with 


gas is to see that good installation stand- 
ards are maintained and thus endeavor 
to eliminate inefficient burner opera- 
tions. 

Now let’s consider service. The gas 
utility companies in some areas furnish 
service to gas heating equipment, and in 
some areas do not. In areas where serv 
ice to equipment is rendered by the gas 
company, it goes without saying that 
they will answer emergency calls twen- 


J. A. Collins 


ty-four hours per day. To meet this 
service rendered by the utility, it would 
seem necessary that the oil industry 
must match that service to the consumer, 
at comparably close overall costs. In 
those areas where service is not rendered 
to heating equipment by the gas com- 
pany, it is best not to be too complacent 
and just assume service is no problem. 
I do know that in many similar operat- 
ing areas, that if the gas company re- 
ceives an emergency call of no heat, 
they will send a man out to arrange for 
manual operation so as to give heat until 
the necessary mechanical repairs are 
made by a service organization other 
than the gas company. Unfortunately, 
you cannot do this with most oilburners. 
Therefore it would seem that efficient 
mechanical service for oilburners must 
be available around the clock to compete 
with gas, even in areas where the gas 
company supposedly doesn’t service 
heating equipment. 

From what I have said up to the pres’ 
ent time, it would seem that a possible 
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way to meet our problem is to stop 
fighting among ourselves and match, or 
preferably beat, at comparable overall 
costs, services rendered by the fran- 
chised utility operating in a particular 
area.* 

Each operating area must be indi- 
vidually analyzed in order to learn what 
type of service the utility will render 
and what the price of gas will be to its 
consumers. There is always one impor- 
tant point to bear in mind when study- 
ing an area. Gas can be sold only 
where the pipe lines are installed and 
only to the extent of their capacity to 
deliver under predetermined pressure 
conditions. From my observation in op- 
erating against gas competition, I have 
learned that gas seems to follow a pat- 
tern, and moves into an area with cer- 
tain definite steps: 


1. The first step comes when undi- 
luted natural gas enters an area 
resulting in high BTU content at 
low cost. 

2. The second step, when the avail- 
able supply of natural gas is being 
used to capacity and it becomes 
necessary to mix manufactured gas 
with the natural gas in order to 
meet demands. The result of this 
step is lowered BTU content and 
increased costs which are necessary 
because of the capital expenditure 
the utility has to make in order to 
increase supply to meet the area 
demands. 

3. The third and succeeding steps are 
to augment both natural and manu- 
factured gas supplies by bringing 
in new natural gas supply lines, 
building additional gas manufac- 
turing facilities and running new 
feeder mains to maintain normal 
pressures throughout the area of 
distribution. 

Each step requires more capital in- 
vestment which results in increased gas 
costs. 

As an example of the various steps 
I have outlined, I would like to mention 


“In the discussion period that followed the 
papers, Collins explained that his company 
has for many years included good burner 
service in the price of the fueloil. In starting 
this practice, he raised his oil price a half 
cent above the market. Eighteen months 
later other oil companies in Buffalo followed 
suit. In that period they had not been able 
to take away Frontier's customers, and in 
fact were losing some of their own to this 
higher priced operator. 


what happened in one particular area 
over a period of years. Straight natural 
gas having 1100 BTU per CF was 
brought into the area and sold at 30¢ 
per thousand. After a period of time the 
supply was oversold and it was neces- 
sary to augment the supply by mixing 
manufactured gas with natural gas. The 
BTU content was decreased to 900 
BTU. The cost was raised to 60¢ per 
thousand. Again a period of time went 
by and it was necessary to run new 
pipe lines to increase the natural gas 
supply and expand the gas manufac- 
turing facilities. The BTU content of 
the gas remained at 900, but the addi- 
tional investment required raising the 
price of gas to $1.04 for the first thou- 
sand, 74¢ from 1 to 25,000 and 70¢ 
for over 25,000. That price is in effect 
in the area at this time. 


Aggressive Selling 


During this same period oilburning 
equipment and fueloil were sold and dis- 
tributed with a proportionate increase 
in sales volume in spite of increasing 
fueloil costs. Oil was sold because ag- 
gressive and constructive campaigns 
were carried out to promote the sale of 
oil for fuel. The oil industry in that area 
planned and devised ways and means to 
render overall services always equivalent 
to, and usually better than those 
rendered by the franchised utility, at 
comparable overall cost to the consumer. 

In most areas on the East Coast 
where natural gas will be sold for the 
first time, I believe you lucky people 
will jump right over the first step in 
competition that I just mentioned, and 
enter the second step where costs be- 
come more favorable to fueloil. I believe 
this will happen because of two reasons. 
Number one, the present cost of laying 
pipe lines from the gas fields, and dis- 
tribution mains for supplying a new 
area, are high. The enormous capital 
investment required must result in 
higher gas prices than those established 
for similar areas many years ago, when 
the labor and material costs for building 
similar distribution facilities were so 
much lower. 

The present higher cost of gas is es- 
sential in order to permit the investors 
to earn a profit. 

Number two, in many of your com- 
munities presently franchised gas utili- 


ties now furnishing straight manufac- 
tured gas, must be considered. They will 
arrange facilities for mixing the two 
types of gas and the result will be gas 
of a lower BTU content than straight 
natural gas. This mixing of gas will 
also necessitate the changing of gas 
orifices in every piece of gas equipment 
presently used. Laying pipe lines at this 
time is expensive, erection of additional 
storage and mixing facilities is expen- 
sive and labor and materials used in 
changing over consumers’ present gas 
equipment are expensive. The net re- 
sult of these necessary expenditures 
should be gas costs that would place 
fueloil in a favorable competitive posi- 
tion from the very beginning of gas 
competition. 

According to information received 
from some East Coast areas recently 
supplied with natural gas, the price of 
the gaseous fuel is such that burning 
oils are in a good competitive position. 
That information would seem to bear 
out my previously expressed thought 
that you are in a better competitive posi- 
tion in relation to gas than many of you 
think. For the sake of comparison, let 
us consider an area that has been and 
is in competition with natural gas that 
was brought in years ago when pipe 
lines and other facilities could be built 
at very low cost. The natural result was 
very low cost gas. In fact so low that 
even after the intermediate steps of in- 
creased capital investments by the util- 
ity, the area is still in a more difficult 
competitive position than most of you 
will face at the very beginning. The 
bright side of the picture is that the oil 
industry in that area has progressively 
expanded in spite of the odds against it. 


Suburban Areas First 


During the first step in natural gas 
competition the oil industry had to sell 
most of its burning oil products outside 
the distribution area supplied by the 
natural gas lines, because of the ex- 
tremely low cost of the gaseous fuel. 
However, when a customer bought oil 
burning equipment, that customer was 
rendered good overall service, good in- 
stallation, automatic delivery and me- 
chanical service to the oil burning equip- 
ment. Gas finally expanded into those 
outlying districts, but the fueloil users 
were satisfied with the service they had 
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received and remained fueloil custom- 
ers. They did not change over to gas 
for heating. 

As time went on the supply of nat- 
ural gas was insufficient to supply the 
demand, and mixed gas at a higher cost 
was sold. This change placed the oil in- 
dustry in a better position to compete 
with gas in its central area of distribu- 
tion, and by the use of forceful selling 
and the rendering of good overall serv- 
ice, substantial gains were made in oil 
equipment and fueloil sales. The rate 
of growth has been maintained since 
that time and the tempo substantially 
increased at times when the gas utility 
failed to meet the area demands because 
of overselling their supply, their failure 
causing the Public Service Commission 
of the State to restrict further sales of 
gas equipment until their facilities were 
expanded. Since that time the utility 
has had to make greater capital expendi- 
tures in order to increase its supply and 
the Public Service Commission neces- 
sarily approved increased prices for gas. 

As further facilities are needed and 
added by the gas utility, further price 
increases will undoubtedly be granted. 
When and if this happens, and I be- 
lieve it will, the oil industry should be 
in the best position it has been in dur- 
ing all the time it has had to compete 


with gas for the heating fuel market. 

I would like to emphasize one point I 
made in this discourse and that is— 
Once a customer was sold oil burning 
equipment and started to use fueloil for 
heating, he was rendered, to the best of 
the industry’s ability to perform, a com- 
plete and satisfactory overall service. I 
believe that the furnishing of outstand- 
ing service to the customer is what held 
the original consumers, and that the 
reputation built up by the industry for 
the rendering of these services, devel- 
oped public acceptance, confidence and 
trust that made possible the industry’s 
growth through all the period of difh- 
cult gas competition. 

Many of you will say or think it 
can’t, or rather couldn’t be done, but I 
think you will be amazed as we were, at 
what you can and will accomplish in 
rendering better services at lower costs, 
when Mother Necessity makes you an 
inventor of ideas for operating your 
particular business better than you ever 
thought possible. 

In competition with gas, our indus- 
try viewpoint was to operate individ- 
ually and collectively as a utility, with- 
out benefit of franchise, endeavoring at 
all times to render efficient overall serv- 
ice to the customer at a reasonable 
profit. 


Mulvey Brings a Major’s View 


D ecid DEAL HAS been said and 
probably a great deal more has 
been written about the “Battle of Auto- 
matic Fuels.” You will hear more about 
it for we are most certainly in an era of 
automatic living. 


Sooner or later, the home owner who 
is now using other than liquid or gase- 
ous fuel is going to think about chang- 
ing. That is where you come in—par- 
ticularly those of you who are also in 
the oilburner business. 

To those of you who do not sell oil- 
burners, you are handicapped and at a 
disadvantage. The moment a burner is 
sold to someone who previously used 
other types of fuel is the moment an 
asset has been created in the form of 
future fueloil volume, an asset which 
might have been yours if you had in- 
stalled the burner. 
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Taking everything into consideration, 
the oil industry is in a very good posi- 
tion. Our sales tools have been sharp- 
ened in the years since the war. Our 
good friends who manufacture and sell 
the burners have set us a pace during 
the last few years which would have 
kept us on our toes if we had had nor- 
mal weather. We should be grateful to 
them that this has been so. 


During the past 10 to 15 years, the 
oil industry has had very little com- 
petition from other fuels. It has been 
comparatively easy to sell oilburners 
and fueloil, with the exception of the 
difficulties experienced during the war 
years. 

It was inevitable, however, that some 
other form of automatic heating would 
arise to dispute this market with us. 
Some day there will be others. The 





American public never has been and we 
hope never will be content to stand still. 
This means that none of us can take for 
granted that any product which is popu: 
lar today cannot be supplanted by some 
other product tomorrow. 

The product to which I am referring, 
as you well know, is natural gas which 
is now being made available on the At- 
lantic seaboard. In another year or two, 
it will be here in prodigious quantities. 

Make no mistake about it, we have 
our work cut out for us. This is what 
we are paid for. Some metropolitan 
areas in the Middle West have gone 
through it and the oil industry has sur- 
vived. There is no reason why we can- 
not take a leaf out of their book and do: 
as well as and possibly better than they 
were able to do. We have a very for- 
midable competitor who, in some areas, 
will probably be able to do a better job 
than we can, but they have limitations 
which we do not have and we, there- 
fore, must take advantage of every op- 
portunity afforded to us. 

What do we have to offer that gas 
cannot match? 

First: In the course of their expan- 
sion program, they will not be able to 
take on unlimited new customers be- 
cause of the lack of line capacity. You 
should ascertain where these areas are 
and move in there fast with your oil- 
burners, before improved facilities per- 
mit more gas heat to be installed. It is 
an “odds on bet” that once the oilburner 
is in the basement, it will not be sup- 
planted by gas heat. 

Second: It is a well known fact that 
a conversion job using oil is decidedly 
more economical than the conversion 
unit using gas. It is true that the gas 
burner probably costs less to install but 
the first cost is not everything and you 
have a very fine weapon in emphasizing 
the difference in the operating costs be- 
tween the two fuels. 

Third: I would suggest that you look 
at the rural, semi-rural and farm areas. 
Most of the home owners in these areas 
are enjoying a very high prosperity 
cycle. They have the money to install 
automatic heating and you should pro 
vide them with the opportunity to do 
so. If you can sell oilheating with the 
same success that has been achieved in 
selling modernized farm equipment, re 
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Distribution Division Survey 
Pictures Composite Dealer 


A RECENT SURVEY conducted among 
members of the Distribution Division, 
Oil-Heat Institute of America, Inc., 
New York 16, N. Y., presented a com- 
posite picture of an oilheating dealer 
who last year sold 60 power driven oil- 
burners and units and 6 commercial and 
industrial oilburners. Fueloil gallonage 
delivered by this same dealer totaled 
1,800,000 gallons to domestic users and 
an even million gallons to heavy oil 
users. 

On the sales side, 56% of dealers em- 
ploy at least one full time salesman and 
40% employ at least one part time. 
Number of customers served for fueloil 
totaled 1,000 domestic and 50 commer- 


cial-industrial users for the composite , 
dealer, who also serviced 800 domestic: 


oilburners and 35 heavy oilburners, He 
operated 4 oil trucks or trailers and em- 
ployed 4 full time installation and serv 
ice men. £ 

Annual contracts for burner service 
were offered by 55% 6f the dealers sur- 


veyed, and of this amount 31% included 


parts. On their service business, inci- 
dentally, 24% reported they made 
money, 35% operated at a loss and the 
remaining 41% broke even, 
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St. Louis Bureau Corrects 
Deceptive Fueloil Advertising 


REPORTING on the activities of its Fuel 
Division in 1949, the St. Louis Better 
Business Bureau published a report in 
the March 22 edition of its Bulletin, 
containing an account of the case against 
a local fueloil company. The company 
had advertised over the radio and in 
printed literature that purchases of fuel- 
oil from them gained for the customer 
a saving of $2.22 for every 100 gallons 
of oil and a saving totaling as much as 
$40 per year. 

"When queried by a prospective pur- 
chaser—and also by Better Business Bu- 
reau representatives—the fueloil com- 
pany explained it could promise the sav- 
ing because they alone of all St. Louis 
companies did not heat their oil. The 
impression left was that inflated valves 
in fueloil deliveries were created by the 





“Well, | just got the bad news, Charlie! 
I've been ‘promoted and starting next Monday 
I'll have my own private office!” 


fact that fueloil had been heated to a 
high temperature before delivery. 
The Bureau upon investigation 
learned of the customary practice for 
oil companies to heat oil during the win- 
ter months to increase the rapidity of 
flow. Further checking revealed the in- 
formation from the National Bureau of 
Standards supplement to NBS Circular 
C410 that the correction factor for No. 
3 oil is 0.9841 for a temperature rise of 
40 degrees from 60 degrees. Using the 
argument, then, of the fueloil company 
making the claim of $2.22 savings per 
hundred gallons, assuming he delivers 
unheated oil at 30 degrees, while com- 
petitors deliver 100 degree oil, the ac- 
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A General Filter on every oil burner instal- 
lation is one way to insure against fires going 
out due to clogged nozzles. Dirt, due to oxida- 
tion, will gradually accumulate in every tank 
so that the older the installation, the more need 
for a General Filter. Contact your jobber or 
write direct to the factory for additional infor- 


mation on sizes, prices, and discounts. 


GENERAL FILTERS 
INCORPORATED 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO, ONTARIO 
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Deluxe 
Model 2A-300 


Jumbo size for 
large systems 
or_ dirty tanks. 
























Model 2A-700 Model 1A-25 | 
Adequate ca- Ideal for small — 
pacity for aver- homes, space | 
age to large heaters, and | 
size homes. hot water 


heaters. 





12890 WESTWOOD AVENUE © 
DETROIT 23, MICHIGAN © 
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OVER 10 MILLION 


SALES MESSAGES TO HELP YOU SELL 
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To help you build greater sales volume in 1950, a 
national advertising campaign on Silent Glow Oil 
Burners will go to work for you in these four na- 
tional magazines with a total circulation of more 
than 10 million. Take full advantage of this impor- 
tant sales booster. . . GET THE FACTS TODAY. 


EER REE REE EES S| 


To: THE SILENT GLOW OIL BURNER CORP. 
850 Windsor St., Hartford 5, Conn. + 1500 So. Western Ave., Chicago 8, Illinois 


Send us the complete facts about Silent Glow Ofl Burners including prices 
and your money-back guarantee. 


Name _ 
Company 
Street____ 


Cie 











tual savings would amount to 32¢ for 
each hundred gallons. 

Furthermore, oil company executives 
told the Bureau that they could see no 
material advantage by heating fueloils 
because the costs of operation are such 
that no financial gain could be expected 
and that the slight gain or loss in fueloil 
deliveries are not cumulative. Also, be- 
cause the oil cannot be heated to too 
high a temperature for safety reasons, 
in all probability, by the time the oil was 
delivered to a home storage tank, the 
temperature would have dropped. 


A conference with Bureau representa- 
tives and company officials, the Bulletin 
reports, ended with the company prom- 
ising to delete advertising claims that 
cannot be substantiated and agreeing to 
submit future advertising to the Bureau 
before release. 


© 


Howard Cordray has been named 
branch manager, White Motor Co. in 
San Antonio, Texas. He has been with 
the company since 1947 and in 1949 
was made wholesale branch manager. 








MONARCH 


OIL BURNER ACCESSORIES WILL 
IMPROVE YOUR BURNERS 





Monarch 
Combustion 
Head 


The Monarch G-74 
Head embodies an en- 
tirely new approach to 
efficient means for in- 
timately mixing air with 
atomized oil to provide 
a highly efficient controlled 
flame. 


Note these features: 
1. Suitable for capacity sizes 
from .75 GPH to 2.50 GPH. 
2. Simple to install and there 
is no “guess work’ about the 
settings. 

3. Price—Less than the cost of a 
good fuel unit. 


MONARCH OIL NOZZLES 


Most any nozzle will produce some kind of a fire, but—until 

you have tried Monarch Stainless Steel Nozzles (of a 
type with spray characteristics matched to your air 
mixing equipment) you won't know how good they 
really can be. Advise make of burner and 
sketch or accurately describe air mixing 

head and make test YOURSELF with the 


series Monarch Nozzles we recommend. 


















Monarch 
Air Cones 
and 
Stabilizers 


Numerous field tests 
on various well known 
makes of burners have 
proved Monarch equip- 
ment to be superior. 
Pulsation can usually be 
overcome by using special 
stabilizers H-451 with stand- 
ard F-57 cones and F-80-R 


80° nozzles. 


Write for new Circular No. 
51849 on our "Anti-Pulsation" 
equipment. 


Write for Catalog D 


MONARCH MFG. WORKS. INC. 


2503 E. ONTARIO ST. 


PHILADELPHIA 34 


PENNA. 


European Distributor: A. Coutau, Rue de la Scie No. 16, Geneva, Switzerland 
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Indushiy Groups 


Activities of local and national indus- 
try associations are reported monthly in 
this department. Secretaries are invited 
to send reports of their Groups’ activi- 
ties to reach the editor by the 18th. 


OHI Booklet Sells Need 


For Annual Burner Inspection 


AN EIGHT-PAGE BOOKLET, developed by 
the Distribution Div., Oil-Heat Insti- 
tute of America, Inc., New York 16, 
N. Y., is designed for use by dealers to 
promote the need of the summer over- 
haul or annual oilburner inspection. The 


the parable of 


ota" 


@ story 


with a 
ile: | ee 


and 


you 


booklet is of envelope stuffer size and 
may be used as an enclosure with bills 
or letters or as part of a special campaign 
to secure such business. The back cover 
can be imprinted with the dealers name, 
address, telephone number and the price 
of the annual service inspection, or can 
be left blank except for the Distribution 
Division Seal. Prices for 300, the mini- 
mum quantity, including a four-line im- 
print, start at $13.75 and range to 
$39.00 for quantities.of 1,000. Addi- 
tional hundreds then'cost $3.50 each. 
The booklet, to point the moral that 





| continued, trouble-free operation of an 


oilburner should not be taken for 
granted, paraphrases. a. parable. It re’ 
counts how a farmer at first was ex’ 
tremely conscientious about caring for 
his work horse. But, becoming accus 
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Wk Sensationally successful 
Gilbarco Economy Clutch 


IMPROVED for 


increased 
oil burner efficiency 


| 


even greater 
fuel saving 


at no increase in cost! 


Gilbarco engineering has done it again! By the addition of 
special fins to the amazingly efficient Economy Clutch, even 
more spectacular performance is obtained with Gilbarco Oil 
Burners. Operating as a reverse-acting fan, the new finned 
Economy Clutch provides even more air for combustion dur- 
ing those critical starting and stopping periods... thus gives 
cleaner-than-ever, soot-free heat... uses even less fuel! 


ALL GC MODELS ARE EQUIPPED WITH THE NEW, 
FINNED ECONOMY CLUTCH 


Jealers — here’s a new sales point with a real punch! 
A selling feature you can show to customers! 


the 
Learn about GILBARCO’S complete line of Modern Heating Equip- dil 


ment, Valuable territories are open west of the Appalachians. Write Burner 
today for full information. Gilbert & Barker Mfg. Co., with the 


West Springfield, Mass., Economy 
WARM AIR CONDITIONERS— SUSPENDED & SURFACE; BOILER-BURNER UNITS andToronto,Canada  Gluteh 
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tomed to the animal's continued and 
faithful service, he neglected him more 
and more and was shocked noticeably 
when his faithful friend dropped dead. 
“IT just can’t understand it,” he ex- 
claimed, “he never did that before!” 

Neglect of an oilburner, it is pointed 
out, similarly can cause it to do things 
it never did before and even after long 
periods of faithful service, unless cared 
for, it will react as other mechanisms do 
and break down. 

W. O. Spiess, national secretary, Dis- 
tribution Division, OHI, commenting on 


the booklet, says, “We think this book- 
let gives a fresh approach to its routine 
subject. Also, it offers a sound, construc- 
tive basis for action: no mechanism, 
will maintain top performance indefi- 
nitely without some attention. Look this 
piece over and check its seven points, 
(leaking, rusting, thorough cleaning, 
iubricating, adjusting, thermostat condi- 
tioning, overhauling) with the service 
you offer. If they agree, you will want 
to consider ordering a supply.” 

Each of the seven points is briefly 
discussed and the contents of the book- 
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NOZZLE FILTER 


removes final impurities 


PROTECT YOUR CUSTOMERS 
SAVE EXTRA SERVICE CALLS 





Order Your Supply Today or 


METAL SPECIALTY COMPANY 
1050 Czarnecki Street, Eddington, Pa. 


No more call backs for plugged nozzles! 
These new filters for all small capacity 
nozzles eliminate them completely. Fine 
solid particles are filtered out. Result: 


nozzle, clean oil, a_ perfect 


spray pattern and maximum combustion 
efficiency. 


98 sq. in. filter area 


| 
Eddington's $-252 FILTER 
| 
| 


Gives maximum protection against 
oil burner stoppage for more than 


a heating season. 


Write for Literature 





let enlivened by a series of cartoon-type 
illustrations. 


Boston Convention Held 


By Independent Oil Men 


THE 1950 CONVENTION of the Inde- 
pendent Oil Men’s Association of New 
England, Boston 16, Mass., was held on 
May 3 and 4 at the Copley-Plaza Ho- 
tel, Boston. Two films were presented as 
part of the opening session during the 
afternoon of May 3. The first, “Deep 
Horizons,” was furnished by The Texas 
Co. and the second, “Oil for Tomor- 
row,” was made available by the Inter- 
state Oil Compact Commission. The 
evening was occupied by the annual con- 
vention jubilee, featuring Xavier Cugat 
and his complete show. 

Joseph B. Wells, executive director 
of the association, conducted a feature 
forum at the May 4 morning session on 
“The Realistic Side to Gas Competi- 
tion.” The principal speaker was Herb 
Spade, E. Robison, Inc., Hartsdale, N. 
Y., who presented a review of ten years 
of successful competition with gas. 

Nicholas E. Peterson, vice president, 
First National Bank of Boston, spoke at 
the luncheon, discussing “The road 
ahead in the crusade for the preserva- 
tion of private enterprise” and Fred 
Whetton conducted a forum at the 
afternoon session on the subject, “What 
don’t you know about insurance pro- 
tection.” Hugh O. Tompkins, managing 
director, Fuel Merchants Association of 
New Jersey, was featured speaker. 

Walter Hochuli, general sales man- 
ager, The Texas Co., speaking at the 
banquet, which concluded the program, 
told the attending dealers, ““Your Future 
Is In Your Hands.” 


Porter Named Head of 


American Petroleum Institute 


DURING A TWO DAY MEETING, April 3 
and 4, held by the board of directors of 
American Petroleum Institute at Hous 
ton, Texas, Frank M. Porter, Oklahoma 
City, was elected to the presidency. He 
succeeds William R. Boyd, Jr., who re: 
tired last November. 

Among other things accomplished at 
the meeting was approval of the plans 
of the Oil Industry Information Com- 
mittee for 1950. Essential OIIC plans 
and policies were outlined by George 


Freyermuth, Standard Oil Co. (N. J.), 
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MODEL A 


Has ELECTRONIC 
CONTROL, is enclosed 





In the Model A series 
(above) both the 
motor-pump assembly 
and the complete 
transformer assembly 
may be removed from 
the burner in less than 
two minutes. Ease of 
service — and proof of 
advanced engineering 
to show your custom- 
ers. 


= 


PATENTED 


Has Stack Control 


and no cover 


: Model OSA also has 
es quickly demountable 
(Me service units as illus- 
loc j trated here. This mod- 


ern design must be in- 
spected by you in per- 
son to really be appre- 
ciated. It is miles 
ahead of any other 
burner design. 


vertised 





PATENTED 


a) aster MANUFACTURED BY 


Kraft HARVEY - WHIPPLE 


INCORPORATED 


SPRINGFIELD, MASS. 











: COMPLETE LINE OF GAS BOILERS — a 
URNACES is a part pepe 
Master Kraft line 





HARVEY-WHIPPLE, INC., Dept. FO-12 
Springfield, Mass. i 


l Send me details about 1950 Master Kraft line. j 
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committee chairman, and consolidation 
of the program activities with the API 
department of information was dis- 
cussed by H. B. Miller, director of the 


department. 


Wisconsin Dealers Sponsor 
Another Advertising Series 


DURING the month of March members 
of the Wisconsin Oil-Heat Association, 
Inc., Milwaukee 2, Wis., placed con- 
sumer advertisements in the Milwaukee 
Journal on March 7 and 14 and a large 
display advertisement in the Home Show 
editions of both the Journal and Sen- 
tinel. 

The March 7 advertisement, head- 
lined, “I have three good reasons for 
choosing automatic .oil-heat for my 
home,” cited comfort, dependability and 
safety and augmented each with selling 
copy. The March 14 insertion again 
featured the words “automatic oil-heat” 
in the headline and continued with the 
advice that home owners would do well 
to investigate “‘first cost” figures for 
heating installations. “All that glitters 
is not gold,” declares the advertisement, 
and then explains the importance of ul- 








automatic 


pOILRHEAY, 


ELIMINATES 
— “FIRST COST" DANGERS __ 


“All that glitters is not gold”—and first costs are often deceive 
ing. When planning your home heating plant you've got to 
figure not only first costs, but ultimate savings, over a long 
period of years .. . that’s what OIL-HEAT gives you. 





“That so-called lower first-cost” heating plant may not be the 
most economical in the long run and may open the door to 
future anxiety, trouble and expensive operating costs. Don't be 
penny wise and pound foolish — every dollar you inves in 
OIL-HEAT & converted into long-term economy, solid com- 
fort and satpgaction for years to come. 


There are vast differences in automatic heating. Choose OIL. 
HEAT for your home. Millions of home owners have proven 
me 


dability and its saf 





its true economy, di 











For Heating Satisfaction Consult @ Member 
Whe Displays These Emblems 





NOTHING Compares With OIL-HEAT 


tion and reliable, efficient service. They are your 
protection. 








Choose Automatic, Economical 
OIL-HEAT—Consult a Member Today 


WISCONSIN OIL-HEAT ASSOCIATION, INC. 


622 North Water Street © Delv8-6379 © Milwaukee 2. Wisconsin 








“lL HAVE 
HREE GOOD 
REASONS 


FOR CHOOSING 
AUTQMATIC 


A upsilaNt 


FOR MY HOME... 





COMFORT... 
and comfortable while you're away from 
and warm whenever you return, even in the coldest weather. . . and 
no messy drudgery for your wife either, 


It gives you peace of mind to know your family is cory: 
home . . , that it will be snug 


DEPENDABILITY . . . Automatic OIL-HEAT responds immediately when 
you need heat... your fuel supply is always available . . . in YOUR 
OWN tank... to be used as you see fit. You do net give your 
supplier @ permanent monopoly on your fuel supply et HIS 
price. 


SAFETY . . . There is no danger of serious explosions... You can extinguish 
@ flaming torch in a pall of fuel oll. OIL-HEAT dispenses no 
unhealthy, fouling fumes . . . nothing to damage chimneys, walls or 
house furnishings.” 


Nothing Compares With OJL-HEAT! 


For Heating Satisfaction 


Cinsult a Member oa 
Who Displays These Emblems usa Vicon 
are permitted to 


blems . . . your assur- 
ance of proper installa- 


WISCONSIN OIL-HEAT | 2:27“: 
ASSOCIATION, INQ =r" 


622 North Water Street © Daly 8-6379 © Milwaukee 2, Wisconsin 














timate savings over a long period of 
years as balanced against low first costs. 

Both advertisements displayed promi- 
nently the seals of the local dealer group 


and the Distribution Division emblem 
of Oil-Heat Institute of America, and 
identified them as symbols whose use in 
the area is confined to members of the 
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QUICK PROFITS . . . EASY INSTALLATIONS . . . SATISFIED CUSTOMERS 






when you go after 


REPLACEMENTS and CONVERSIONS 


with 


BANKHEAT BURNERS 


Now is the time to replace oil wasting burners with a Bankheat. 
It’s the easiest selling that you can do today ... selling that will 
make you a profit, and a new set of satisfied customers. 


Bankheat Burners have an unequalled reputation for oil-saving 
efficiency. In thousands of homes they are powering boilers, 
boiler burner units and water heaters. For many years in many 
lands they have been building up a record of economical per- 
formance. They’re fully automatic, precision built, easy to 
install, exceptionally dependable. They are today’s best bet for 
dealers who want sales. May we send you the full story? 


There’s an automatic Johnson 
Burner for EVERY heating need. 


S. T. JOHNSON CO. 


Builders of fine Oil Burner Equipment since 1903 


940 Arlington Ave., Oakland 8, Calif. 
401 No. Broad St., Philadelphia 8, Pa. 
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How to find the smartest merchants in town... 


There are merchants in every town who 
stand out. You’ll find imagination in 
their window displays... showmanship 
in their sales promotion . . . persuasive- 
ness in wueir advertising. You'll also find 
they know the value of being represented 
in the ‘yellow pages’ of the telephone 


directory. 


It’s smart business to advertise in the 


‘yellow pages’. It’s an ideal way to guide 


“MERI CAS BUYING Gulbe - el 


For Further Information, Call Your Local Telephone Business Office. 





prospects to your fuel oil business. Nine 
out of ten shoppers use the ‘yellow pages’ 
for buying information. YOUR name, ad- 
dress, telephone number and sales mes- 


sage in this popular buying guide will 


work for you at all hours, every day. 





Get full particulars 
today about this impor- 
tant potential source of 


fuel oil business. 





FOR OVER 60 Yeap. 
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Wisconsin Oil-Heat Association. 

At the end of March the group was 
maintaining fourteen illuminated bill- 
boards and seventeen regular billboards 
in Milwaukee County, in addition to 
nineteen in the Fox River Valley. 


New Jersey Fuel Oil Group 
Completes Two Day Meeting 


THE TWELFTH ANNUAL CONVENTION, 
held by the Fuel Oil Distributors Asso- 
ciation of New Jersey, Newark 2, N. J., 
was held on May 4 and 5 at the Hotel 
Berkeley-Carteret, Asbury Park, N. J. 





The two day gathering commenced with 
a morning meeting on May 4, at which 
the annual reports of the president and 
treasurer were received and a report 
heard from the nominating committee. 
Following election of trustees, the ses- 
sion was addressed by R. H. MacKin- 
ney, MacKinney Oil Co., who spoke on 
the “Problems of a Fueloil Dealer,” and 
L. T. White, Petroleum Advisers, Inc., 
whose talk dealt with “Building Busi- 
ness.” 

A luncheon was followed by a short 
afternoon session, featuring talks by 





MASTER AIR COMPENSATOR : 
No other burner aa 


: olut : 
serviceman abs first adjust- 


e. At 
of the OTS ERFECT goon 
Works regardless Of | —_ 
i nozzle characterises 
‘Means still quieter — a4 
more intense flame. ding 
stallation and service 





CUT-OFF VALVE 
No other burner has this 
k shut-off valve at noz- 


quic 
zie. No oil drooling. 
fouled nozzles. 
No after drip. 
magnetic valves nee 
service. 


MASTER CONTROL 
No other burner has a 
trol operating on clean bs 
instead of corrosive " 
gases. Burner mounted, 
wired and tested at factory. 
No relays. No transformers. 


Less service. 


No 


No costly 
ded. Less 





con- 
air 





*, DEALERS! Exclusive Sales Agencies Available. Write Today! 
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Complete Line—Burners, Boilers, 
Conditioners, Water Heaters 








L. E. Ulrope, vice-president, Esso Stand- 
ard Oil Co., on “The Reseller—An 
Important Cog in the Industry” and 
T. L. Shaffer, Congoleum-Nairn, Inc., 
who discussed an industrial executive's 
opinion on “The General Business Out- 
look.” The day’s activities included also 
the annual dinner, dance and entertain- 
ment, held during the evening in the 
hotel’s Crystal Terrace. 

The Friday, May 5, morning session 
opened with the showing of a film, “To- 
morrow Begins Today,” furnished by 
the American Mineral Spirits Co., and 
included an address by C. E. Lewis, Per- 
fex Corp., on “Burner Markets, Equip- 
ment and Sales Potentials for 1950.” 


“You and the Weather,” a talk by Frank 


Romaine, weatherman of radio station 
WNYJR, Newark, also was on the pro- 
gram. 

“Meeting our New Competitor— 
Gas,” was the subject of an open forum, 
conducted by Robert Gray, editor, 
FuELoIL & Oi HEat, held during the 
afternoon of May 5. Participating were 
John R. Sherwood, president, Sherwood 
Bros., Baltimore; J. J. Mulvey, manager, 
Fueloil Dept., Atlantic Refining Co., 
Philadelphia and Joseph Collins, gen- 
eral manager, Fueloil and Oilheating 
Div., Frontier Oil & Refining Co., Buf- 
falo. Talks by these men were followed 
by a question and answer period. 

During both days, exhibits of fifteen 
equipment displayed 
products designed for oil handling and 
delivery. 


manufacturers 


ESPA Annual Convention 
In New York On May 15-16 


THE 1950 ANNUAL CONVENTION and 
trade exhibit of the Empire State Pe- 
troleum Association, New York 17, N. 
Y., is to be held on May 15 and 16 at 
the Hotel Roosevelt, New York. Harry 
B. Hilts, secretary, in announcing the 
convention’s tentative, program, pointed 
to industry problems, saying, “The ad- 
vent of natural gas in unrestricted quan’ 
tities as a home heating fuel; the matter 
of import restrictions; the flood of anti- 
trust actions against members of our in 
dustry and the trend of legislation in 
Washington toward government regu’ 
lation and control of the petroleum in- 
dustry—are all matters of vital impor 
tance. It is our intention,” he continued, 
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No. HC-95-E 
Gas Counter- 
flow Unit, for 
Slab Floor, 
Perimeter 
Heating. 





Interior View of 

Counterflow Unit 

with Gas Burner 
installed. 







THE 










Especially for 


at-Xeohilate 


_ Installations | 


Luxaire Counterflow units are designed for PERIME- 
TER heating systems in the thousands of ranch type 
and basementless homes for which builders and archi- 
tects want the heat pipes imbedded in concrete floor 


slabs. 


Luxaire Counterflow Units are made to order also, 
for installations where the heat pipes are located in 
the crawl space under the slab floor. 


With the Luxaire Counterflow Unit, which comes 
assembled ready for the installation of the burner, you 
can offer builders and architects who want the warm 
floors that are obtained with Perimeter heating their 
choice of gas or oil heating, for Luxaire burns either 
fuel with equal efficiency. 


Be ready to supply the growing demand for Perimeter 
heating by getting literature and prices on this Count- 
erflow Unit from your nearby Luxaire jobber. 
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COUNTERFLOW UNITS 


for GAS... for OIL 








No. VHC-75-E 
Oil Counter- 
flow Unit, for 
Slab Floor, 
Perimeter 
Heating. 
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Diagram of Counterflow Unit in 
building with Concrete Slab Floor. 


C. A. OLSEN MANUFACTURING COMPANY ° © enyria, onto 
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HEATING & AIR CONDITIONING UNITS 
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“to plan our program around these and 
other topics important to our member- 
ship.” 

Paul G. Blazer, chairman, Ashland 
Oil & Refining Co., Ashland, Ky., will 
be guest speaker. His company recently 
entered the New York state market by 
acquiring Frontier Oil & Refining prop- 
erties in Buffalo. 

Featured also is a symposium on nat- 
ural gas at 1:00 P.M., May 15. Harry 
B. Hilts, ESPA secretary, will be mod- 
erator and on the panel will be: Dr. 
Courtney Brown, Standard Oil Co. (N. 


J.) economist, who will discuss ‘““Com- 
petition in Natural Gas Supply Areas” 
and H. B. VanCleve, president Mari- 
time Petroleum Corp., “Competitive 
Factors in the East.’ Other members of 
the panel are: Kirk B. Shivell, head of 
his own advertising agency, reviewing 
advertising and promotion policies 
needed; Herbert Spade, Robison, Inc., 
on standards and practices in the oil- 
heating field and Dean Frank W. 
Thomas, Walter Hervey Junior College, 
on sales training and the new home 
market. 








“—Our heating costs have been appreci- 
ably reduced in comparison with previous 
coal operations in our 24-apartment 
building—total yearly savings $1,077.25. 
On the basis of such savings, we have 
installed a total of six Hev-E-Oil burners 
and are obtaining a worthwhile fuel sav- 
ing in all of them. We are quite pleased 
with the freedom from mechanical break- 
downs of these units.” 


“very pleased with the performance 
and economy, as well as quietness in oper- 
ation—operating cost of oil burner is 
$145 for twelve months heating the 
building and domestic hot water—pre- 








FUEL COSTS GREATLY REDUCED 


.--SAY OWNERS 


Show Cost-Conscious Commercial and Industrial 
Oil Burner Users How to Gut Costs 
With an Economically Operating 


Cleaver-Brooks 


HEV-E-OIL BURNER 
USING LOW-COST NO. 5 OIL 


Quick sales and profits are yours when you offer your customers and prospects a 
chance to cut operating costs using low-cost, high heat value No. 5 fuel oil. 


The economically operating Cleaver-Brooks Hev-E-Oil Burner efficiently using low- 
cost No. 5 oil, assures substantial savings to hundreds of commercial and industrial 
oil-burner users in stores, factories, green houses, apartments, small laundries, cleaners, 
dyers, pressers, and processing establishments of all kinds. 


Write today—for complete dealer and 


363 E. Keefe Ave., Milwaukee 12, Wis. 


vious expense coal firing by hand was 

$165 for heating the building only.” 
* 

“very much impressed with your 50 

per cent saving by burning No. 5 fuel 


oil — previous oil burner installation 
burned a standard No. 3 oil.” 
* 


“have had very good satisfaction— 
the upkeep expense almost negligible— 
heartily recommend this burner.” 
* 

“The burner has worked perfectly and 
quietly—we have enjoyed the most eco- 
nomical heating season I have experi- 
enced in this building.” 


distributor information. 


CLEAVER-BROOKS COMPANY 
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Following a luncheon on May 16, 
Baird W. Markham, director, American 
Petroleum Industries Committee, is to 
discuss legislative activities as they af- 
fect the petroleum industry. 

At a membership meeting, 9:30 
A.M., May 16, Arthur J. White, re- 
gional director, U. S. Department of 
Labor and A. E. Lammens, general serv- 
ice supervisor, Metropolitan Group 
Field Service, are scheduled as speak- 
ers. Melvin O. Hickman, ESPA presi- 
dent, will preside at the meeting, dur- 
ing which directors are to be elected. 

A demonstration by the Ethyl Corp., 
called “Fire Power,” on May 16 and a 
“Night with the Suppliers” floor show 
on May 15, also are on the program. 

This is to be the only convention held 
by the organization this year, with all 
indications of a representative group of 
manufacturers and distributors reserv- 
ing exhibit space for equipment displays. 


Washington Dealers 
Hold Annual Meeting 


| A LUNCHEON on April 20, held by the 


Oil-Heat Institute of Greater Washing- 


_ ton, Washington 5, D. C., preceded the 


/ annual meeting of the organization. 


A. Graham Shields, managing direc- 


_ tor, presented his annual report on the 


status and activities of the Institute, 
along with a report on the progress of 


_ the public relations and advertising pro- 


gram. This has been accepted and under- 
written by the membership. 
Other reports were rendered by the 


| chairman of the board of directors and 


the treasurer. Election of three members 


| to the board of directors for three year 
| terms was held, to replace a like number 


| whose present terms expire this month. 


| Warm Air Manuals Now 


Available In One Volume 


THE “WARM AIR HEATING LIBRARY,” 
available from the National Warm Air 
Heating and Air Conditioning Associa- 
tion, Cleveland 14, Ohio, contains in a 
single volume all Association Manuals, 
copies of the worksheets to be used with 
them and samples of the promotional 


| material prepared by the Association. 


Also included are articles on warm air 


| heating problems and applications. 


President Clarence J. Franke, Ameri 
can Furnace Co., described the Library 


ee 


| as“... an ideal way to get the latest 
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Each piece of the chamber is packaged 
in an individual cell to insure safe, 
unbroken arrival: 


There’s An A. P. Green Com- 
bustion Chamber to Meet 
Every Oil Burner Requirement 


Streamlined Combustion Chamber: 


Rectangular heavy firebrick cham- 
ber. Comes in all sizes. 


Perfecto Combustion Chamber= 

Economical. A heavy firebrick 

chamber of circular design. Also 
available in all sizes. 


4. D. Green 
REFRACTORY 
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SERVE THE WORLDS INDUSTRIES 
Jaara, 





Our 40th Year erving 
the World’s Industries 
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Short On-Off Firing Cycle Burners 


i. new A. P. Green IFB* Combustion Chamber has been désigned 
for ease of installation, exceptionally fast heating and complete 
combustion. It comes to you in a special cardboard container con- 
sisting of two inner cartons containing all the component parts, 
including a 5-lb. can of high temperature Mortar. Everything you 
need for a customer-satisfying installation is included. The front tile 
is in 2 pieces with the burner opening already cut. You don't have 
to perform this delicate, time-consuming operation on the job. 

This A. P. Green IFB* Combustion Chamber has been specially 
designed to meet the exacting requirements of small gallon-per-hour 
ranges where there is a short on-off firing cycle. It is available in 
four standard sizes — 1.00, 1.35, 1.50 and 2.00 gallon-per-hour 
capacities. 

An A. P. Green distributor located near you will give prompt 
delivery and personal attention. You'll find him listed in the yellow 
pages of your telephone directory, or write direct for more infor- 


mation. 


*Insulating Firebrick 


GREEN FIRE BRICK COMPANY 


MEXICO, MISSOURI, U. S. A. 
In Canada: 
A. P. GREEN FIRE BRICK CO., LTD. 
Torento, Ontario 


IN THE PRINCIPAL CITIES OF THE WORLD 


DISTRIBUTORS 


E> 


Customer Satisfaction On Low Gallonage, 
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revisions of ‘all the manuals and work- 
sheets. . . all enclosed in a gold-stamped, 
plastic binder for quick and easy ref- 
erence.” 

Copies are obtainable from the Asso- 
ciation for $8.00 each. . 

The ten manuals and their corre- 
sponding worksheets are the results of 
more than thirty-one years of continu- 
ous research activities, conducted in co- 
operation with the University of Illi- 
nois. The manuals were prepared for use 
as reference books by warm air heating 
contractors and service men, but are 
equally suitable for home and vocational 


school study or dealer training pro- 
grams. 

Manuals 1 through 9, including 7A, 
contain information and precalculated 
tables for designing, installing and serv- 
icing systems, ranging from the simplest 
type of warm air gravity heating up 
through winter air conditioning systems 
for larger size institutional, commercial 
and industrial structures. 


Baltimore OHI Continues 
Oilheat Advertising 


THE APRIL 17 Baltimore News-Post car- 
ried another in a series of newspaper 
advertisements sponsored by the Oil 
Heat Association of Maryland, Inc., 
Baltimore, Md. Addressed to purchasers 
of new homes, individual home builders 
and consumers in need of a new heating 
system, the advertisement cited four 
reasons “why you should insist on oil 
heat.” 

The two column, 18” high insertion 
pointed out that oil heat is safe, auto- 
matic and clean and costs much less than 
natural gas. To illustrate the last state- 
ment, there was reproduced a table 
showing annual cost of oil and gas fuel 


required to provide an equal amount of 
heat in five houses. Oil consumption as- 
sumed for the houses ranged from 600 
to 1,400 gals. annually. The cost of oil 
computed at 10.8¢ per gallon totaled 
$64.80 for the smallest house and 
$151.20 for the largest. Comparative 
costs using gas, figured at 11.7¢ per 
hundred feet, the rate approved by the 
Public Service Commission, began at 
$97.71 for the smallest house and would 
cost $228.00 for the largest. Savings 
using oil totaled $32.91, $43.88, $54.86, 
$65.82 and $76.80 for each of the five 
houses. 

The seal of the Distribution Division, 
Oil-Heat Institute of America, of which 
the Baltimore group is a chapter was 
reproduced in the advertisement, with 
interested customers urged to contact 
any fueloil supplier or oilburner dealer 
for further information. 


I-B-R Fourth Short Course 
‘To Be Held June 13 to 16 


THE PROGRAM for the fourth I-B-R Short 
Course on steam and hot water heating 
has been formulated, according to R. E. 
Ferry, general manager, Institute of 








NOW! Two World-Famous Bethlehem Products __ 
BETHLEHEM BOILER and CRUSADER BURNER 
in a Completely Automatic Package Unit! 


“The Bélledechem 
Crusade-a-therm 


with the C-liminator 
electrical delay switch that 






COMPLETELY ELIMINATES SMOKE! 


Recognizing the need for a low-priced but highly efficient 
completely automatic ‘‘package’’ unit for the average size 
home, the Bethlehem Foundry & Machine Company combined 
two of its world-famous products—the Bethlehem Boiler and 
the Crusader Burner . . the result being the beautiful, 
compact and economical Crusade-a-therm! The C-liminator, 
an ingenious device by Bethlehem engineers, is standard equip- 
ment on the Bethlehem Crusade-a-therm. It is an electrical 
delay switch that completely eliminates smoke on start. This, 
plus the electrical solenoid valve, which eliminates smoky shut 
downs and after-dripping causing fumes and vapors, guarantees 
trouble-free performance. No parts to wear out. 


SETTING AMAZING 
SALES RECORDS! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


PENNSYLVANIA 





A few Bethlehem 
territory Franchises are still available. 


Crusade-a-the: 
Wire 


exclusive 


write immediately for full information. 
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Boiler and Radiator Manufacturers, 
New York, joint sponsors of the course 
with the University of Illinois. The 
course is to be held at the University, 
Champaign, IIl., June 13 to 16 and will 
include a program for new students who 
have not attended any of the previous 
courses and a second agenda for former 
students who desire more advanced 
work. 

Requests for information on Short 
Course No. 4 are to be addressed to 
R. K. Newton, Supervisor of Engineer- 
ing Extension, Division of University 
Extension, Room 205, Arcade Bldg., 


University of Illinois, Champaign-Ur- | 


bana, Ill. Reservations for the course are 


to be made in the order in which they | 


are received. 
The program for new students will 
include such classroom problems as de- 


signing a one-pipe forced circulation hot | 
water heating system, one-pipe steam | 
heating system, conventional baseboard | 


heating system and a series loop base- 
board heating system. The program for 
former students will include such prob- 
lems as the design of heating units for 
multiple housing units, the design and 
controls of various school heating sys- 
tems. 

Lecture topics, common to both pro- 
grams, will cover the subjects of heat 
loss calculations, piping layouts and con- 
trols for hot water and steam heating 
systems, indirect heating of domestic hot 
water, boiler and radiant baseboard se- 
lection and performance and a discus- 
sion of panel heating system installation 
and performance. 


New Jersey Fuel Oil 
Distributors Move Offices 


EFFECTIVE May 1, the offices of the Fuel | 
Oil Distributors Association of New | 


Jersey was relocated in Room 229, In- 
dustrial Building, 1060 Broad St., New- 
ark 2,N. J. 


Snow Melting Discussed 


At Massachusetts Meeting | 


THE APRIL 11 meeting of the Massachu- 


setts Oil Heating Association, Inc., 
Watertown 72, Mass., was held at the 
Lafayette Hotel, Boston. 


whose talk was on the subject of “Snow 
melting with radiant heat.” 


Featured | 
speaker on the program was Arthur P. | 
Grimm, field engineer, A. M. Byers Co., | 


The meeting, preceded by the usual 
dinner, also heard a report from Fred 
N. Beckwith, honorary secretary-treas- 
urer, On current industry events. 


API Marketing Division 
Meets At Kansas City 


APRIL 24 and 25 were the dates of the 
midyear meeting of the Division of Mar- 
keting, American Petroleum Institute, 
New York 20, N. Y. Held at the 
Muehlebach Hotel, the sessions were de- 
voted to discussions of current problems 
affecting marketing. 


A talk on “Supplier-Jobber Rela- 
tions” by John L. Bero, Bero Oil Co., 
Duluth, and chairman, National Oil 
Jobbers’ Council led off the general ses- 
sion held the afternoon of April 24. A 
business meeting of the Lubrication 
Committee occupied the morning. 

On April 25, J. Howard Marshall, 
president, Ashland Oil and Refining 
Co., and API vice president for market- 
ing, presided at a Marketing Division 
business meeting. Included on the 
agenda were B. L. Majewski, Deep Rock 
Oil Corp., “Service Program for Mar- 





Non-Contaminating 
Thermosyphon 
APPROVED 


N.Y.C. Board of 
Standards & Appeals 


V0 








Safe and dependable 
Precision Engineered 
Below water line usage 
High rate of circulation 
Rugged construction 
Conservatively rated 
Priced right 


Jupe SS 
STANDARD 





Safe, dependable YULA Fuel Oil Heaters are standard 
equipment with leading oil burner manufacturers and install- 
ers everywhere. Precision built to give practical amount of 
preheat to fuel oil and assure top combustion efficiency. It 
is a recognized fact that YULA gives better performance 
than any other heater. For steady, profitable sales and sat- 


WATER HEATERS, INC. 


166 WEST 225 ST. * NEW YORK 63 





isfied customers — stock YULA Fuel Oil Heaters! 









166 West 225th Street 
- New York 63, N. Y. 


| Gentlemen: 





Send me your detailed Catalog. 





Name 


Address 
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Don't Guess... 


WEBSTER 
ELECTRIC 
Two Stage 
Fuel Units 


Years of Manufacturing Experience 
Result in Quality... 


tela -MeolaleMiela-Mal-tolilelem-tolll] olul-talmel-tol (1 Mela-Mi-telaallale Parola) 
year, that specifying Webster Electric Fuel Units has a direct 
eX-tol alate Molale oleolilcMelsloMea’ltiolul-lam tol il ticle flolaMmm lalelt-MEel-fel(-1e 
have learned through experience that Webster Electric fuel 
Vistiewmela-mme (Cll -lamavislaliale pane [ha-mm celal icelslam ola-st10¢-Melale Mm icele] ol (os 
free performance. Service calls and complaints are held to a 


Ae Mela eMele-Mlali-ieaalelalel-te]o)(-MelsloM lel Sas oMTiiell M 


These facts combine to build dealer profits... that's why it 
pays to specify quality when you buy. Ask for Webster Electric 
tuel units on the next equipment you order. 


WEBSTER] 


WEBSTER W ELECTRIC 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 











keters”; E. J. McClanahan, Standard 
Oil Co. of California, chairman of a dis- 
cussion period on “Efficient Use of Man- 
power in the Handling and Delivery of 
Petroleum Products”; Harry J. Ken- 
nedy, Continental Oil Co., chairman of 
a discussion period on “Inventory Con- 
trol—Liquid Product Conservation” 
and W. F. Schierholz, Fuel Oil Co. of 
St. Louis, supervising a conference on 
Marketing Accounting. A floor discus- 
sion of timely subjects completed the 
program. 


IOMA Opposes Oil 


Import Restrictions 


A RESOLUTION adopted on March 23 by 
the board of directors and the Advisory 
Board, Independent Oil Men’s Associa- 
tion of New England, Inc., Boston 16, 
Mass., put the group on record as “be- 
ing in opposition to any restrictions on 
or reductions” in imports of petroleum 
and petroleum products and “opposed 
to any increase in tariff rates or the 
adoption of any quota system.” 

Joseph B. Wells, executive director, 
wrote to each New England Senator 
and Representative on April 6, trans- 
mitted a copy of the resolution and en- 
closed a resume discussing the situation. 

The letter to the Congressmen ex- 
pressed the belief that agitation for the 
restrictions was being promoted by in- 
dependent producing segments in the oil 
industry and strongly supported by the 
bituminous coal industry. Referring to 
residual oils alone, the letter declared 
the proposed tariff increase would penal- 
ize New England industrial users fifty 
million dollars a year and any restric’ 
tions on imports would precipitate a seri 
ous supply situation. In addition, in- 
creased tariff and reduction of crude oil 
imports would be disadvantageous to 
“more than 800,000 New England do’ 
mestic users of #2 fueloil for home 
heating,” concluded the letter. 


© 


A. F. Fenner, vice president, Mack 
International Motor Truck Corp., has 
been named general sales manager, with 
headquarters in Chicago. He will direct 
all company sales and service activities 
in the Central, Southwestern and Pa- 
cific Coast Divisions and in Mexico. 
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Russel Named President 
Of Kewanee Boiler Corp. 


AT A MEETING of the board of directors, 
Kewanee Boiler Corp., Kewanee, IIl., 
held in New York City on April 24, 
W. B. Russell was elected president, to 
fill the vacancy caused by the death of 
R. B. Dickson on April 9. Mr. Russell 
also was elected a director of the cor- 
poration. 

Mr. Russell joined Kewanee in 1933 
as Time Study Engineer, after having 
been associated with Heggie-Simplex 
Boiler Co., where he had advanced to 


‘the position of assistant to the president. 


In 1934 he moved into Kewanee’s sales 
department and in 1938 became assist- 
ant to the president. In February of 
1945 he was elected vice president. 


Sid Harvey To Hold Open 


House, Trouble Shooting School 


THE SIXTH ANNUAL Open House and 
Trouble Shooting School, held by Sid 
Harvey, Inc., Valley Stream, N. Y., has 
been announced for dealers, servicemen 
and jobbers in oilburner parts. They are 
invited to spend a day at Sid Harvey’s 
plant during the month of June for a 
guided tour of the plant to see demon- 
strations of oilburner service problems 
and their solutions in the various depart- 
ments of the rebuilding factory. 

A special feature this year will be a 
demonstration of the Harvey relay 
analyzer, an instrument that gives a 
visual picture of the functions of all 
types of combustion relays. 

Visitors to the Open House will be 
guests of Sid Harvey, Inc. for lunch. 
Reservations are required. 


Nu-Way Annual Sales Meeting 
Held At Rock Island Factory 


THE ANNUAL SALES MEETING of the Nu- 
Way Corp. was held on March 20 and 
21 at its Rock Island, Ill. factory. O. K. 
Gipple, sales manager, conducted the 
meeting, which was attended by com- 
pany representatives from all over the 
United States. 

Features of the meeting included 
presentation of Nu-Way’s sales and ad- 











Specify Quality 


| Jv 


WEBSTER 
ELECTRIC 
Transformers 


Quality Products Dealers Can Depend On ».. 


Among the men who sell and install oil heating equipment 
Webster Electric Ignition Transformers have earned an en- 
viable reputation for service. Consistently, year in and year 
out, their trouble-free operation has placed them in a posi- 
tion of favor with dealers who realize the importance of 
customer satisfaction. 

This dependability, plus the adaptability of Webster Electric 
Ignition Transformers to any oi! burner installation, means fewer 


complaints, fewer service calls .. . and more profits for you. 


Don't guess about quality ...do as many others have done 


... specify Webster Electric. 


ferssteal 


WEBSTER W ELECTRIC 


Where Quality is a Responsibility and Fair Dealing an Obligation” 








vertising plans for the spring and fall 
season, along with demonstrations of 
tests made on new equipment in the 
company laboratory. H. E. Doyle, plant 
manager, presented instructions on 
servicing Nu-Way oilburners. 


Maritime Petroleum 


Occupies New Offices 


ON APRIL 3 Maritime Petroleum Corp. 
announced removal of its offices to 488 


Madison Ave., New York 22, N. Y. 


Student Engineers Complete 


National Radiator Training 
NEARLY A YEAR AGO 350 applications 


were received at National Radiator Co., 
Johnstown, Pa., from student heating 
engineers who desired to be trained as 
territorial sales 
twenty selected from this group com- 
pleted a coordinated training program 
on March 20, were awarded diplomas 
and left for assignment in the branch 
sales offices of the company. 

Five days a week for five weeks they 
had received a comprehensive course of 
training in basic heating engineering, 
with company personnel lecturing on 


representatives. The 


INSTALL 
OIL BURNER 






An extensive outdoor advertising, conducted by the Gulf Oil Corp. in 101 
market areas, reminds home owners that Spring is the best season to install oil- 
burners. For the campaign, Gulf is using 640 24-sheet posters, 858 3-sheet posters 
and 340 1-sheet posters. The advertisement, reproduced above, depicts Benjamin 
Franklin, with the copy theme: “A wise man looks ahead—Install oilburner now.” 


heating equipment, testing and rating, 
problems encountered in burning vari- 
cus fuels and calculation of heat losses. 
Field trips took the group to National 
Radiator plants where production super- 
visors offered first-hand instruction in 
manufacturing procedures. 

In addition, representatives of heat- 
ing accessory manufacturers contributed 
to the training course, which was super- 
vised by V. W. Blackney, a veteran of 


more than thirty years in the heating 
industry. 

Carroll M. Baumgardner, vice presi- 
dent for sales, explaining the basic goal 
of the course as a means of strengthen- 
ing and expanding the company’s sales 
organization, revealed that the gradu- 
ates after further training with veteran 
salesmen working out of branch office 
would be assigned sales territories of 
their own. 





OILUX + HYDROLUX=MORE PROFIT 
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Conditioner 


OILUX COMPAN 


EACH INSTALLATION SELLS ANOTHER 


You’ll get more “‘easy”’ sales with this all- 
season line of water and heating equip- 
ment. You’ll get more competitive bid jobs 
with full profit because Oilux Company prices & 
are lowest in history. Your customers will be 
happier with Oilux quality backed by adver- e 
tised factory warranty ... 
AFTER installation.”? There’s more PROFIT 
with the Oilux Line. Write for details. 

1950 National Magazine Advertising, Newspaper 


Advertising Service and Display Materials Help 
You Get more Oilux-Hydrolux Business, 





*ouaranteed 







2200 DWENGER AVENUE 
FORT WAYNE 4, INDIANA 










Oil Burners 


Oil Hi-Boys 


Winter 
Conditioners 





IN ALL SIZES 











Write for Catalogs 
and Price List 
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U.S. Radiator Holds Conference, 

Issues Baseboard Heating Book 
A GENERAL SALES CONFERENCE was held 
at the home office by United States Radi- 
ator Corp., Detroit 26, Mich., during 
March. It was attended by the entire 
field force of branch managers and sales- 
men. Slogan of the conference was “In 
Front In Fifty.” New products were 
introduced and Wesley J. Peoples, chair- 
man of the board and president, ex- 
plained the company’s “Three Year 
Plan,” which encompasses, among other 
points, a broad expansion of sales pro- 


The New 
MIRROR 
FINISH 


STEINEN 
NOZZLE 


Assures Better 
Burner Performance 


1. Mirror finish causes heat deflection 
and prevents carbon collection. 

2. Micro-atomized spray for intensified 
heat. 

3. Uniform shutoff. 

4. Nozzles are interchangeable for dif- 
ferent types of burners. 

5. Each nozzle individually tested to 
assure accuracy of rated capacity. 

6. Made in hollow and solid spray types. 


motion and advertising. 


The booklet on Baseboard Heating, 
which the company offers without 
charge to those who request it, uses a 
considerable number of photographs 
and diagrams to illustrate construction 
and operating features and characteris- 
tics. A series of photographs show manu- 
facturing processes, followed by more 
pictures to portray installation proce- 
dures. Several pages of copy and draw- 
ings explain the principles of radiant 
and convected heat, particularly explain- 
ing the fact that the average person is 


i 








STEINEN NOZZLE 
AND TOOL KIT 


A real "must" for every installation and 
service man. Heavy steel box contains a 
metal tray that holds 22 nozzles in plastic 
containers, 3 adapters, a vial of additional 
strainers and one of cleaning sticks. Tool 





compartment equipped with one '/4"" MPT 
pressure gage with '/g" adapter, one offset | 
wrench, 54" and 34"; one screw driver, one | 
nozzle brush, one nozzle jig. Kits can also 
be supplied with any combination of above | 
items. 





Metal stampings of all kinds such as | 
air bands, air shutters, etc. made to 
your specifications. 
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WILLIAM STEINEN ME&G. CO. 


43 Bruen Street @ Newark 5, N. J. | 


comfortable when the sum of the aver- 
age air temperature and the mean radi- 
ant temperature—the average tempera- 
ture of walls and objects—totals 142. 
Hence, a feeling of comfort can be ex- 
perienced at 59° F., if the mean radiant 
temperature is 85° F. 

Diagrams to illustrate how the U. S. 
radiant baseboard conforms to this prin- 
ciple are reproduced, along with capac- 
ity and dimensional charts, calculating 
forms and information on accessories 
and fittings. 


Michel Offers Vacuum 


Cleaner Rebuilding Service 


A BOILER AND FURNACE vacuum cleaner 
rebuilding service is offered by R. E. 
Michel Co. at its Baltimore main office 
and branches in Washington 2, D. C. 
and Richmond 20, Wa* The service is 
designed to put worn and broken vac- 
uum cleaners in mechanically perfect 
shape, including repainting. 

Minor repair charges begin at $14; 
major repair charges range from $30 to 
$45. Minor repairs include new bear- 
ings and brushes, turning down and un- 
der cutting commutator or any other 
motor part that needs replacing, except 
the armature or field. Major repairs in- 
clude replacement of the armature or 
field and any other required parts. All 
work is guaranteed for a period of one 
year. 


Webster Electric Anniversary 


Has Old-Fashioned Theme 


CELEBRATION of the fortieth anniversary 
of Webster Electric Co., Racine, Wis., 
was highlighted by the theme “Life Be- 
gins at 40 in °50.” To carry out the 
theme, meetings and gatherings were 
conducted in a kerosene lamp lighted 
schoolroom, complete with pot-bellied 
stove, water pail and dipper. 

Webster sales representatives in the 


| guise of students were delivered to the 


schoolroom in horse-drawn hansoms to 


| attend “classes” conducted by personnel 
_ from the sales department, who were 
| attired in 1909 dress with sideburns and 


handlebar mustaches. 


Minneapolis Publishes Catalog 
On Industrial Control Devices 


CATALOG 8303, published by Minneap 


| olis Honeywell Regulator Co., Indu: 


| trial Div., Philadelphia 44, Pa., covers 
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%& Hardened Steel Shaft, precision 
ground 


%& Water Seal—Hardened stainless 
steel face to carbon 
%& Extra-long, OILITE, oil-impregnated 


Bronze Bearings 
%& Flexible Neoprene Coupling 
* je 1/6 hp Westinghouse or equivalent Motor 


These quality components, together 
with GLOBE precision engineering, 
make the quiet, rugged GLOBE 
Hot Water Circulator the most out- 
standing circulator buy in its class. 





Manufacturers of 
Low Water Cut-Offs 
and Controls 
for a Quarter Century 


a 





Send for Catalog 


GLOBE CONTROLS CO. 


81 WARREN STREET, NEWARK 2, N. J. 
EXCLUSIVE TERRITORIES AVAILABLE 











WATERFILM 
BOILERS 


In this tube only a %4” 
film of water has to boil te 
preduce steam —thus heat starts 
rising long before the main body 
of water in the tank is even warm! 
@ Patented Construction 
@ Quick-Steaming 
@ Retards Accumu- 
lation of Soot 
@ Economical 
@ Rugged Construction 


@ Easily Replaced 





Only WATERFILM gives 

your customers the ex- 

ceptiongl quick-heating, efficient 
performance made possible by its unique 
patented features. WATERFILM saves fuel— 
saves money — gives uniform warmth and 
comfort to all parts of the building. Supplies 
lots of domestic hot water. 


Attractively jacketed, in models and sizes for small 
homes, apartment houses and industrial plants. For 
the large installations, the Sectional Boiler can be 
taken through a 2-ft. door. 


500-17,850 E. D. R. 


Write for free literature and newspaper mat service. 


NATIONALLY ADVERTISED 


WATERFILM BOILERS, Inc. 


A Division of L. O. Koven & Bro., Inc. 
154 Ogden Ave., Jersey City 7, N. J. 


VEN ROOM TEMPERATURE THRO yGHout THE HOP 


FOR AUTOMATIC FIRING WITH 
OIL, STOKER OR GAS 








“Industrial Control Devices” for tem- 
perature, flow, pressure, liquid level and 
humidity regulation. The 64-page cata- 
log presents more than one hundred 
models of non-indicating electric, elec- 
tronic and pneumatic controllers. 

A number of additions to the previous 
line are introduced, including electronic 
temperature controllers, self-contained 
electric temperature controllers and 
pneumatic insertion type temperature 
controllers, magnetic starters and con- 
tactors, heavy-duty pneumatic position- 
ing motors, pneumatic automatic reset 
relays and electric stop controllers. 


Timken Holds Annual Meeting 
For Field Representatives 


THE FIELD service representatives of the 
Timken Silent Automatic Div., Timken 
Detroit-Axle Co., Jackson, Mich., gath- 
ered during February for their annual 
meeting at the general offices. All phases 
of installation of Timken heating equip- 
ment were discussed. 

The meeting, conducted under the 
supervision of C, F. O'Malley, general 
service manager, was addressed by Gen- 


j 





Field service representatives for Timken Silent Automatic at their annual meet- 

ing. Shown, left to right, front row are: Kenneth Hall and Floyd Fries, central 

states; C. F. O'Malley, general service manager; J. V. Bailey, New York state; 

David Warfield, middle and southern Atlantic states. Back row: D. K. Taggart, 

service department; H. F. Yauger, northwestern central states; R. G. Duncan, 

Atlantic states; E. R. Kennedy, New England states; L. A. West, service school 
instructor and J. W. Cole, north central states. 


Chief Engineer E. H. Haugen and others 
of the factory staff. 


eral Manager T. A. Crawford, Assistant 
General Manager Charles A. Cooper, 
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Nozzle Boxes 


THE NEW METAL NOZZLE 
BOX WILL HOLD 50 NOZ- 
ZLES (ADAPTERS CAN BE 
SUBSTITUTED FOR SOME 
OF THE NOZZLE CON- 
TAINERS }). 


SIZE: 104, x 744 x 24% 








Hage Produets - 1281 Springfield Ave., Irvington 11, N. J. 
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Toridheet Distributor 
In Chicago Area Named 


APPOINTMENT of a newly-formed com- 
pany, Chicago Fuel Economy Corp., 
Chicago 22, Ill., to act as distributor for 
Toridheet products has been announced 
by R. J. Lucas, general manager, Torid- 
heet Div., Cleveland Steel Products 
Corp., Cleveland 2, Ohio. The firm will 
operate in the counties of McHenry, 
Lake, DeKalb, Kane, Cook, DuPage, 
Kendall and Will. 


Heading this new organization are 
two men with excellent experience in 
oil heat and rotary wall flame burners, 
Arthur E. Munday, president and John 
W. Hand, vice-president and general 
manager. Mr. Munday, who has had 
twenty-three years of oil heat selling, 
first was associated with the industry in 
1927, during the early days of the old 
Silent Automatic Co. 

Mr. Hand was brought into the oil 
heat industry by Mr. Munday in 1937. 
Under his tutelage and guidance, he 
rapidly advanced to become one of the 





> patna F a the Chi Top officials of new Toridheet distributing organization, Chicago Fuel Economy 
top oi! neat sales producers in the “nl Corp., are Arthur E. Munday, president (left) and John W. Hand, vice presi- 
cago area. dent and general manager. 
























A filter for every Oil Burner Service 


SPARKLER FUEL OIL FILTER 


THREE SIZES OB-2 OB-4 OB-8 
You get 


* A nice profit item 
% Easily stocked refill element. One type 
filter disc used on all filter sizes. 
% Reduction in service calls due to clogged 
nozzle screens. 
% Customer satisfaction — no burner trouble 
when filling of tanks stirs up sediment. 





The positive seal prevents by-passing of unfiltered 
oil, this eliminates trouble due to clogged nozzle 
screens. All oil that reaches the burner is filtered 
through the rayon element that removes minute 
particles down to .002 and any water in the oil. This 
is particularly important with small size burners 
used in the average home. 


Three sizes—OB-2 for average home size burners. 
OB-4 for larger burners or unusually dirty tanks. 
OB-8 has four times the capacity of OB-2. 


Onder from your jobber 


SPARKLER MANUFACTURING CO., Mundelein, Ill. 


Makers of industrial filters for the Food, Chemical, and Oil Processing industries 
for over a quarter of a century. 


Member, Oil Heat Institute of America 







Medel OB-2 
actual size 


Approved by 
Underwriters’ Laboratories 
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New Products 


Toridheet Small Home Furnace 
Fired with Gun Type Oilburner 


MODEL OGA-65 winter air conditioning 
unit, developed by Toridheet Div., 
Cleveland Steel Products Corp., Cleve- 





is. 


land 2, Ohio, for the small home, is fired 
with a gun type oilburner. It produces 
65,000 Btu at the register. 

A smaller version of Toridheet’s 
larger gun-fired models, model OGA-65 
features the same general design and 
construction, except that the burner is 
not housed in the cabinet. Quiet opera- 
tion and efficient operation are claimed 
for the unit, which is shipped assembled 
except for the flange-mounted burner, 
which mounts easily with four heavy 
screws. Fan and limit control, room 
thermostat and light weight refractory 
combustion chamber are standard equip- 
ment. 


Vacuumatic Tankless Heater 
For Cast-Iron Steam Boilers 


VACUUMATIC tankless water heaters, 
made by Alstrom Corp., Bronx, N. Y., 
have been designed especially for fur- 
nishing domestic hot water from cast- 
iron steam heating boilers. Installed 
above the water line of the boiler, the 
unit constantly maintains the hottest 
boiler water in the system by vacuum 
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support in the heater drum, its highest 
point. Recovery time is described as ex- 
tremely fast because the drum is directly 
above the boiler, with about two feet 
of extra head and there is no return 
line. Also, its rapid circulation equal- 
izes the temperature in the boiler 
sections, 

Installation of the Vacuumatic in- 
volves only standard 11%” fittings and 





no return line. Initial filling of the heat- 
er is accomplished by filling the boiler 
to the top of the Vacuumatic drum, 
capping top outlet of the drum and 
draining system to the normal water 
line. Once filled, it will remain so in- 
definitely, but should the water level 
drop below the tappings, there is no hot 
water generated even though steam 
pressure exists. 

Vacuumatic is available also as a tank 
heater and oil preheater. 


Brown Bayce Heet Is An 
Aluminum Fin Baseboard 


BAYCE HEET baseboards, produced by 
Brown Products Co., Forest Hills, N. 
Y., is an improved type unit, featuring 
aluminum fins. It is offered in standard 
5 ft. units that weigh only 12 lbs. and 
require three simple wall brackets for 
installing. In addition, each unit can be 
cut to any desired length. 





The units protrude 14” from the 
wall and include a closed top with open- 
ings on the front that prevent wall 
streaking. Front panels may be removed 
for cleaning. Bayce Heet features 
beaded fins that provide greater radia- 
tion surface, with the beading process 
strengthening the fins and insuring a 
longer life. 


Ventalarm Gauge Combines Fill 
Signal, Oil Level Indicator 


IMPROVED MODELS of  Ventalarm 
Gauges, combination whistling tank fill 
signal and tank gauge made by Scully 
Signal Co., Cambridge, Mass., afford 
increased visibility. A clear white but- 
ton-indicator of the 4” high gauge trav- 
els up and down inside plastic tubing to 
indicate the level of oil in a tank, actu- 
ated by a cork float. Big black figures on 
a white background make it easy to take 
a reading at a glance. The gauge adjusts 
at any angle. 














available: 


new models are 
VG-A, 2” x 1%” and VG-B, 14 x 
114", for 275 gal. basement tanks with 
depths of 22”, 24”, 42”, 44” and 47”. 
A “snap-by” float arm is equipped with 
a spring which permits it to fold up 


Two 


and pass by the inner walls of the tank 
when being screwed into the tank port 
so that installation can be accomplished 
whether or not there is oil in the tank. 


New Honeywell Thermostat 
Operates on Time Pattern 


THE COMFORT THERMOSTAT, announced 
by Minneapolis-Honeywell Regulator 
Co., Minneapolis, operates on a time 
pattern and is not directly dependent 


upon temperature variations. It may be’ 
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If you’re a Waterbury dealer, you’ve probably noticed it many times 
—in many different ways... the important aspects of your business 
that are cared for automatically. 
The advertising—keeping the name Waterbury before the 
public, your customers ... the merchandising tools— 
display materials, sales ideas, ad mats—all designed to 
find your prospects. 
... the matter of distribution rights— making sure that you and you 
alone represent Waterbury in your locality—that you are the only 
Waterbury dealer in a clearly defined territory. 
. .. the engineering skill—constantly at work—making 
your Waterburys the finest equipment in warm air heat- 
ing, anywhere! 
All this—and more—stands behind you with every Waterbury you 
install. All this thinking—planning—doing . . . it’s going on day 
after day ... making your future with Waterbury a secure and grow- 
ing one. It’s your invisible staff... working for you. 


Waterbury 


THE WATERMAN WATERBURY CO. 
1171 JACKSON STREET, N. E. ° MINNEAPOLIS 13, MINN. 
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Waterbury dealer 








used with all types of domestic heating 
systems, may be readily substituted for 
existing thermostats because the same 
wall brackets can be used and does not 
require re-wiring. The thermostat con- 
tains a small heating plant of its own, 
attached directly to the bi-metal, which 
operates whenever the heating plant op- 
erates. Artificial electric heat is applied 
to the bi-metal, with the result that it 
is described as more sensitive than con- 
ventional thermostats. 

In operation the new bi-metal assem- 


bly shuts off the burner before the de- 


sired room temperature is reached, re- 
lying upon the latent heat in the entire 
system to bring room temperatures up 
to the control point. Because there is 
less total heat used in the design, the 
control senses a drop in temperature 
quickly and starts the burner again even 
though room temperature falls only a 
fraction of a degree. As heating demand 
increases the comfort thermostat calls 
for longer burner cycles because more 
artificial heat is required before the in- 
strument will signal for a halt to the 
heating plant. 
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MAXIMUM FUEL ECONOMY 


The new, improved Delavan Nozzles are designed 
to give you better performance than ever. They 
are manufactured to the most rigid standards to 
assure absolute accuracy of flow rate, spray angle 
and spray quality. You'll get better firing results 


with Delavan Nozzles—now at new low prices. 


Write for Catalog 147C 


DELAVAN 
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BRASS 
NOZZLE 
TIP 
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MANUFACTURING CO. 


3009 SIXTH AVE., DES MOINES 13, IOWA 











The comfort thermostat is available 
on all of Honeywell’s low voltage ther- 
mostats, including the Chronotherm, 
Da-Nite and Acratherm. All are factory 
adjusted to provide the optimum cycling 
range for the average heating system, 
about 5 or 6 per hour in normal heat- 
ing weather. The basic cycling rate can 
be reduced, if necessary, by a simple 
internal adjustment. 


Friez Hydrodial Is Humidity 


And Temperature Indicator 


THE HYDRODIAL, developed by Friez In- 
struments Div., Bendix Aviation Corp., 
Baltimore 4, Md., is a direct reading 
humidity and temperature indicator. 
The humidity scale is graduated into ten 





equal divisions from 0 to 100% over an 
area of 2!4y ins. and is marked clearly. 
The thermometer is a red liquid filled, 
lens front type, accurate to within 1 de- 
gree at 70 degrees F. Both sets of nu- 
merals are satin-finished aluminum on 
an etched black background for quick 
reading, with slots on each side and bot- 
tom of the instrument for maximum 
ventilation. 

Overall dimensions of the Hygrodial, 
which has rubber feet for setting on a 
desk or table, are 538” long by 37%” 
high by 1-11/16” deep. The humidity 
sensing element is composed of 216 ins. 
of find blond human hair, described as 
being most sensitive to changes in the 
atmospheric moisture content. 


May 
1950 




















| Olt FIRED BOILER BURNER UNITS 
DOMESTIC WATER HEATERS 


Featuring 
The Original "Percolating" System 


COMPARE THESE FEATURES 


ASME Code Construction 
Removable Screw Type Fittings 


Heavy Boiler Plate Construction 





Two Inch Rock Wool Insulation 
To Eliminate Stand By Loss 


@ Hydrostatic Tested—300 Lbs. 


All Copper Coil Tankless Heater 
For Domestic Hot Water 


@ Six Different Sizes 
@ Standard Size Fittings 








Units For Radiant Heat 


Check Our Prices First Before Buying 


Maybe You Qualify as an Exclusive Dealer or 
Jobber In Your Territory. 


. Make Your PROFITS for 1950 with the Shephard 
. line of Boilers—Water Heaters—Burners 


m Write or Wire Today 


Pe Shephard Heater Co., Iuc. 


951 Sycamore St. 
- Terre Haute, Indiana 




















Joe Keyhole 
(Continued from page 68) 


usual, and the display featured the #63 
Cut-Off for hot water heating boilers, and 
the #33 Safety Relief Valve. The “Veep- 
Who-Never-Stops” (George LaRoi, to you 
guys) really worked that booth good. Swan- 
son, Devlin, Peary and Behrens assisted him 
with a lot of good hits and runs. No errors, 
though. . . 

Gulf Oil, with Hubert, Burges, Kram and 
Drew used every good appeal in the book 
at their booth—lollypops, dollars that 
stretched, marbles, a real keyhole to peek in 
(made me jealous), many bright lights, and 
a beautiful large panel of pictures of almost 
every burner and unit in the industry. 
Slogan: “Oil Heat Is Best.’ You'll never get 
into trouble with that sentiment! 


American Radiator had their usual ex- 
cellent cut-aways of the Oakmont and Arco- 
liner boilers, and showed baseboard con- 
vectors. Only guys we knew there were Old 
Nick Richfield and Paul Vieth, Devore of 
Washington and Senft .. . National Airoil’s 
Baileys, Sr. and Jr., displayed some huge 
burners, including some marvelous big ca- 
pacity gun-types. 

The green and white stripes, which have 
become associated with Taco Heaters, was 
the motif of their Booth No. 218. Principal 
product was the brand new Horizontal Hy- 
Duty Circulator though the Taco Venturi 
Fittings, and other items got attention, also. 
Slogan: “Better Heating—Better with Taco,” 
was echoed by John White, Joe Murphy, 
Parker Tyler, Ed Houlihan and Joe Balter. 
Joe refused to put that cane down, and that’s 
what we like, friend . . . that Hard-Hittin’ 





Save TIME © 


SOVTAWN:T-) 


Save costs! 


by coupling your oil burners with 


LOVEJOY L-R 
FLEXIBLE COUPLINGS 


L-R Body inserted (not 
bonded) in rubber body. 


“Standard in this industry” is testi- 
mony won by years of Lovejoy per- 
formance — long, trouble free 
service — ease of installation — 
economy. Here is positive correc- 
tion for misalignment, shock, surge, 
vibration, backlash, with extreme 
quiet. 


Type CX Double-flex 


L-R Socket actually 
(B) molded in the rubber (no 
metal) — blower 

ub. 


FAN MANUFACTURERS SUPPLY BLOWERS WITH L-R 
JAWS ON BLOWER HUBS AT NO EXTRA COST. 


Easy installation in close quarters 


In close or dark quarters Lovejoy’s simple assembly makes in- 
stallation quick, sure and easy! The CX Double-flex cannot fall 
off when blower and pump units are serviced. The coupling 
fits tightly, always free from rattle. Here is fool-proof, mainte- 
nance-saving, coupling for pumps, fans, blowers, power trans- 
mission from motor to equipment! 


Get all the details in Lovejoy Bulletin 530. 
Phone, wire or write. 


“LOVEJOY FLEXIBLE COUPLING CO. 


5012 W. Lake Street 


Chicago 44, Ill. 


Mfrs. of Lovejoy Flexible Couplings for all industrial services, 
Lovejoy Variable Speed Transmissions and Lovejoy Universal Joints. 








Hoosier was in town. We mean Herman 
Winkler, and his equally hard-sockin’ Claude 
Potts, Walter Blake, Marland, Kosch, Gas- 
kell and other U. S. Machine Boys from 
Lebanon, Ind. They talked about the new 
steel BB unit, and showed the trailer demon- 
strator for Winkler burners. Those dealer 
signs are really beautiful. This outfit has gone 
so far, so fast! (Maybe there is something in 
a name?) 


Watts Regulator organization, including 
Gates, Schroeder, Harold Schmidt and the 
Bitzer Boys, did all right in No. 221, show- 
ing how “Hazards and Problems in Heating. 
Need Protection and Control.” The #74 
relief valve seemed to get most of the atten- 
tion. This is their 75th Anniversary Year 
of Service to the Heating Industry. Not bad 
for such a young-looking group ... A let- 
tered slogan, “Your Home’s Complete With 
Toridheet,” dominated the Cleveland Steel 


| Products booth. Old Keyhole thought it was 


beautiful, and shoulda got some kind of a 
prize. Of course the business they did was 
quite a reward. Young Bill Smith, Bob Lucas, 
Dienst and Rouse, from the home office, with 
all their hard-hitting field men, said that 
“Sales Are Sweet With Toridheet.” 


Warren Webster, out of Camden, across 
the river, had a good display of their Base- 
board Heating . . . while U. S. Radiator, 
from Detroit, featured a shield, and the slo- 
gan: “Over 59 Years a Great Name in Heat- 
ing.” They also showed boilers, furnaces 
and baseboard units, with Pat Westerfield, 
Malm, Larry Judd, Roy Knox talking quite 
a lot about the US 12 .. . Fluid Heat's 
“World Economy Champion” booth was a 
tastefully handled buff and red, harmonizing 
with the colors of the products. Brannan, 
Donahue, Knowles, and their organization 
went quite strong for w.a.c. units, as well 
as burners. Their Shelter Group advertising 
has impact! 

An effective controls salesman who some- 
how reminds you of a college president is 
Jack Searles, who, with Ed Robinson, Arnold 
Peterson, and Old Man Eggert,‘ had an at- 
tractive White-Rodgers Electric Co., booth 
from St. Louis, emphasizing their hot water 
controls, indoor-outdoor set-up and _ the 
heavy-duty thermostats. Yea, Mizzou! .. . 
Hershey Machine & Foundry tried a new 
idea—spun glass representing snow, and it 
was quite impressive, along a platform in the 
back of the booth, which carried their burn- 
ers. Haggerty, Olandt and Leuders, were on 
hand. 

Now we come to a guy who dominated his 
part of the Show again, with his remarkable 
Combustion Chamber demonstration, “Your 
First Line’ talking picture, and hanging 
baffle. It’s Irving Pryor, the $.0.S. man 
from Brooklyn who defies competition. You 
got something there, kid—keep swinging. He 
had Grumshaw, Gergmeister and French 
with him . . . for action, he also had com- 
petition from R. C. S. across the way, where 
they demonstrated the “Sugar Saw” which 
cuts through metal like a hot knife through 
butter. Francis Russell and Dail Davis guided 
the blade right down the line. 


Henninger, Abrams and Openshaw were 
with a newcomer to the Show: Federal 
Heavy Duty oilburners for No. 5 and 6 oils. 
Nicely designed . . . and an old timer, Hugh 
Littlebury, was showing the Frankland Fuel 
Conservor in 122. His sign: “Why Pour 
Fuel Dollars Out Your Chimney?” It is a 
wonderfully curvateous refractory adaptor 
for coal furnace to oil . Turb-O-Tube's 
Haynes and Jack and H. J. Carmicheal 
were there with the new 150,000 BTU 
hang-up model. a welcome addition to the 
scene . . . V@&E’s Lionel Jacobs, the hot: 
water authority, with Bruce Edwards, Mori 
arty and Maccubbin, showed some new small 
boilers. 
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is now standard equipment 


Ort Burner W@W in the oil burning units of 


leading heating manufacturers 


Sell” The Standard of the Tudustry” 


eho wa aiviac 
cin w cle 


Se didiie son 


Write today for information on ABC 1823 Carroll Avenue, Chicago 12, Ill. 





Old friend John Blake, and Al Bayer, 
from Simplex Oil Heating, dropped by the 
booth. They were selling burners when Key- 
hole was a college boy. Best burner for 
bakeries in these USA, they claim . . . Freddy 
DeAngelo’s “‘Metropac”” booth enjoyed a 
terrific lot of attention. Pyne, Austin and 
Sterling helped him. The mechanical strong: 
arm man was still lifting burners, and there 
is something about a warm air furnace with 
built-in domestic water heater that just nat- 
urally draws any smart oilburner man. 
“Stop, Look and Listen,” was the very 
sign of the “converted” stoker boys: Will- 
Burt, Orrville, Ohio, showing o.bs. and 
a combination firettube and _ water-tube 
boiler . . . young Bill Brooks, and Bill 
Brooks, Sr., who have General Oil Heat- 
ing, from West New York, N. J., were 
there with the new small b.b. unit, 338 ft. 








net, designed by Bill Bulger. Bill, Sr., got 
sand in his shoes down Ft. L., last winter 

. . Henry D. (for Dieletric) Carey was 
there from Jersey City, with Krueger, show- 
ing the most complete line of electrodes and 
ignition assemblies this field has ever seen, 
and his service is just as complete. 

Next to Henry was Senator Robert Bell, 
the Rajah of Bloomfield, N. J., who makes 
more snap terminals for oil burners than any- 
one ever dreamed this industry would re- 
quire. He also showed some hand crimping 
tools. 

Russell C. Westover, Jr., the vigorous 
young head of Ray Oil Burner Co., in San 
Francisco (Joe Keyohole’s favorite city of 
them all) displayed a booth with pix of 
buildings where Ray Burners are installed, 
all over the world. They also showed a 1916 
#287 with 24 years of service and still run- 











tervals. 


@ FULFLO is the world’s best selling Oil-Burner filter. 
It leads in sales because it leads in performance... 





@ For utmost pleasure and profit from your oil burner 
business, eliminate all troubles due to impure oil. Be 
sure there is a FULFLO FILTER on every oil burner 
you service and every new burner you install....... 
and renew the Honeycomb Filter Tubes at proper in- 


On All Summer 
Installations 
and Overhauls 


REG —: S PAT OFF 


FIL 





FULFLO FILTERS insure fewer service calls and more 


satisfied customers. 


STANDARDIZE ON FULFLO! 








a COMMERCIAL FILTERS CORPORATION 


BOSTON 27, MASSACHUSETTS 





WRITE OR WIRE US IF YOUR JOBBER CANNOT SUPPLY YOU WITH 
FULFLO FILTERS AND HONEYCOMB FILTER TUBES FOR BETTER 
a“ HOME HEATING 
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ning fine, and a huge new one (Type AR 
144) that fires 210 gph. Draper, Fitzpatrick 
and Plass were there when I saw the booth 
. . . The General was as trim and correct 
as ever! Mrs. Grace Redner, Roland Redner 
and Bob Gregory, in the General Filters 
booth saw to that. Slogan: “Repeat Profits” 
for dealers and jobbers. Mrs. R. gave the 
OHI Accessory Members a treat by attend- 
ing their session—the first lady in history 
to do so. They loved it. 

Rudolph Ulrich, who probably knows 
more about draft, smoke, and COs than any 
other man in the industry, had a Bacharach 
Booth, where he was backed up by Jack 
Smith and Nunnally. Large panel pictures 
with Bacharach Instruments lined up like sol- 
diers, made a background, and they fea- 
tured the “Tru-Spot Smoke Tester,” and 
the ““New Combustion Service Record” sheet 
which is exactly what the doctor ordered for 
this industry. 

H. C. Little’s Jacobs and Cunningham 
showed their famous Electric Ignition burn- 
ers, and talked about the “Three Keys To 
Unlock The Small Home Market,” which 
are their three new basement and floor fur- 
naces. Jack Hemingway didn’t get here, ex- 
cept in spirit . . . an eye-catching booth was 
Automatic Products, from Milwaukee, with 
Roy Johnson, Ludwig, Jack Cowan, Neva, 
and other A-P boys working before a beauti- 
ful oil-field panorama background picture, 
with the products in alcoves under “black” 
light that made them loom up strongly. In 
the middle, extending out to the front of the 
booth was a huge, bent, plastic sheet repre- 
senting a waterfall, and bordered with 
azaleas. They really beat the drum for the 
new electric ignition for vaporizing burners. 


One more spot with 4 brothers in it was 
Quality Specialty Co., of Philadelphia, where 
Carl, Jules, Bernie and Charles Jay showed 
their valves. A remarkable booth, with an 
interesting history . . . next door was Na- 
tional Tank Cleaning Co., of Baltimore, and 
handsome T. A. Smith, who has a good 
thing there, as well as a good rep. in New 
York—-Norris Skaggs (let me be the first 
to tell you) . . . and across the way was a 
bright young man from Long Island, Al 
Nathan with the dazzling Delta Line. How 
he ever got so much good material together 
in so short a time is a puzzle to Joe Key- 
hole. 

Brown and Scott showed Thriftimatic 
Heat Savers next door .. . We got to Skut- 
tle late (like some of those horses at Hia- 
leah), but still in the money. Art Evans and 
Schuyler—a good chip, etc.—George Greu- 
lich and Al—another chip, etc.—wtih Ed- 
ward Wilson, Jr., Bill Debler, and the Wind- 
master Draft Control, besides the Skuttle 
“600” humidifier, created quite a lot of profit 
fever in their area . . . and Hervey Junior 
College booth next door was an excellent 
display for a fine institution. 


We got around to Boston Machine's booth 
late, because we were helping Ralph Dennis, 
the head man, start a movement that may 
result in some good standards for nozzle 
testing. I. M. Nelson was also there, and 
Allen Putt, Torrisi, and other good Boston 
Boys. Their true alignment nozzle display 
was excellent, along with all the other fast 
moving items by Bosmaco out of Lynn... 
Quiet Heet (Newark) showed both heating 
and cooling equipment. Slogan: “Better 
Values Are Your Best Salesmen,” which is 
pretty good. Sam and Gene Peters, Spitzer 
and the fabulous Oscar Mann were there 
showing the dealers how they could make 
profits all 12 months of the year. 

Kaustine’s boys from Perry, N. Y., in 
cluded John B. Mollnow, Jr., Kunicky, Gutt- 
man and Preine. Their booth was just equip’ 
ment, including the new 9500 Hi-Boy, and 
110,000 Low-Boy, intended for housing de- 
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You have the answers all right if you sell 


the Superfex. And every answer will be, "Yes"! 


No other line of furnaces offers more completely 
automatic operation—more accurately Guperfex 
controlled heat level—than Superfex. It's the 
best furnace a customer can buy... it's the | FU RNACES 
easiest furnace for you to sell! Only Superfex 
gives so much comfort, so economically. Perfection Stove Company 


7195-B Platt Avenue 
Cleveland 4, Ohio 





We'll be glad to answer your inquiries. 


7 complete line of Winter 
/4in- Conditioning furnaces— tor Gas and Ol | 


a 











velopments, too . . . across from them was 
General Electric, showing “Dependable Ig- 
nition’ Transformers, with Ondrovik and 
Coughlin on the job; G. E. Controls, with 
Day & Bush showing them; and “‘Here’s The 
Answer” motors, with Priwer in attendance. 

A clever background in the R. E. Michel 
Co., booth, from Baltimore, was a huge blow- 
up of the bright red cover of their new 101 
Catalog. Bob Michel, brother John, and Paul 
Tolson worked hard. Slogan: “Oil Burner 
Installation Simplified.” These guys sure 
know how to help the small town dealer, as 
well as the city boys. Tell you all about it, 
some time. 

Some people hate to work (like Keyhole) 
and others seem to love it, such as the 
Electrol men—Bob Andler, Schroeder, and 
Bliss. Slogan: “For Over 30 Years,” and 
they had a Model TCV hanging on a scale to 


show the solid value—130 lbs. of it. Nothing 
tinny in this line. Joe Keyhole is in love 
with the past—the Model S—as well as the 
present Electrol line. They had a good lunch 
for their dealers, too, and those balloons all 
over the place. Next year: Electrol Flying 
Saucers and a burner twisting around a bal- 
loon . . . the boys from Elizabeth, N. J., 
Jack Wittke and John Ayer, of Oil Equip- 
ment Lab., showed Rotoflame burners, and 
a nice small model of the warm air unit— 
glass enclosed. They are in the bux clear up 
to here... “Play Your Ace” said the men 
from Chicago—Schurman, Cowan and Bar- 
dach—as they moved around the Ace Engi- 
neering booth No. 625. There wasn’t any 
gamble about it, they claimed, for it is a 
sure thing that profits will “Uniflow” your 
way with Ace. Thank you, gents, for the 
complete new Cadillac with wheels, for that. 








Give your customers 
DOUBLE satisfaction at 
HALF the fuel cost with 
EXTRA PROFITS for you! 





VACUUMATIC™ 


“THE WORLD'S FASTEST WATER HEATER" 


for ALL Sectional Cast Iron STEAM BOILERS 


@ SUMMER OPERATION AT 160° ON AQUASTAT: No steam 
required for hot water at any time. 
VACUUM-SUSPENDED at highest, hottest point in system, 
insures unlimited domestic hot water under all conditions 


of heat demand. 


*trade mark reg. 


The 


790 E. 176th Street 





NO CLUMSY PIPING: Boiler connections are 144” nipples 
and elbows, and no return line is required! 


Write TODAY for full details! 


ALSTRO M Corporation 


TANKLESS 
WATER HEATERS 


Hot boiler water, 





Bronx 60, New York 
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George Kelley, Moffett and Schoenwetter 
were feeling no pain at all in the orange 
and black Swirling Heat booth. Business, 
they said, like the burner, is getting better 
all the time . . . which reminds me of Reg 
Beckett and Stanton Fitzgerald, of R. W. 
Beckett Corp., Elyria, Ohio, who spent the 
entire week moseying around talking about 
their new “Plate Mounted” burner, and the 
Commodore. Just ask one little question, and 
brother will they tell you! . . . Johnnie 
Landerman, from Boston, who loves to 
kibitz, covered the Show with a Shell Head 
in his pocket . . . and Tuthill pumps were 
disclosed in No. 626 by Kessler, Bill Wagner 
and Jack Young. The phantom drawing on 
glass with light behind it was just fine. Their 
booths are always distinctive. 

The joint was full of converted stoker 
people. Last one we saw was Electric Fur- 
nace Man, from Emmaus, Penna., who had 
some nice burners and units. Gabel, Warner 
and Hilder showed sparks when we visited 
them, but there were no shorts in their line 
(there must be a joke in there somewhere, 
Keyhole) . . . Anchor Div., of Stratton & 
Terstegge, was in from away out there in 
New Albany, Ind., where they can think 
up good slogans: “Sell The Best—Service 
The Rest.’ Doty, Stansbury and Clifford 
talked the S. A. Shell Head Burner and 


furnaces. 


That torrent of words you heard close to 
us was Cleaver-Brooks, from Milwaukee, 
where Resek, McCoy, Clements, and Wymbs 
(most particularly Frank Wymbs), talked it 
out for the best show they ever had. Their 
story on fuel savings would bring tears to 
the eyes of a competitor, and joy to a dealer 
. . . another newcomer was Crown Ignition 
Assemblies from Keyport, N. J., with J. L. 
Bernard, an old friend, and Haselman, show- 
ing the volts and amps .. . and Vince Smith 
of Wickliffe, Ohio, stopped by to tell of his 
new electric motor which you will be hearing 
about. 


Old friend Mandy Mandelburg, and Ray 
Babcock (a bridegroom!) showed their ““Im- 
proved Design Tubeless Boiler” from Man- 
ville, N. J. They claim it can be fired as 
high as 200% of rating without a “rumble,” 
except from competitors . . . other Jerseyites 
were Daggon and Wise, of K. C. Conley 
Motors Div., of Hoover Co., in No. Plain’ 
field, N. J., and you'll be hearing more about 
them, also . . . and handsome D. P. Litzen- 
berg, Alliance Industries, was there showing 
the “Magnaflow” circulator which “Can Be 
Mounted In Any Position.” 

K. I. Clisby, who keeps himself young by 
selling Dongan transformers visited us, but I 
didn’t see Lyle Hicks . . . and that Gilbarco 
crowd—I missed them all except Harry 
Tapp, always welcome. . . Earl Stauffer, the 
big Penn Boiler & Burner man from Lan- 
caster came in to see us, full of new ideas and 
doing a lot of business . . . likewise Mr. 
“Whirlwind” Stamm, of Kresno-Stamm, 
Palisades Park, N. J., dropped in to see us. 
You think that is not his name? Just talk 
to him, and watch him a while. He has 
hitched his wagon to “The Brightest Star of 
Them All” for the small home . . . Jack 
Gregory, who stepped right out of the fash- 
ion pages of Esquire, gave us a glimpse of 
him as he walked around selling Panelox 
Steel Combustion Chambers for Steffco Steel 
Co., Michigan City, Ind. He’s got something 
in another field (g—) that will drive the 
old-timers crazy . . . John Rex, Jr., of Rex 
Roto, Detroit, another combustion chamber 
man, visited friends and customers (synono- 
mous, he claims) . . . and we missed good 
old Clarence Bartling, the “Crescent Parts” 
man from St. Louis, when he stopped in. 
Most faithful Show-goer in the oilheating 
industry . . . another visitor was Henry Feil, 
of Gorton Heating, in Cranford, N. J., who 
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5: BF47 and BF60 


KRESNO-STAMM 


The demand for the Kresno-Stamm “Ball Flame” 
mechanical draft burner by furnace manufacturers 
is growing by leaps and bounds— 
Because... the small home requiring less than 
a gallon of oil per hour for heating offers great 
opportunities for big volume sales today and for 
many seasons to come. 
Because ... no other type of oil burner can match 
this modern, compact burner for low cost, effi- 
cient operation. 








ball Flame ¥ OIL BURNER 


Because ...the Kresno-Stamm “Ball Flame” is 
the outstanding, completely packaged, mechani- 
cal draft, small oil burner, especially designed to 
meet furnace manufacturers’ needs. 
The Kresno-Stamm “Ball Flame” is a truly 
engineered, proven burner, not a makeshift, not ex- 
perimental. Many thousands are in use all over the 
world for large and small housing developments and 
for conversion. Dealers and contractors everywhere 
have recognized the Kresno-Stamm “Ball-Flame” 
Burner as “standard,” and look to manufac- 
turers to incorporate them in the small furnaces 
they buy. 
Let us tell you about the “Ball Flame.” Write today. 





KRESNO-STAMM MANUFACTURING CO. (America) Inc. 
PALISADES PARK, N. J. 











Canadian Affiliate—Kresno-Stamm Mfg. Co. (Canada) Lid. « 1452 Drummond St#., Montreal 25, P. Q. 





sells “Fast Venting’—the solution to steam 
heating problems. 

It’s nice to be able to shoot under 70 and 
still have time for repeatedly good sales of 
water heaters, but if you also are handsome, 
you've hit the jackpot. That’s O. L. Bock, 
of Madison, Wis., a welcome visitor . . 
Gipple and Klockau, the NuWay boys of 
Rock Island didn’t pass us by either, and 
we learned how they can have a good year 
—be interested in the distributors’ problems! 


A big shot in the arm for us was the 
enthusiasm of C. B. Wilson, the Klemm 
Filter man from Chicago. Ah, there, Lover 
Boy! . . . and Rube Lisson, who promotes 
Paracoil Water Heaters for Davis Engineer- 
ing, Elizabeth, N. J., hand-in-hand with 
Profits for the dealers, according to the 
script, which he can prove .. . and the Big 
Savings man—Dangel of Lovejoy Couplings, 
stopped by too late to get a cane, alas! He 
says he “Saves Time, Labor and Costs” with 
Lovejoy L-R Flexibles . . . we almost forgot 
Herman Harsch, and Goetz, of Hago Noz- 
zles, who showed us their new nozzle box. 
Very convenient . . . Enterprise Engine & 
Foundry exhibited in No. 542, and we al- 
most forgot to tell you that they have a new 
metering pump, along with the horizontal 
rotary equipment. Douglas, Brophy and 
Feldman put out the Welcome sign . . . and 
among the nozzle men around was young 
Bill Steinen, brightly picturing the New 
Mirror Finish Steinen job. 


Scotty Elder came down from Branford. 
That is a good combination you got there, 
young man! .. . and we were pleased that 
Jack Carr, the Maid-O-Mist boy from Chi- 
cago, took time to tell us about his progress. 
They have IT in Auto-Vents . . . one old- 
timer whom everybody was delighted to see 
was Earl K. Smith, of Hart Heat, Peoria. 
A remarkable man with a good profit line 


... other mid-Westerners included Percenta- 
graph Caldwell, from Chicago; Jack Gilmore 
from Columbus—vaporizing burner expert; 
Lon Casler, the advertising flash with the 
built-in zipper . . . another welcome visitor 
was Harry Londa, the big Mohawk Burner 
man, from New York . . . DeLancey and 
Beagle of the Miller Co., Meriden, Conn., 
were around with Herb Witte of Under- 
writers Lab—Joe Keyhole out-drank them all 
in the Coca-Cola contest . . . and we 
glimpsed Georges Faurie, of Evans Products 
... and Bob Birkins, of Homease, Paterson, 
N. J., and “Gold Star” Felix Sposito from 
Yonkers. That’s all we have room for this 
year. Let’s get together next year in Chicago 
for some really good yuks, hey? Congratu- 
lations to all the OHI men, and to Mr. 
Becker, the new boy in the driver’s seat. 
See you all in 1951! 


} 


Frank R. Markley has been elected 
vice president in charge of marketing, 
Sun Oil Co., Philadelphia 3, Pa. He 
succeeds Samuel B. Eckert, with Sun 
since 1908, who continues as executive 
vice president. Mr. Eckert desired to re- 
tire from active management this spring, 
but has been induced to remain to devote 
his full attention to the defense of an 
anti-trust action filed against the com- 
pany. Mr. Markley has been succeeded 
as general sales manager by Willard W. 
Wright. 


S. L. Sloan and E. N. Sloan, partners, 
have established Midwest Quiet-Heet 
Co., Chicago 6, IIl., to act as distribu- 
tors and representatives for Quiet Heet 
Mfg. Corp., Newark, N. J., handling 
oilburners, gas burners, sump pumps 
and Quiet Kool room air conditioners. 
S. L. Sloan formerly was sales manager 
for the Newark firm. 


W. H. Evans, general manager, Min- 
neapolis - Honeywell Regulator Co., 
Minneapolis, Minn., has been appointed 
vice president and director of its Cana- 
dian subsidiary, Minneapolis-Honeywell 
Regulator Co., Ltd., Leaside, Ontario. 
He will continue in his position of gen- 
eral manager. 


Samual B, Eckert, Sun Oil Company 
vice president in charge of marketing, 
will receive the 1950 Parlin Memorial 
Award on May 16 for the marketing 
contribution he has made in the petro- 
leum industry in the development of the 
marketing facilities and policies of Sun 
Oil. He will accept the award from the 
Philadelphia chapter, American Market- 
ing Association, at a dinner at the War- 
wick Hotel. 

















@ Light in weight. 


@ High efficiency copper tubes. 


Bayan oor «| BOILER 


designed for radiant heating 
of small homes and apartments 


Completely 


@ Green hammerloid finish, 


@ Oil or gas firing optional, 











@ Easily installed—all wiring, pip- 
ing and controls assembled at 
factory—ready for use after 
connecting to water, mains, 
electricity and fuel lines. 


@ Measuring but 31” wide, 41” 
high and 18” deep, it delivers 
70,000 BTUs. Also 100,000 BTU 


size available. 


















Built to ASME specifications. 
Send today for complete information. 


BRYAN STEAM CORP. 


BRYAN pl vee 
BOILERS 
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NEWS! Electrie power failure cant evipple 
HC. Little selfighting oil floor furnace 





_ QUICK, EASY SWITCH TO 
MANUAL CONTROL PROVIDED. UNIT 


WHEN POWER RESUMES 





H. C. LITTLE CATALYTIC HEAT 
CONTROL IS ANOTHER 
BIG SALES FEATURE 


<i 


ee 


This control regulates the supply of air through the 
roof of the burner during the complete operation 
cycle, from starting to full fire. Complete carbon- 
free combustion with catalytic oil is achieved and 
the flame burns above the top burner ring inside 
the combustion chamber. 


Address inquiries regarding 
dealerships to Dept. 5 






REVERTS TO FULL AUTOMATIC OPERATION 
___7 


The kind of weather that brings down the power lines 
is no kind of weather to be without heat! No wonder 
there is extra sales appeal in this electrically controlled 
H. C. Little oil floor furnace that can be operated manu- 
ally when electric power fails. 







HERE’S HOW IT WORKS: 


On top of the oil valve is a manual reset lever, pivoted at the 
front and under spring tension. For manual operation, the 
reset lever is pushed to the right, raising the blade on the heat 
motor. This permits regulation of the oil flow by means of the 
manual oil control knob. When electric power is resumed, the 
reset lever springs back to its normal position and fully auto- 


matic operation is resumed. 


SALES IEATUMES 70 ay FOR YOU 


Ese 
Oe ttre manele 


Or contact the Factory Representative nearest you: 


Burner Company 


SAN RAFAEL, CALIF. 





Baltimore, Md. Detroit Lakes, Minn. Prescott, Ariz. 
Belmont, Mass. Fayetteville, No. Car. Reno, Nevada 
Boise, Idaho Kansas City, Mo. Salt Lake City, Utah 
Chicago, III. Newark, N. J. Seattle, Wash. 
Columbus, Ga. Portland, Oregon St. Louis, Mo. 
Des Moines, Iowa St. Petersburg, Fla. 
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Convention Features 
Optimism 


(Continued from page 58) 


fusing and conflicting local stand- 
ards and do everything possible to 
bring them into conformity with our 
national standards. 

“We have leaned too long on 
standards that are drafted by others 
and that we know are not good stand- 
ards. These standards are not so 
drawn up as to accomplish what they 
strive to accomplish in the ways and 
by the means with which it should 
be accomplished. Safety cannot pro- 
perly be written into oil burner 
standards by persons having only a 
superficial knowledge of oil burners. 
For example, suppose an oil burner 
puffs back, blows the boiler door open, 
and continues to run. Flame comes 
out the open door and sets the over- 
head rafters afire. The fire is in- 
vestigated, the local newspapers edi- 
torialize about it, and the local au- 
thorities go to work to try to stop 
reoccurrences. The result is that in 


a few months an oil burner ordinance 
is revised to require fire proof ceilings 
above oil burners. 


“This is doubtless one way to stop 
oil burner fires caused by oil burner 
puffbacks. But it seems to me that a 
better way would be to stop the puff- 
backs themselves.” 


“The most critical period in the 
operation of an oil burner is the ig- 
nition period. Puffbacks almost al- 
ways occur then. Perhaps some 
thought and study should be given 
to a standard that would require a 
greater measure of safety during this 
critical period. 


“Now, to summarize. My answers 
to my four questions about standards 
and rules are: 

(1) Our situation with respect to 
them is confused and chaotic. 

“(2) The thing wrong with the 
situation is that the entire industry 
suffers from it. 

“(3) It got that way because in- 
dustry-wide we did not keep it under 
our control. 

(4) As to what we can do about 


it, I think we should have a coopera- 
tive, industry-wide standards program. 
I believe that the machinery for set- 
ting up such a program exists in 
Oil-Heat Institute. I believe that if 
the: Institute has the whole-hearted 
cooperation of the industry, the stand- 
ards situation can be put into good 
order.” 


“Managing Salesmen in 1950,” a 
talk delivered by T. A. Crawford, 
general manager, Timken Silent Auto- 
matic Div., was the final formal paper 
delivered at the session. 


Mr. Crawford outlined the necessity 
for establishing an aggressive sales or- 
ganization and described in detail the 
steps each dealer can take to insure that 
his organization is adequate and efh- 
cient. Such a program, he declared, 
should start the first of the year, when 
each dealer should determine how 
many burners he can sell during the 
year, remembering that to increase 
sales requires him to increase his sales 
efforts proportionately. Market analy- 
sis is important, but the average dealer 
need not worry about the acceptance of 





“IN THE TANK” 
ACCESSORIES py 


Buckeye line: 


~«<€- No. 439 Foot Valve 
Double poppet. Seats, hand- 
lapped to disc for perfect 
accuracy, are the only 
moving parts. All brass 
construction. Full flow. 


No. 438 Foot Valve —»> 
Retain 
accuracy after years of 
use. Full capacity for un- 


Single poppet. 


restricted flow. 
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For oil burner installations, Buckeye also 
makes fill caps, fill boxes, vents, sludge pumps, 
strainers, check valves and shut-off valves. 


BUCKEYE IRON & BRASS WORKS, Dept. F 
P. O. Box 883, Dayton 1, Ohio 


Oil men know this about Buckeye Oil Burner Acces- 
sories: That the name itself signifies quality, that acces- 
sories bearing this name can be installed and forgotten, 


that fine performance and long life are built into every 
Buckeye fitting. Here are a few selected from the 


No. 441 Tank Bushing 
Made of iron. Full 
length standard taper 
pipe threads. Conven- 
ient size hexes for 
quick installation. 





When you sé... 


Gulf Fuel O11. 


Youre selling... 





Gulf Oil Corporation * Gulf Refining Company 


DIVISION SALES OFFICES: 


Boston @ New York ¢ Philadelphia 
Atlanta ¢ Toledo 
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ae automatic oil heat. The market and ac- 





n. ceptance is there, with 40% of families R otary 
t- newly formed since 1940, buying ability S 
in remaining high and competent surveys Pu mp 
if indicating nine out of ten new home 

>d builders are specifying automatic heat. 

d- The logical approach, asserted Mr. | 

»d Crawford, is for a dealer to decide | 


how many burners he wants to sell 
and then set up an organization to 




















- meet that goal. All these questions BRONZE HARDENED 8 PACKING SPLIT OUTBOARD 
i must be answered: BEARINGS GEARS RINGS GLAND BEARING 
- How many salesmen do you need? 
How many mechanics do you need? | ‘ADWSTABLE 
™ How many burners are you going oa 
wd to install each month? 
a How much advertising and sales | 
= promotion will you require and how 
7 much can you afford? 
J How much can you pay salesmen and 
sa installation men, reminding yourself of 
= the necessity of paying them enough to 
7” make the jobs attractive? 
se The advertising program decided 
es upon, Mr. Crawford continued, must 
y- be persuasive, convincing, with argu- 
™ ments selling value and comfort 
of rather than price. In short, advertis- 


“i ing must convey stability. 


The salesmen selected must be good 
enough to train and warrant the in- 
vestment necessary before they begin 
to show results. Mr. Crawford 
strongly suggests that dealers set up 
specifications for the type of salesmen 
they want, decide whether they are 
to be young or old, married or single 
and similar qualifications, and then 
recruit a sufficient number of ap- 
plicants so that the ones best suited 
for the job can be chosen. 





Also, he recommends the use of an 
application form and an extensive, in- 
dividual interview of each candidate. 
Check personally the reference he gives 
and, if hired, explain fully what his job 
will be and tell him about the company 
he is going to work for, what it is and 
what it does. 











Training is the next step, and Mr. | 
Crawford described this as a selling 
process, wherein the new man is sold 
on the product he will sell, on the sta- 
bility of the industry, the manufacturers 
and his new employer. At this time he 








GEO. D. ROPER CORPORATION 
765 Blackhawk Park Avenue, Rockford, Illinois 


[_] Please Send Catalog 950 
(_] Have a Roper Representative Call 

















NAME 
should be given a complete and compre- ADDRESS 
, hensive explanation of his job and what orev 

it is expected he will do. COMPANY 

















Along the technical side, the serv- 
ice manager can explain and demon- 
strate the functioning of the burner 
and he can be given the tools—litera- 
ture, sales presentations, etc—which 
will be made available to him. Per- 
haps most important, Mr. Crawford 
declared, he must be taught canvass- 
ing and must be told some of the dis- 
appointments he is likely to encounter 
during his canvassing. Above all, 
“Teach him to sell the way you want 
him to sell.” 

“Before training has stopped, super- 





vision begins and long after super- 
begins, training continues,” 
stated Mr. Crawford, by way of em- 
phasizing how vital is the proper 
supervision of a sales force. Defining 
the Latin root from which the word 
supervisor was formed, he referred to 
his as an “overseer,” who should be 
expected to do just that in guiding 
and controlling the efforts of the 
salesmen. 

Among other points Mr. Crawford 
advanced were these: Let the sales- 
man know precisely what he is to 


vision 





Kresky Dual Model 
=, Floor Furnace 





2 Kresky Auxiliary 
Water Heater 


‘i : 
m=" Kresky Automatic 


Storage Water Heater 


7 RRESKY STAR 
5S Erulliaut Potuts 


You have a lot more to sell when you sell 


BEST KNOWN NAME 
IN OIL HEATING 
SINCE 1910 


Kresky Patented 
Forced Air 
Induction Oil Burner 
} 


Kresky 
Wall Furnace 








|| 
Kresky Highboy 
Utility Furnace 


Kresky Domestic 
Space Heater 


listed 
la 


by Underwriters 


oratories, Inc 


Kresky Oil Heating Equipment. Aresky 
gives you a COMPLETE line of Oil Heating 
Equipment, built around the famous Patented 
Kresky Forced Air Induction Oil Burner. 


do and then check regularly to see 
that it has been done or find out 
why it was not possible to do it. 

The sales manager you select or 
already have is one of the most im- 
portant cogs in your entire organiza- 
tion, commented Mr. Crawford. It is 
up to him to build up and supervise 
the personnel who are responsible for 
producing business. 

Require written reports of what 
has been done each day. 

Start the day with a sales meeting, 
the program and conduct of which 
should be carefully planned and ex- 
ecuted. Let salesmen have the floor 
to tell the others how they made a 
particular sale, or let them analyze 
why they missed some place else. 

Run sales contests. 

In short, “Use your head and do 
some planning.” 

A forum panel, consisting of 
Thomas Carson, Sherwood Bros., 
Baltimore; C. A. Breed, West New- 
ton, Mass.; A. K. Reed, Sinclair Oil 
Heat, Inc., Brooklyn; C. F. O’Malley, 
Timken Silent Automatic Div. and 
Jay J. Walsh, Inc., Rochester, N. Y., 
in a brief session after Mr. Crawford's 
talk answered questions submitted 
from the floor. 


Engineering Session 


An Engineering Session, the first 
general meeting of the Convention, was 
held at Commercial Museum on the 
afternoon of April 25. L. N. Hunter, 
chairman of OHI’s Engineering Com- 
mittee presided and introduced the 
speakers. 


G. E. Evans, engineering division, 
Marketing Department, Esso Standard 
Oil Co., delivered the first paper, 
‘Heating Oils of 1950.” He described 
early refinery practices as background 
for a discussion of the types of fueloils 
we have today. He briefly detailed pro- 
cedures followed in thermal cracking 
and catalytic cracking, indicated that 
the No. 2 heating oils on the market 
may consist almost entirely of catalyti- 
cally-cracked stocks or they may be a 
blend of straight run, thermally and 
























catalytically cracked stocks. “As a 
matter of fact, it requires quite a job 
of detective work to determine from 
our own refinery what the percentages 
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This AAP COMFORT MASTER Model 
240-ED Automatic Control Set is com- 
plete, easy to install on any heater using 
A-P Manual Controls. 


Now Spring can be a peak sales season for you on 
OIL HEATER ACCESSORIES! Your heater custom- 
ers are beginning to add up last winter’s oil costs — 
and wondering how they can save money next year. 
A-P COMFORT MASTER Automatic Control is one 
answer, and if your salesmen act fast, they'll have 
another ready-made sales argument in almost every 
home... wastefully overheated homes caused by “‘for- 
getful” hand control in mild Spring weather! A 
COMFORT MASTER can lick that problem easily 


Check This Coupon 
Today.... 


SS 4 
DEPENDABLE 
Controls 


STANDARD EQUIPMENT ON LEADING 
OIL BURNING APPLIANCES 









Ap) COMFORT MASTER automatic contro 


—and quickly prove its worth in adding steadier 
heating comfort, greater convenience, and lower fuel 
consumption. 


So, get out your old customer list. Give your sales- 
men all the sales aids on A-P COMFORT MASTER. 
Let them prove how easy it is to make EXTRA SALES 
to every owner of an Oil Heater using A-P Model 
240-D, U, or Y manual controls — most heaters made 
since 1939, 


AUTOMATIC PRODUCS COMPANY 
2458 North Thirty-second Street 
Milwaukee 10, Wisconsin 


We're interested in extra Spring Oil Accessory Sales. Please 
send us all SELLING MATERIAL, DISPLAYS, FOLDERS, AND 
COMPLETE INFORMATION on A-P COMFORT MASTER AUTO- 


MATIC CONTROL SETS. 














of the various components are in any 
given sample of product. The infor- 
mation can, of course, be ferreted out 
but it is not readily available because 
it is an established fact that if the fin- 
ished product has the overall charac- 
teristics that guarantee good burning 
quality, it isn’t vital to know what 
intermediate refinery stocks were used. 

“The full range of fuel oils, do- 
mestic and industrial, begins with the 
No. 1 grade, a light colored oil of the 
kerosene type which is generally a 
straight run fuel. As previously men- 
tioned, the No. 2 
creasingly a catalytically cracked fuel, 
although it may also contain some 
straight run and thermally cracked ma- 


grade is now in- 


terials. The revision of the Commer- 
cial Standards in 1948 eliminated the 
No. 3 grade and substituted the No. 4 
grade. The present No. 4 grade is 
essentially the same thing as the old 
unofficial grade which was known in 
the trade as Cold No. 5. The No. 5 
and No. 6 oils are the residual type 
used in light and heavy industry and 
in marine service. 

“The Commercial Standards for fuel 


oils serve as classifications only and do 
not by any means guarantee quality 
that will be entirely satisfactory to the 
consumer. Refining techniques are too 
involved to make it possible to write a 
general industry specification that will 
give complete assurance of good per- 
formance without severely restricting 
supply and increasing the cost. Thus 
competition, and not Commercial 
Standards, is what guarantees the con- 
sumer of getting the kind of oil he 
needs. 

“In order to get a positive check on 
the cat cracked oils, the American So- 
ciety for Testing Materials with the 
ceoperation of the oil and burner in- 
dustries sponsored a large scale test of 
cracked fuels in the various types of 
A.S.T.M. made up 
two test fuels, one a blend of 25% 
straight run and 75% cat cracked, and 
the other of 100% catalytically cracked 
material. These test fuels were de- 
liberately chosen to reflect the new and 
different that might be expected in the 
trend of refinery practice and which 
might have burning qualities of ques- 
tionable nature. They were distributed 


domestic burners. 





to research laboratories in the oil and 
burner industries, and the results of 
the test which followed were correlated 
by the O.HLI. 

“The majority of the 34 laboratories 
participating reported that both these 
fuels and blends of them burned satis- 
factorily in pressure atomizing and wall 
flame rotary burners, in some cases with 
minor modifications of the combustion 
chamber or air adjustment. These 
types of burners include something like 
90% of all the oil burners used in au- 
tomatic domestic central heating. 

‘As to the remaining 10% consisting 
of pot type burners, the majority of 
the laboratories reported that neither 
of the test fuels nor any blends of them 
were found satisfactory in this type 
of burner. Kerosene or No. 1 Fuel 
Oil continues to be the most satisfac- 
tory product for these burners.” 

Considering some of the basic eco- 
nomics of the oil refinery business as 
related to fueloil, Mr. Evans continued 
with the observation that crude sells 
at Gulf Coast refineries for $2.85 a 
barrel and No. 6 oil, in that market, 
sells for $1.50 per barrel, with the 





MORE HEAT from LESS OIL with CENTURY’S 







Models: 01 and 02 





It’s easy to Sell 
these Advantages! 


@ Fuel economy through 
better combustion — 
cleaner fire. 


@Easy adjustment for 
any draft condition. 


@Fewer Service Calls. 


@Burns all types of 
domestic heating oil. 


Write today for literature ... 
or ask to have a salesman call 


FUEL-SAVING FIRING HEAD 


ordinarily, so hard to burn. 


CENTURY ’S new fuel-saving Firing Head is standard equipment on 
CENTURY Winter Air-Conditioners and Boilers as well as on Con- 
version Burners up to 5 G.P.H. capacity. 


Start now to Profit with CENTURY’S 
Complete Line of Automatic Heating Equipment 


CENTURY Winter Air-Conditioners (85,000 — 380,000 BTU — Utility and 
Boiler Burner Units (380 — 740 sq. ft. 
Convertible Winter Air-Conditioners (60,000 — 180,000 BTU — Gas Burner, 
Vaporizing Burner); 


Basement Models), 


Gun Burner, 





Home owners want its economy 
when they buy Oil Heating Equipment 


The new CENTURY adjustable Firing Head 
is designed to deliver maximum heat . 

efficiently! Positive control of primary and 
secondary air provides a perfect fuel-and-air 
mixture to give clean, complete combustion 
from all types of home heating oils including 
the newer catalytic fuel oil that is so high in heat units . . 


G.P.H.), Gas Conversion Burners (87,000 — 250,000 BTU). 
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usually costs MORE later! 










delivery of gas, fuel oil, or both. For fuel 
oil delivery the pump, hose reel and meter 
are located in the weatherproof, right side 
compartment. In summer, this equipment 
is easily removed and the space used for 
package goods and other items. Available 
for immediate delivery in capacities from 
1500 to 2100 gallons. 


HEIL Truck Tanks operate longer... at less cost. . . 
because of basically sound design and construction 


In the purchase of truck tanks, your ultimate 
decision may influence your profits for the next 
ten years or more. If you take the time to make 
a point-by-point comparison, you will find this 
decision easy to make. For in few things you 
buy is the difference in first-cost dollars so 
small, when compared with the difference in 
prospects for profit. 

A Heil tank is engineered to outlast the truck 
‘chassis. The entire tank, supporting channels, 
cabinets, catwalk, skirting — are built as a sin- 
gle, integrally-welded unit. Yet its simple, effec- 
tive mounting method provides lithe, smooth 
roadability that keeps it in service years longer. 


Tne HEIL co. 


Heil research, special techniques and modern 
precision equipment now make it possible to 
provide custom quality at prices you’d expect 
to pay for ordinary tanks. Heil is able to give 
you more for your money — and does! 


If you are one of the many fuel oil marketers 

now using Heil tanks, you know these things. 
If not, ask the men who do. They’re all around 
you. And it is significant that three out of 
four sales of Heil tanks are repeat sales to sat- 
isfied users! 
Get the facts! Send for an illustrated booklet of 
specific details on Heil fuel oil truck tanks. The 
wide range of styles and sizes assures meeting 
your exact requirements. 


Factories: Milwaukee — Hillside, N. J. 


District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, 
Detroit, Chicago, Minneapolis, Kansas City, Dallas, Los Angeles, Seattle 


Heil Whippet tanks are designed for the local delivery of fuel 
oil. Weatherproof rear cabinet is integral with tank shell, deep 
enough to house hose reel and meter equipment. Also supplied 
with cabinets on one or both sides. Available for immediate 
delivery in capacities from 1000 to 1600 gallons. 





Heil Meteor Jr. tanks are primarily rural delivery units in which 
mixed loads of such products as gasoline, kerosene, diesel oil, 
and fuel oil may be delivered simultaneously. They are also 
commonly used for city delivery. Available for immediate 


delivery in capacities from 800 fo 1200 gallons. 
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obvious conclusion that good business 
dictates conversion of as much crude as 
possible to more valuable petroleum 
products than the low-priced No. 6 oil. 

“A ceiling on the market price for 
residual fuel is set by competition with 
other fuel—principally natural gas and 
bituminous coal,” said Mr. Evans. “The 
top market prices for residual fuel are 
almost always considerably lower than 
the prices refiners have to pay for 
crude oil delivered to them. Excep- 
tions to this have been few, and of 
short duration, during the past twenty 
years. 

“This price relationship, together 
with the fact that in modern refineries 
residual fuel may be used as a feed 
stock . . . eliminate incentive for do- 
mestic refiners to produce No. 6 oil 
regardless of the market demand. It 
is a by-product, the yield of which 
must be minimized.” 

“The seasonal nature of the oil busi- 
ness looms bigger every year . There are 
three ways for the oil business to take 
care of increased seasonal requirements. 

“One way would be to have addi- 
tional capacity that would operate in 


the wintertime and remain idle in the 
summer, but this is a very expensive 
method. The capital cost of equipment 
for producing, refining and transport- 
ing an additional barrel per day ca- 
pacity is about $4,500. The cost of 
these facilities would represent an in- 


vestment well in excess of one billion 


dollars. 

“Some shift can be made in refinery 
yields to increase the percentage of 
heating oil production in the winter- 
time, but there are limits beyond which 
the refineries cannot go without incur- 
ring prohibitive costs. 

“The third method is to build up in- 
ventories of heating oil in the summer- 
time that would be delivered the fol- 
lowing winter. This requires plenty of 
storage, but the investment involved 
country-wide would come to less than 
$100,000,000, less than 10% of the 
cost of doing the job with reserve ca- 
pacity in the three functions of pro- 
ducing, refining, and transportation.” 

Competition among these fuel indus- 
tries, pointed out Mr. Evans, repre- 
sents a good healthy business condi- 
tion, but No. 2 oil also is competitive 


with gasoline for its share of the barrel 
of crude, with the railroads who have 
asked for huge increases in the produc- 
tion of diesel fuel. 

“The barrel of crude takes a tor- 
tuous route until, in completely 
changed form, it is finally sliced up 
and turned over to the home oilburner, 
automobile, locomotive, steamship, in- 
dustrial plants and other consumers. 
As far as humanly possible, the special 
needs of each are provided for with 
products supplied at a fair price that 
will net the refiner a reasonable profit 
in accordance with the American way 
of getting the job done.” 

“Adjusting Burners for Economy in 
1950” was the subject of an address 
delivered by Harold K. Ricker, sales 
engineer, Gilbert & Barker Co. at the 
session. He began by pointing out 
that rather than talk about the progress 
gas is making as a home heating fuel, 
the oilburner industry should concen- 
trate on the gains oil heat has made. 
Referring to the ability present in the 
industry, Mr. Ricker paid tribute to 
the high grade engineering talent the 
industry has and reminded the en- 





Here’s a NEW BOOK 


about FUELOIL HANDLING 


O meet a demand for information on fueloil handling problems, 
we have brought together in a 64-page book, the most significant 
articles from FUELOIL & OIL HEAT that cover among other things 


DELIVERY PROBLEMS 

AUTOMATIC DELIVERIES 

DEGREE-DAY SYSTEMS 

TRUCK PROBLEMS & TRUCK SELECTION 
RATING DRIVERS 


Order your copy of FUELOIL HANDLING for a dollar. It’s illustrated 
with photos, tables, diagrams and charts. 81/2 by 11 inches. 


PRICE $1 


When ordering we shall appreciate your sending a check or money 
order to avoid bookkeeping on hundreds of small orders that we receive. 


HEATING. PUBLISHERS, Inc. 
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New York 16 
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a new automatic SCOTSMAN at 
the price of a hand-fired furnace! 


There’s no ceiling on your prospect list for automatic heating when Ye 
you offer a SCOTSMAN Automatic Furnace at the price of a = 
hand-fired furnace! SCOTSMAN gives you this great price ad- 
vantage plus the strongest selling features you'll find in any furnace 
on the market.... 


1, Oil-fired gravity type—blower cabinet 
available if desired. 


The manufacturer 
of Scotsman 
furnaces has been 
first in vaporizing 
burner advance- 
ments since 1933 
—first with pilot 
firing, modulating 
control, all-stage 
burner. 


2. Thermostatic operation without elec- 
tricity. Saves up to $40 installation expense. 













3. Scotsman all-stage vaporizing burner with 
D-L modulating control and limit control. 


4. 72,500 B. T. U. output. (Commercial 


Standards) 


5. 77.9 % efficiency. (Commercial Standards) 





6. Hundreds of Scotsman furnaces in 
operation today. We’ll refer you to users. 






Write Dept. F-5 for Catalog and Prices! 





AMERICAN GAS MACHINE COMPANY 


ALBERT LEA, MINNESOTA 


gineers that they must “continue to 
point the way to an even more intense 
application of the best techniques of 
installation and adjustment.” 

Using a tiny cube to represent a 
quantity of fuel oil, Mr. Ricker pre- 
sented a visual demonstration of what 
happens to fueloil in the process of 
combustion, describing how it is ac- 
complished, what gases and elements 
are involved. He used different col- 
ored cards to represent each component 
and employed them to illustrate what 
occurred. 


The demonstration assumed perfect 
combustion and Mr. Ricker next re- 
viewed what could be determined by 
an analysis of flue gases. 

“Assume, then, that we have drawn 
off a sample of flue gas. We know that 
the volume of H.O becomes negligible 
as it condenses in the sampling tube 
in cooling to room temperature. So we 
remove the green block from our visual 
lineup to indicate its disappearance 
from our consideration. 

“We now have remaining only the 
so-called “dry” gases. Since this par- 

















@® Careful investigation discloses the Lynn Burner is even 
more competitive in price than at first thought... 
comparable in price to any other burner with a high-efficiency 
head, besides offering a bonus in quality. The Lynn Spiral-Ex 
head, designed for 100% “‘cat’’ oils, has new and immediate sales 
appeal. Lynn is easy to install, easy to service, adjustable under 
fire to correct mixture of oil and air. Five models—.65 to 15 
G.P.H. This is a rare opportunity for alert dealers to obtain 
an immediate, substantial and a steady profit producer. 
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LYNN PRODUCTS COMPANY 


Box 531, Lynn, Massachusetts 
Manufacturers of Oil Burners Since 1922 


Spiral-Ex Head 









Easy to sell 
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ee Easy to service 


High-efficiency 
Heal—at a 
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ticular part of the demonstration as- 
sumes perfect combustion, we have only 
two dry gases left in our sampling tube 
in significant quantities — nitrogen 
(N:) and carbon dioxide (CO,). Our 
analyzer is equipped to measure the 
percentage of CO, in the sample and 


we find it to be 15.6%. This is the 
average maximum figure which can re- 
sult from perfect combustion. The ac- 
tual maximum for a given oil depends 
on its carbon-hydrogen ratio. 

“Since this was assumed to be perfect 
combustion to begin with, we knew in 
advance that we should obtain the high- 
est possible CO, reading. Reference 
to this chart shows that this maximum 
reading of 15.6% COs is possible only 
when there is no excess air used for 
combustion. 

“In practice we must admit a certain 
amount of excess air to the fire to in- 
sure clean burning under all condi- 
tions. Even very small variations in 
draft, atmospheric density, air tem- 
perature or oil viscosity would upset a 
flame adjusted for perfect combustion. 
So we must accept a CO, reading less 
than 15.6% CO,. Later I will show 
you the effect of various CO, readings 
on seasonal heating costs. 

“Let us suppose that an additional 
amount of air, as represented by this 
other gray and yellow block, was used 
in setting a particular oil fire. Adding 
this to the blocks already on the table, 
we can see that the volume of gases 
leaving the boiler (as represented by 
this line-up) is considerably increased. 
The amount of CO, (the orange block) 
does not change, as we can see, but its 
percentage of the whole is now con- 
siderably less than with our previous 
perfect combustion line-up. If we 
analyze a sample of the flue gas which 
this combination of blocks stands for, 
we will get a reading of 7.4% COs2. 
Referring to the excess Air Chart we 
see that this means we are using 100% 
excess air. Twice as much as is the- 
oretically required! What is the effect 
of this excess air? 

“First, in order to get this doubled 
volume through the heater the gases 
must flow at double the speed and this 
does not allow them to remain in con- 
tact with the heating surfaces long 
enough to do a good job of heat trans’ 
fer. Second, twice the volume of use 
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It's Wilson's HAIR F 
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temperature equipment 
Company 
Exclusive distributors of 


Carrier Air Conditioning & York Heat units 
in Metropolitan Chicago 


The famous Edgeseal, The 
Original Hair Filter with 
the patented seli-sealing 
edge. 


The popular Honeycomb, the 
dressed up H-/r Filter that is 
so easy to handle. 





This aggressive Sales Organization 
distributes complete lines of air 
conditioning and heating equipment to 
meet the ever increasing demand 

in these specialized fields. Wilson Edge- 
seal Hair Filters are used exclusively 
to insure maximum air cleansing 
efficiency in maintaining unexcelled 
unit performance. As with many other 
leaders, Temperature Equipment 
Company knows that Wilson 

Hair Filters deliver maximum clean- 
ing without clogging—more 

cleaned air per filter. 
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SAVE DELAY—DOUBT—DOLLARS 


Send for samples with details and prices. Wilson Havr Filters 
are another quality product of Wilson & Co., Inc., famous for 
outstanding quality in meats, sports equipment, pharmaceu- 
ticals, hair products, etc. 









W. J. WAHL, owner (Skokie Air Filter Service) says: 
“J have been servicing air filters in homes, 
plants and offices over twenty years. Two 
years ago I took on Wilson filters and have 
congratulated myself ever since. They not 
only give far more value per dollar, but are 
a money-maker and time-saver for me... save 
my hands, too.” 








RERRRLRSE EEL ERES 











WILSON & CO., INC. 
(Air Filter Division), 4100 S. Ashland Ave., Chicago 9, Illinois 


ania eeeaeaeareeme tT TEST SEC EASE CTE LT TSS C4 f pee 











ae : 
re. J ie eS 


LSON'S ILTER 
sii 


Mint averting. i te” > 
rms Se Oo Ses x Weg 


¥ Ter 


























less nitrogen has been heated from 
basement temperature to stack tempera- 
ture, causing greater stack loss. In 
addition, a quantity of equally useless 
oxygen—useless because it was not re- 
quired for combustion—has also been 
heated to the stack temperature caus- 
ing added waste of heat. 


“Obviously, one way to reduce stack 
loss is to control as exactly as possible 
the excess air entering the heater. The 
burner itself is equipped with means 
for such control by the manufacturer 
and should be set by the installer to 


produce a clean fire using the least 
possible air consistent with flame stabil- 
ity. The installer must make sure that 
uncontrolled air does not enter the 
heater at any point. Such leakage may 
occur through the burner setting or 
combustion chamber, between sections 
of a furnace or boiler or around doors 
and observation ports. A draft gauge 
is invaluable in detecting the points at 
which uncontrolled air may be enter- 
ing the heater. 

“And speaking of the draft gauge— 
one should be used to set the draft on 
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PATENT PENDING 
DEALERS REPORT 


PULSATION 
REDUCED! 


EFFICIENCIES INCREASED 
OIL SAVINGS REPORTED 








Dealers: The cost to 
you is low. You can 
make a tidy profit 
installing KUT-A- 
PULSE and show it to 
your customers for 
less than a delivery of 
oil will cost! 











NOZZLE BODY. 


e@ PROFITABLE SALES AND SATISFIED 
CUSTOMERS ARE MULTIPLYING FOR 
KUT-A-PULSE DEALERS AND JOBBERS! 





INSTALLED IN FIELD IN FEW MINUTES. FITS ON ANY STANDARD 


TRIAL ORDER © MONEY BACK GUARANTEE 





KUT-A-SYZ Manufacturing Co. 


MONEY WILL BE RE- 
TURNED IF MERCHAN- 


SEND CHECK WITH ORDER 


3614 East Tremont Avenue SAVE C.O.D. 
New York 61, N. Y. 
SE ae KUT-A-PULSE@.......... TOTAL .......... 
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Estimated Fuel Consumption at Various 
Stack Temperatures and CO, Settings 


Percent Gallons 
Percent Stack Stack Fuel 
CO, Temp. Loss Oil 
10 500 20 1000 
5 1000 62 2105 
8 700 30 1143 
10 1000 35 1231 
10 400 17 964 
je 400 15 941 
14 400 14 930 
14 500 16 953 


each installation in accordance with the 
burner manufacturer’s specifications. 
Too high a draft will cause the hot 
gases to move out of the heater too 
rapidly. High draft will also pull in- 
creased amounts of uncontrolled excess 
air through any undetected point of 
leakage. High draft, therefore, in- 
creases stack loss. Too low a draft can 
cause soot, odors and incomplete com- 
bustion—also a source of inefficiency. 
Correct draft will be just sufficient to 
remove the products of combustion 
away just fast enough to avoid crowd- 
ing them back onto the still burning 
fuel. 

“Even if a burner has been adjusted 
to a high percentage of CO:, there may 
still be a considerable stack loss if the 
boiler or furnace is not so designed as 
to absorb the heat efficiently. Using 
the CO, readings we have already as- 
sumed, we can see that a reading 10% 
CO, with a 1000° stack temperature, 
for instance, would cause a total stack 
loss of about 35% as can be seen on 
this Stack Loss Chart. This is a con- 
siderably greater loss than the approxi 
mately 23% which would occur at 
7.4% CO. and a 500° stack. If we 
had a 10% CO, and a 500° stack, our 
losses would drop to 20%—an im- 
provement from 35% loss which must 
be credited. 

“Lowering the stack temperature a 
given amount will do more to reduce 


Estimated Fuel Oil Consumption at 
500° Stack for Varying CO, Settings 


Percent Gallons 
Percent Stack Fuel 
CO: Loss Oil 
5 32 1176 
6 28 EDL 
7 ZY 1067 
8 929 ep} 1032 
9 21 1013 
10 20 1000 
iE 19 988 
sla 18 975 
13 17 964 
14 16 953 
[56 LS 947 
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stack losses when the CO, setting is 
low than when it is high. Also at a 
constant CO, the percentage change in 
the stack loss is fairly uniform for each 
100° change in the stack temperature. 
At 10% COs, for example, each incre- 
ment of 100° changes the stack loss 
about 3%. At 15% CO, an incre- 
ment change of 100° makes a differ- 
ence of about 2% in the stack loss. 
“On the other hand the change in 
stack loss caused by each change of 
1% in CQO, at constant stack tem- 
perature is not in uniform increments. 
Stack loss is decreased less by the same 
percentage increment of CO, in the 
upper range than in the lower range 
where the curves are much steeper.” 
Two other papers were presented 
also, but due to space limitations which 
would prevent their adequate coverage, 
they will be reported next month. One 
of the papers, by Peter Payson, assist- 
ant director of research, Crucible Steel 
Co. of America, was on the subject if 
“Stainless Steel Combustion Cham- 
bers.” The other, on “Refractory Com- 
bustion Chambers,” was delivered by 
Carter Hamilton, Jr., district sales man- 


age, A. P. Green Fire Brick Co. 


Industry Session 


President A. T. Atwill was chair- 
man of the Industry Session held on 
Wednesday morning, April 26. The 
first of three speakers he introduced 
was Stanley C. Hope, president, Esso 
Standard Oil Co. 

Mr. Hope referred to the “crisis” of 
gas competition and indicated it would 
compete with heating oil along the 
Eastern Seaboard, the most concen- 
trated automatic heating market in the 
country. Accepting this as a challenge, 
he asked what the industry could do 
about meeting it. 

Heretofore, he explained, the bulk 
of our competition has been within the 
“family” and no other fuel, generally, 
has presented formidable opposition to 
the growth of oil heat. In fact, for 
“two or three years after the war we 
had more customers than we knew how 
to take care of.” Now, recognizing 
competition from a real opponent, we, 
as an industry, have to “get out and 
sell oil heat.” Mr. Hope enumerated 
these advantages for oil heat: 

“There is no fuel more automatic 
than heating oil. 





“There is no fuel cleaner than heat- 
ing oil. 

“There is no fuel which gives more 
comfortable heat than heating oil. 

“There is no fuel which can measure 
up to heating oil in dependability. 

“There is no fuel as safe as heating 
oil. 

‘And finally, in a great many parts 
of this country there is no fuel as 
economical as heating oil.” 

“Everyone from the stock clerk, the 
tank truck driver, the oilburner in- 


staller, the service man, the salesman, 
right up to the head of the company, 
must sell oil heat.” 

A real sales job for the entire indus- 
try is indicated and it is essential that 
the oilburner industry “present a 
united front to gas competition,” he 
continued. 

Mr. Hope offered as proof that oil 
heat can withstand the inroads of gas 
by citing the 19% gas in oilburner 
installations in the Middle West dur- 
ing 1949, against a 13% average for 
the country. “Remember,” he added, 
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BOILER 





BUSINESS? 


Everyone’s making big 
money on FEDERAL BOILERS! It’s 
the easiest thing in the world 
to sell FEDERAL BOILERS because 
they’re trouble-proof, economi- 
cal and come in sizes to meet 
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Oil and gas fired units, ideal for 
use with radiant heat, steam or 
hot water heating systems. Low 
water line, Deluxe two-toned ham- 
mertone finish jacket. Large fur- 
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leg construction. Tankless coils 
guaranteed to deliver fully as 
rated. 
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Vertical tubular water leg boiler. Oil or gas fired unit for 
small low cost homes with radiant heat, hot water or steam. 
Includes instantaneous domestic hot water. Compactly built, 
takes up less floor space. Complete with combustion chamber, 
flush or extended jackets, 
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Stoker, oil and gas fired units. 
Have extra long flue passes, large 
furnace volume and low water line 
assuring efficient heat transfer. 
Heat loss prevented by insulated 
steel fire and flue doors. Espe- 
cially suitable for launderettes and 
commercials. 

*360,000 to 528,000 net B.T.U. 
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“this is comparing fueloil with natural 
gas under the worst possible conditions. 
We don’t expect we will be faced with 
such a price differential in the East.” 
In fact, the price of natural gas prob- 
ably will be increased, declared Mr. 
Hope, since a Btu of heat in the form 
of gas sells for only a fraction of the 
cost of a Btu of oil at the well. 

Taking the case of the campaign 
conducted by the Baltimore dealer 
group to combat natural gas in that 
area, Mr. Hope emphasized the ex- 
treme importance of advertising and 
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long life. Will withstand working tem- . 
peratures of 2600° F. Designed for TZTe tT 
use with "Combustion Heads." Pre- Tey eT 
fabrication saves labor costs. Can be 
cut with a saw. Packed in ‘Break- 
Pruf'' cartons with 10 Ibs. of Castable 
Cement for floor. 


Low cost. Finest 
quantity. Designed 
for long life. Avail- 
abe in following dia- 
meter sizes; 12", 
16", 18", 20". Packed 
complete with heat- 
resistant hardware. 


S.0.S. PRODUCTS COMPANY, Inc. 


282 - 284 Nassau Avenue 
Brooklyn 22, New York 


telling the story of oil heat to customers 
and prospects. 

Gas industry problems are complex, 
too, continued Mr. Hope, beginning 
with the fact that prices will not be 
as cheap as it has been indicated they 
might be, followed by the necessity of 
expansion to overcome the problem of 
inadequate and overloaded distribution 
mains and the expense of changing ap- 
pliances from manufactured to natural 
Another headache is 
the maintenance of high installation 
standards and, “Finally, .. . they must 


gas operation. 
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exercise eternal vigilance to protect 
their customers against the possibility 
of unsafe or hazardous operation.” 

The oilburner industry, too, said Mr. 
Hope, must make certain its own house 
is in good order, with particular em- 
phasis on raising the level of installa- 
tion standards and the quality of serv- 
ice. A program of education for all 
phases of the industry is indicated. 

“In summing up, let me emphasize 
my firm belief that to meet the chal- 
lenge that faces this business success’ 
fully, we must unify this great in- 
dustry; we must present a solid front 
and truly work together. Let’s broad- 
cast far and wide our own confidence 
in the advantages of oil heat. 

“We should develop an intimate 
knowledge of the strength and the 
weaknesses of our competition and 
target our sales plans on those weak 
spots. I agree with and advocate the 
principle of a strong attack being the 
best defense, but let’s keep our de- 
fenses strong by always maintaining 
the standards and ever increasing the 
quality of our own operations. 

“Most of all, I urge you, as mem- 
bers of the oil burner industry, to 
join in building a strong sales pro- 
gram and to carry through that pro- 
gram effectively. We all must recog’ 
nize that selling oil heat is the job 
of everyone in this industry and that 
selling involves every action, every 
part of his work. 

“We should drive home, literally 
into the home, the theme that oil 
heat is the best heat. Let’s keynote 
our program by always stressing the 
advantages of oil fuel. Let’s talk about 
its cleanliness, its comfort, its con’ 
venience, its dependability, its econ’ 
omy and its safety. Let’s do it to- 
gether as one united team. Above all, 
let’s do it forcefully, but on a plane 
and with a dignity that befits a large 
and important industry. If we do this, 
this industry will grow and prosper 
and will continue to render a service 
desired by the people of this coun’ 
try.” 

Second speaker at the Session was 
Roberty Gray, editor, FUZLomL & OI 
Heat, whose talk “Competitive Fuels” 
was devoted almost exclusively to a 
discussion of the implications of nav 

(Continued on page 140) 
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THE NEW 1950 EDITION OF 


HEATING VENTILATING AIR CONDITIONING 


GUIDE 


N E W 
GUIDE 
Announcement 


The new 1950 Edition of HEAT- 
ING VENTILATING AIR CON- 
DITIONING GUIDE is now ready 
for delivery. —Here is the book with to- 
day’s answers to current questions on 
Heating, Ventilating and Air Condition- 
ing problems. Engineers, contractors, 
students, educational institutions and 
libraries will want this revised Edition 
which contains 44 pages of brand new 
text material making a total of 50 chap- 
ters and 1420 pages. 


You, too, should use this storehouse of 
information which will prove so useful 
whenever you have any problem relating 
to Heating, Ventilating and Air Condi- 
tioning. 


TYPICAL SECTIONS 


AIR CONTAMINANTS—Shows latest acceptable limits for toxic 
gases, presented from the viewpoint of the industrial hygiene engineer. 
AIR DISTRIBUTION—Illustrates methods of obtaining proper air 
flow and distribution. Formulas for air flow and charts for graphical 
solution of problems are included. AIR DUCT DESIGN—New air 
friction charts for two ranges based on recent studies of A.S.H.V.E. 
Research Laboratory. Also separate enlarged charts included. Method 
of correcting for pipe roughness given. Formulas and tables for circular 
equivalents of rectangular ducts. Various methods of duct design 
illustrated. CODES—Convenient reference list of latest editions of 120 
codes and standards relating to Heating, Ventilating and Air Condi- 
tioning. COOLING LOAD—Presents methods of determining com- 
ponents of cooling load. Principles of periodic heat flow applied. Sum- 
mer design information given for 315 localities. Simplified method 
of calculating heat gain through walls and roofs. DRYING SYSTEMS 
—Theory of drying explained. Typical dryers illustrated. Methods 
of drying disectied. Computations and examples included. FLUID 
FLOW—Basic theory of fluid flow through pipe, nozzles, and orifices, 
presented clearly and concisely. FUELS, COMBUSTION AND 
EQUIPMENT—Describes properties of various fuels. Discusses meth- 
ods of burning fuels. Gives formulas and methods for computing 
combustion losses. Adjustment and operation of fuel burning equip- 
ment explained. HEAT LOSS CALCULATIONS—Includes basic 
formulas and large number of tables for determining building heat 
loss for typical construction. OWNING AND OPERATING COSTS 
—Shows method of establishing actual cost of air conditioning to the 
owner. PHYSIOLOGICAL REACTIONS—Discusses principles and 
research upon which proper air conditions for human occupancy are 
ased. Revised comfort chart is included. Describes effect of air 
conditioning in preventing and treating disease. REFRIGERATION 
—Simple presentation of the different refrigeration cycles, and_ brief 
treatment of most commonly used equipment arrangements and con- 
trols. Emphasis is placed on application of refrigeration. THERMO- 
DYNAMICS—Includes tables of most recently determined properties 
of moist air and water from —160F to +212F. Enlarged psychrometric 
chart provided. WARM AIR SYSTEMS—Gravity and forced circu- 
lation system design presented in. accordance with latest accepted 


practice for both large and small systems. 





NOW 


IS THE TIME TO PLACE 
YOUR ORDER FOR THIS 
NEW, REVISED AND COM- 
PLETELY UP-TO-DATE 


GUIDE 


This new Edition with its 50 chap- 
ters packed with valuable data, tables, 
charts, etc., on current engineering 
practice, together with complete Index 
and Catalog Data Section featuring 
equipment and materials for all types 
of Heating, Ventilating and Air Con- 
ditioning work is a MUST for those 
who want the best, authentic data ob- 
tainable on these subjects. 


See typical sections shown herewith 
and make sure of receiving your copy 
of this big, new book by filling out 
the coupon below and sending to us 
with a check or money order for only 


Price $7.50 
The Master Reference Book of the Industry 


Blue Cloth Binding 6 x 9 inches 
Published by 
THE AMERICAN SOCIETY OF HEATING AND 
VENTILATING ENGINEERS 
CLIP AND MAIL TODAY! 
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Forum on Gas 
(Continued from page 74) 


frigerators, freezers, etc., you should 
have several banner years. There is a 
great opportunity in front of you. It 
may mean a partial dislocation of your 
business to do this, but the reward will 
be great to those who have vision 
enough to go ahead. 

The true measure of salesmanship, 
however, lies in the large urban mar- 
kets where gas is plentiful. In the new 
home, there will be a difference in in- 


stallation costs between the gas burner 
and the oilburner. In the very small de- 
velopment homes where a_pot-type 
burner can operate efficiently, gas can 
still be installed for approximately $50 
ess. In the new home of average size, 
we estimate this difference to perhaps 
be about $100. We hope that competi- 
tion will narrow this spread. 

When this is coupled with the fact 
that operating costs will be greatly in 
favor of oil in most Eastern markets, it 
makes it comparatively easy for you to 
point out to the prospective buyer of 
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and TROUBLE SHOOTING SCHOOL 


See live demonstrations of Service Problems that over 4,000 dealers 
and servicemen have called their “Oil Burner College.” Join the 
personally conducted tour that will help make YOUR Service 
Department more profitable to you. 
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automatic heating that the lower instal- 
lation cost that the gas burner now en- 
joys will be overcome by the difference 
in operating costs in a few years. This 
has been demonstrated on several occa- 
sions that I know of in the Philadelphia 
Area where homes have been purchased 
by workmen having a moderate income. 
These people find themselves con- 
fronted with gas bills during the ‘colder 
winter months which really hurt them 
to pay. If this has been true with the 
mild weather we have had during the 
past two winters, what will their re- 
action be with the bills they will have 
when we experience an abnormally cold 

| winter? 
I would like to develop this theme for 
a moment. Our Research & Develop- 
_ment Department keeps a pretty care- 
| ful eye on comparative cost of fuels. 
| Excluding installation and maintenance 
| costs, but including typical efficiencies 
of the respective fuels, the picture that 
| they give us for the past three years 
| looks like this: In Philadelphia in the 
| year 1947, if you were a home owner 
| burning gas, it cost you the equivalent 
| of fueloil at about 15¢ a gallon. In 1948 
| this average for gas was about 17¢ a 
| gallon and in 1949 they estimate that 
| gas cost the equivalent of fueloil at 18¢ 
_a gallon. The average price of furnace 
oil in Philadelphia to the home owner 
| in 1949 was less than 11.5¢ per gallon. 
While the picture is not yet clear, 
I would guess that the difference in 
| costs of the two fuels will more and 
| more tend to quickly overcome the dif- 
' ference in the original installation costs. 
If the figures I have given you are ap- 
proximately correct, they would imply 
that this original cost differential is 


| wiped out in about two years in the 
average home. Even if it takes three, it 
certainly appears that the long term pic- 
ture promises savings to the home own’ 
er who heats with furnace oil. 


I would suggest that each of you 
compute your own overall cost differen 
tial. You know the BTU content of 
your oil and the price that you get for 
it. The BTU content of the gas in your 
market is a matter of record as is the 


cost per thousand cubic feet. A few 
minutes with a pencil and paper and 
you have the basis for your story. Then 
check with a few acquaintances who are 
using gas to heat their homes. This will 
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sive you a quick analysis, complete with 
facts and figures to use on the next 
prospect. 

In Philadelphia, for example, it is 
estimated that the average home heated 
with gas consumes 200,000 cubic feet 
over the course of the heating season. 
There are at present an estimated 100,- 
00 homes heated by gas in the Greater 
Philadelphia Market. I have long been 
intrigued with wondering what would 
happen if we had an unusually cold 
spell. As an example, it is estimated that 
each of these homes would consume 
2,700 cubic feet of gas in a 24-hour 
period if the temperature remained at 
zero for that time. This would be 270,- 
000,000 cubic feet of gas consumed in 
home heating in a 24-hour period. In 
addition, there would be the industrial 
load, the home cooking and hot water 
heating load and the other established 
uses for the product. The effect of this 
increased load on the distribution lines 
will be enormous. 


All of us know the terrible drain on 
supply of product and on energy that 
is necessary during a continuous 30-day 
interval of exceeding low temperature. 
We also know that the gas companies 
will have the same problem under the 
same conditions. It is a known fact that 
during these periods in the past in other 
areas it has been necessary to partially 
or even totally shut off the supply of 
gas to industrial consumers in order to 
maintain the home heating load. Until 
we go through such a period again, we 
can but wonder what the effects will be 
in this area of ours. 

There is one last and perhaps most 
important thing that you must do— 
RENDER SERVICE. This service must be 
so good that it will closely approach the 
service offered by the gas company. 
This is not going to be easy but here 
again you have one advantage. You will 
be able to personalize your service to a 
far greater extent than they can. This 
service means that you must set your- 
self up in such a way as to insure your 
customers they will always have auto- 
matic heat, no matter what comes. 

One way to do this is by establishing 
a form of operative maintenance. This 
term has been used extensively by auto- 
mobile manufacturers, oil companies, 
and service station operators in promot- 
ing lubrication. It has definitely been 





| New Rochelle, N. Y., Bridgeport, Conn. 


proven to be worth while, and there is 
no reason why its success cannot be 
duplicated by you. 

When you drive up to a service sta- 
tion today it is customary to expect and 
receive services including windshield 
cleaning, checking oil and water, battery 
inspection and tire inflation. The oper- 
ator has found from experience that this 
type of service pays. You, too, will find 
you will be able to do many simple little 
things like this in servicing an oil- 
burner. 

When you go into the basement on 


a service call, do not be content only 
with curing the immediate trouble, but 
take an extra five minutes to look 
around and see where the next poten- 
tial source of trouble is likely to occur. 
By forestalling this you will create good 
will, and when in addition the home 
owner knows that you are a neighbor 
and fellow businessman in the com- 
munity, you will have created a per- 
sonalized contact which is priceless. 
You must make your customer feel 
that he has safe, efficient and economi- 
cal heat which is always there, and 
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AN EXCLUSIVE 
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THE HUSKY 


For G. E. and Premier 
Furnace cleaners hav- 
ing rod support. Easy 
to clean. 

$11.20 


(3 or more 
$10.10 each) 


THE STAR 


For early models 
Premier and G. E. 
Furnace Cleaners 
not having rod 
support. 


$13.00 





Outlasts any Bags 
in our 19 Years 
Experience... 


sturdy, well-made bags with 


Welted Seams. 
Triple Lapped and 
Lock Stitched with 
Heavy Linen Thread. 
Inside Seam Sealer. 


good. 








With Branches in 
Jamaica, N. Y. 
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Knowing the faults and shortcomings 
of dust bags, SID HARVEY after years 
of study have developed a series of bags 
designed to answer the demand for 


Every feature is the result of dealer 
demand for an efficient, durable and nace Cleaners. 
LOW PRICED dust bag. A test will 


convince you that there are none as 


(3 or more 
$11.70 each) 









THE JUMBO 


Extra large 6 ft. bag for all 
models G. E. and Premier Fur- 
More filtering 
Reduces back pressure. 
Maxi- 


area. 
Gives peak performance. 
mum motor efficiency. 


$19.95 
(3 or more $17.95 each) 
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never becomes a source of concern or 
Ac C U rd Te A Hf SW f I © worry. You can easily convince him 
that, in addition to equal or better per- 
formance and service, it is more eco- 
dem a ad nomical. The extra time and care you 
spend in service of this type will amply 
repay you many times over. 
Acc Le rd Te Da td Your oil supplier will help you ac- 
complish this. Some suppliers are now 
doing this very thing; namely, making 
available to you all types of sales pro- 
motion and advertising guidance and 
assistance. 


In addition to the necessity for good 
public relations and for advertising, it 
is your responsibility to train your per- 
sonnel, especially your service and in- 
stallation men. You must make sure 
that your service work is of the highest 
quality. It is also your responsibility to 
furnish your drivers and salesmen with 
all the information we have discussed 
here and as much more as is pertinent to 
your individual market. They must 
learn it by heart so that they know it 


Accurate checking of heating and air con- and can answer intelligently any ques- 
ditioning installations is essential to proper 
operation. And proper operation is, in turn, 
essential to comfort in the home and peak effi- 





tions as to why oil heat is preferable to 
gas. It is not enough to thumb through 


ciency in many industrial operations. Bendix- a book, looking for answers. They must 
Friez precision instruments, built to U. S. know their story and know their prod- 
Weather Bureau standards, furnish the exact ny 


information that both the customer and the con- 


tractor need. Write for complete information. Collectively, you must join together 


to establish and foster high quality 
standards for the equipment you sell 
and the installations you make, not only 
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MODEL 160 because a satisfied customer is an invalu- 
Portable Humidity and Temperature able asset but also because the mainte- 
Recorder 


nance of such standards will give you 
| one top-notch future sales argument— 
safety of operation. 


3” x 5” charts, 10 or 30 hour records. 
Modern design . . . handy for small 
space and difficult locations ... built 
to meet unusual conditions. 


You are well aware that leaks in the 
oil tank or in oil lines show themselves 
up promptly to the eye. This is not true 

| of gas. I am not attempting to be an 
alarmist—this situation has arisen and I 
believe will arise more frequently, in 
BENDIX-FRIEZ | the following manner. When a large 

demand for gas heat is present, some 
en ' manufacturers may be tempted to in 
' vade such markets with an inferior 
Hair-operated and calibrated to professional stand- aa burner. Less efficient dealers are 


ards of accuracy by the maker of the world’s finest tempted to do inferior work for a 
. Wie a ° 
weather instruments. Handsome, modern case—4" high, cheaper price. It is in these situations 


52” wide, 1%” deep—desk or wall mounting. 
where the material or workmanship, 
or both, are not up to a high stand: 
ard that danger exists. This is not an 
original thought of mine but comes from 
the gas companies themselves. In some 
markets they are quite concerned with 





Precision Humidity and Temperature Indicator 


FRIEZ INSTRUMENT DIVISION of 


Baltimore 4, Maryland 
AVIATION CORPORATION 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 





| 
| 
1322 Taylor Avenue » | 
| 








May 


- 1950 











the 


ves 


rue 


dl 

in 
rge 
me 
in’ 
‘ior 
are 


ons 
ip, 
nd- 

an 
‘om 


vith 


it. Cheap work and inefficient material 
will never give satisfactory perform- 
ance and, where gas is involved, a dis- 
tinct danger is also present. 


In conclusion, we should not become 
alarmed when we read of the progress 
which natural gas is making. 

Oilburners will not be sold and in- 
stalled in as great numbers as they were 
in 1947, but only a few weeks ago I saw 
the estimate of the OHI predicting that 
the sales of oilburners would reach 700,- 


000 during 1950. That is a “lot of oil- 
burners” and you are going to receive 
your share of the new installations, 

You are in a very competitive mar- 
ket and also a buyer’s market. New 
burner business and new oil business 
will not come to you like it has in the 
past. You will have to go out and get it, 
and use every argument that you know 
of in order to obtain it. 

The future lies in gas or oil. It’s up 
to you which will get the lion’s share. 


Sherwood’s "Town Meets Gas 


. HAVE CONSIDERED myself singular- 
ly fortunate in having been able to 
have a part in this great Industry and 
its development over the past 18 years, 
because, while our Company had been 
in the fueloil business to some modest 
extent prior to 1932, it was in Septem- 
ber of that year that we actually be- 
came oil heat people when we under- 
took the sale and servicing of oilburners. 


Since that time we and other compa- 
nies have stuck pretty closely to the pro- 


grams and policies which were laid out 
at that time, namely to package oil heat 
and all of its various elements into one 
unit of burner, service, and oil, because 
we have always believed that in so doing 
we would be able to render a better 
overall service to the public. 

As I think most of you know, prac- 
tically the entire Oil Heating Industry 
in Baltimore has followed the pattern 
which was started those years ago. Con- 
sequently we have a number of strong 





organizations who are in the complete 
Oil Heat business, each of whom is ren- 
dering a splendid service to the public. 
These organizations have reliability, 
strength, and stature back of them and 
a very deep and sincere desire to build 
their businesses, and consequently the 
Industry, on a sound and wholesome 
basis; and now that we have the strong 
competition of natural gas in the Balti- 
more area it seems that the building up 
over these 18 years of a strong Oilheat- 
ing Industry is perhaps beginning to pay 
off. 

In November, 1946, I had the pleas- 
ure of presenting a paper on gas com- 
petition with oil heat at the A.P.I. meet- 
ing in Chicago. In that paper I stressed 
the things which our Industry should do 
to set its house in order with regard to 
the services rendered by us to the pub- 
lic. I shall not repeat here what I said 
there except to emphasize some of the 
high points. In my opinion we should 
strive hard to always make forward 
progress by: 

1.Constantly keeping up the fine 

work being done in our research to 
develop even better products in- 
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© Good profits on each 
sale 

© Repeat orders on 


Chemistone element 


® Cuts down service 
calls and builds cus- 
tomer good will 


Klemm offers a complete 
line of fuel oil filters, both 
glass and metal bowls. All 
filters have the famous 
Chemistone filtering ele- 
ment. Suggest a Klemm 
Fuel Oil Filter on every 
call and watch your sales 
grow! Write today for 


‘ Model 
illustrated folder. 4306 


1718 N. Damen Avenue ® 


New York 4, New York 





SELL KLEMM FILTERS With 
Every Summer Service Job 





KLEMM FUEL OIL FILTERS 


Chicago 47, Illinois 


Export Division: Guiterman Co., Inc., 355 Williams Street, 
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with CONTROLS...in heating, refrigeration, aircraft or industrial 
processing...there’s a better solution at General Controls. For 
General Controls actually do more and cost less. So if you have a 
product or process where control is vital...check with any of the 
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cluding fueloil and oilburners and 

their accessories. 

2. Constantly making better and bet- 
ter installations. 

. Always bettering our burner serv- 
ice as to quality, efficiency, and 
cost. 

4, Continuing to perfect our oil de- 
livery methods so that they become 
truly automatic. 

5. Constantly making improvements 
in our customer relations by what 
we say and how we say it, what we 
write, what we do, and how we 
look. 

Inasmuch as most of the marketing 
companies in our area are what you 
might call grown-up or adult organiza- 
tions, it is, I think, the feeling of most 
of us that only by making the sum total 
of the Oil Heat Industry worthy of 
growth can we each expect to have our 
individual businesses grow, believing 
that each will get his share of the total 
business depending on his relative in- 
dividual merits. It was in the light of 
this thinking that some years ago, when 
some of the leading jobbers felt it wise 
to organize an Oil Heat Association in 


2 


Baltimore, such a development became 
possible because most of us know each 
other and have a basic and intrinsic re- 
spect and liking for each other, and now 
that natural gas is coming into our mar- 
ket we can look back and see how for- 
tunate we were to have organized an 
association those years ago, because it 
gave us a mechanism through which we 
could all work together in meeting a 
mutual competitor. 

There has been enough already said, 
written, and published to make it un- 
necessary for me to go into the back- 
ground and development of the natural 
gas industry. The facts are well known 
and while there seems to me to be still 
a fairly large amount of mystery about 
the whole development, we can never- 
theless see the practical aspects as they 
are today and say that natural gas is 
here, and it is going to be here, and it 
very definitely forms real competition. 
On the other hand, we in Baltimore feel 
that we still have a good package to sell 
in oil heat. 

With that as a background, through 
the Oil Heat Association, (which is now 
a chapter of the Oil Heat Institute) 


various committees were formed, vari- 
ous studies were made, and a great deal 
of work and thinking was put into the 
questions of how to proceed, what we 
wanted to accomplish, and how to go 
about it. As this is a basic problem of 
competition between existing fuels and 
a new competitor, a cooperative alliance 
was made with the Baltimore Coal Ex- 
change, and the President of that or- 
ganization is a member of our Adver- 
tising Committee. Many of the jobbers 
in our area deal in both coal and fueloil. 
After we analyzed the rates that had 
been applied for by the local Gas Com- 
pany with the Public Service Commis- 
sion, which rates were later approved, 
we were able to go through the usual 
engineering processes of making those 
calculations necessary to relate the cost 
of oil to gas, and this analysis con- 
firmed our belief that in spite of the fact 
that natural gas is a better buy than 
manufactured gas, there is nevertheless 
still a sufficient margin of advantage in 
our favor to justify our continuing to 
have a profound belief in the value of 
oil heat in the interest of the public. 
Perhaps the first element we had to 








VIKING ROTARY 





For Every Petroleum Pumping Job § 


BULK PLANTS 


A complete line of Viking bulk station 
twin and multiple units are designed 
to meet your requirements. Totally 
enclosed, out-door twins (90 gal. per 
min. each pump) . . . standard con- 
structed twins in capacities of 50, 90, 
200, 300 and larger . .. multiple uni'‘s 
uP, to 6-pumps on a single base (90 
2 per min. each pump). Ask for 
ree calnetins 405EE aaa BAOOEE today. 


TANK TRUCKS 


Check the rugged Viking truck mount- 
ing pumps with integral thrust bear- 
ing, valve on head, long stuffing box 
and revolvable casing for handy port 
Available in 35, 50, 90, 150 

and 200 gpm sizes. Ask for free 
bulletin I507EE today. 


location. 


BARGES, TANKERS, TERMINALS 


Viking pumps in capacities of 200, 300, 
450, 750 and 1050 gpm are available 
in a complete range of mounting styles 
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to fit your requirements. All are self 

priming for fast, smooth delivery and 
are capable of stripping tanks dry. 
Ask for free bulletin 2900EE today. 


PUMPS | 














jobber. 


Kasier® 


| You make more net profit on each 
| sale because compact Aldrich 
| Boiler Burner Units are packaged 
| fully erected, ready to install. 
| You make more because Aldrich 
gives your customers a better price, 
| more usable living space, 
| changeable oil and gas burners, 
more heat with less fuel, other im- 
portant advantages. 


ALDRICH 


ALDRICH COMPANY 
103 East Williams St., Wyoming, Ill. 
Subsidiary of Breeze Corporations, Inc. 
JOBBERS: You'll make more money with Aldrich — 
write for facts about Aldrich Boiler Burner Units and 


Aldrich precision built oil burners; models from .75 
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UNIQUE NEW “BANTAM,” 
rated at 100,000 BTU per 
hour is especially designed 
and priced for modern low- 
cost homes. 45 in. high; oc- 
cupies 20x33 in. floor space. 
Provides heat and domestic 
hot water in excess of FHA 
requirements, 


SERIES “‘B’’ Heat-Pak Units 
give dependable, efficient per- 
formance on all types of steam 
or hot water heating systems. 
Six sizes 118,000 to 808,000 
BTU. Ideal for residences, 
commercial and industrial 
establishments. All Aldrich 
Boiler Burners also available 
for hot water supply only. 
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face was the fact that the Gas Com- 
pany and natural gas got a tremendous 
amount of free publicity through the 
local newspapers. The bringing of nat- 
ural gas into the Baltimore area was and 
is, of course, important news to pretty 
nearly everyone, because a great deal of 
cooking and hot water heating is done 
by gas in the Baltimore area. The im- 
pressien was given in this publicity that 
gas was going to be really dirt cheap 
and literally going to be like manna fall- 
ing from heaven. We, of course, knew 
that this was not true. However, that 
was the impression that was being given 
the public. I think the mere word “nat- 
ural” plays a large part in this psycho 
logical reaction on the part of the pub- 
lic. I think they feel that natural gas is 
something that is virtually free, that it 
is right there waiting for you and all 
you have to do is to run a pipe line and 
there it is! We, of course, again know 
that that is not true. However, all of 
this background did create a situation 


which had to be met. 


Our first policy, therefore, seemed 
to be to create our own public rela- 
tions activity. Because of the fanfare 
given gas, and the fact that the Oil Heat 
Industry is a stable and established in- 
dustry in the area, it was unlikely that 
the newspapers would give oil any free 
publicity. In cther words, so much 
ballyhoo had gone into natural gas that 
they would naturally be in an untenable 
position to all of a sudden come along 
and give us a real boost in the public 
mind. That left us with the inescapable 
conclusion that if we were going to 
reach the public it would have to be 
done by paid advertising and that meant 
money. 


After some effort we were able to 
raise a fund of some thousands of dol- 
lars. To date there have been about 
eighty subscribers to our fund, cover- 
ing a pretty good cross section of the 
local Industry. The Association em- 
ployed a Public Relations Director, who 
also acts as Executive Secretary of the 
organization. It has been his job to han- 
dle the large volume of detail involved 
in the program and to perform the func- 
tion of keeping us all on our toes. The 
Advertising Committee employed an 
advertising agency and a great deal of 
time was spent in giving them the back- 
ground of the problem and in develop- 








. . . with new Bowser 
Rotorol meters. You can 
lower your delivery 
costs per gallon and 
increase the return on 
your investment in 
trucks and drivers! 





DEPENDABLE ACCURACY 


Best of all, this increased loading speed is possible with- 
out any sacrifice in accuracy. True, positive displacement 
measurement assures sustained accuracy at high or variable 
delivery speeds on gravity or pump operation. You get 
full profit from every gallon! 


ROFORGL ACTION 


is Free as a Breeze’! 


Unique Rotorol design offers practically no resistance to 








liquid flow. Note the absence of large wearing surfaces and 
the large volume of liquid dispensed per rotor revolution. 
This means longer meter life! 


IF YOU LOAD BY GRAVITY 


. .. Chances are 9 out of 10 that 
Bowser Rotorol meters will pay 
for themselves well within their 
first year of operation. If you've 
hesitated to install meters be- 
cause of low storage heads or 
if your old meters “slow you 
down,” new Rotorols are just 
what you've been waiting for. 

Write today for literature on 
the new Rotorol to Bowser, Inc., 
1330 Creighton Avenue, Fort 
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You SAVE’ 


when you use 
OIL FILTER VALVES 






No. 1900 Oil Filter and Constant 
Level Valve made with 3%", /2"', 
and 3%4"" inlet 1.P.T. male thread 
and %‘' and '/2"' outlet 1.P.T. 
male thread. 


Another Guardian Original ! 


First produced by Guardian, this new 
oil filter valve has had a remarkable 
acceptance because it guarantees 
perfect installations in less time. 
Elimination of nipples and fittings 
reduces labor and parts costs. Fewer 
joints reduce the possibility of costly, 
troublesome leaks. 


oY 
No. 1200 
Individual Tank 
Control Valve 


EN 
oe 


No. 1300 
Two Tank Control 
Valve Assembly 


Guardian Oil Valves are precision 
machined from solid bar stock. Hav- 
ing no porosity, pin-hole leaks are 
absolutely eliminated. Other Guard- 
ian features: metal-to-metal seat for 
perfect closing and longer life, taper 
seat on body with radius on stem to 
prevent locking, adjustable pack- 
ing nut with special J-M graphite- 
asbestos packing. All valves are 
tested under 250 Ibs. pressure. 





Underground 
Tank Valve 


Dealers: Write for Name of 
Nearest Jobber. 


Ask about Guardian Flexible Cou- 
plings. Over 4 million in use. 
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No. 1400 
Globe Valve 
for Oil, 
Water or Gas 
To be sure you get 
Guardian quality 
look for the name 
Guardian stamped 
on the body of the 
valve. All Guardian 
valves are GUAR- 
ANTEED valves. 
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ing the policy and program we were go- 
ing to follow. All of this has been pretty 
well organized and already we have run 
numerous advertisements in the local 
papers starting off with a full page ad 
titled “Don’t be confused.” During May 
we will use 60 outdoor poster boards. 
Truck bumper strips have been used. A 
speakers’ Bureau is being formed and a 
“canned” talk prepared. 


There was a lot of debate, of course, 
as to what selling theme or copy policy 
we were going to follow and after 
analyzing the various factors, and in- 
asmuch as on the current price of fuel- 
oil the rate on natural gas indicates that 
the adjusted cost of gas per b.t.u. is 
about 50% more than oil, it was decided 
that we would hammer hard at the cost 
of gas compared to oil. Manufactured 
gas, of course, costs considerably more 
than oil, and the local public is well 
aware of that fact. However, in the pub- 
licity given natural gas it would appear 
that natural gas was going to be dras- 
tically cheaper than manufactured gas, 
so we felt that our best effort would be 
spent in convincing the people that in 
spite of the fact that there is a reduction 
in cost in converting from manufac- 
tured to natural gas, there is nowhere 
near the reduction that would seem to 
be indicated by the impressions given in 
the free publicity and in the Gas Com- 
pany’s advertising. Consequently, as I 
have said, we adopted the copy theme 
of comparing the costs of the two fuels 
for home heating for various size dwell- 
ings and we have so far consistently fol- 
lowed that line and we believe we are 
on the right track. We have adopted as 
our slogan “Oil heat costs less—much 
less than natural gas.” 


In addition to the cost feature, we 
also tell the people that oil heat is auto- 
matic, quiet, clean, and especially, safe. 


It was found early in the game that 
even among the rank and file of em- 
ployees in our Industry there was a lot 
of misunderstanding and lack of specif- 
ic information about the relative merits 
of natural gas and oil. A large mass 
meeting of Industry people was called 
together where our good friend Bob 
Gray made the principal address, and 
did a fine job. There were other speak- 
ers who explained what the problem 
was, what the Indstry was doing about 
it, and the relative merits of gas and oil. 
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FEATURING: “Convertibuilt’’ 
models designed for burning oil 
or gas, or oil now and gas later. 


WINTER 
AIR CONDITIONER 


or Oil Now, Gas Later 





Forces clean, fil- 
tered, humidified 
heat throughout 
your home. Eco- 
nomical, depend- 
able, finest 
quality 





or Oil Now, Gas Later 


For hall, closet or util- 
ity room installation. 
Cool, compact, power- 
ful. For filtered, hu- | 
midified, forced heat. ” 
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MOL BURNER 





Conco Magic Spray Oil Burner in two 
sizes to meet a wide range of applica- 
tions. Produces a clean, quiet flame of 
intense heat, assures maximum fuel 
economy. 


CONVERSION 
GAS BURNER 


Conco Monoflame Gas Burners in 
Standard and DeLuxe models — 80,000 
to 210,000 BTU input per hour. Manu- 
factured under license from Roberts- 
Gordon. 

WRITE us today for complete infor- 
mation on the Conco-Heat line and 
dealer franchise. 
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Pamphlets were also distributed. There 
were about 800 people at the meeting 
and it is our feeling that a great deal 
of good was accomplished. 


When the advertising is run in the 
newspapers, copies are made for distri- 
bution to our employees and existing 
customers through direct mail, statement 
enclosures, with fueloil contract and 
burner service contract mailings, etc., it 
being quite obvious that one of the big 
jobs to do is to keep our own customer 
groups satisfied with fueloil and satis- 
fied that they made the proper decision 
when they installed oil heat. If we can 
keep our existing customers firmly on 
our side, the selling power that they can 
exert is truly tremendous. 


While all of this was going on, one 
of our committees met with officials of 
the gas company and registered with 
them our belief that their practice of 
rendering so-called or partial free serv- 
ice, was an unsound economic program 
and we felt that it should be changed 
to a cost or charge basis such as is gen- 
erally used in the Oil Heat Industry. 
They countered by saying that they did 
not render free service except in the case 
of gas leaks and a few other small di- 
rections, but as yet we have never been 
able to get from them a clear cut state- 
ment of their policy and practices with 
regard to the servicing of gas burning 
heating equipment. 

The other big complaint we had 
against them lay in the method that is 
used of extending gas mains and con- 
nections into new developments where 
new housing is being created. They have 
a practice, which is covered in their 
published tariffs, whereby when a new 
residential development occurs they ex- 
tend mains into that development. 
There is a charge made against the de- 
veloper, which charge receives credit 
against it based on the amount of load 
or demand created by the equipment 
installed in those houses. As the sched- 
ule works out it means that the credits 
counterbalance the charges if gas heat 
is installed in those new houses, This 
offers a pretty attractive deal to the new 
house developer because by installing 
gas heating equipment, thereby building 
up the gas load, he can make quite sub- 
stantial savings. Our contention is that 
this is unwarrantedly tough competition 
because it puts into the hands of the 
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COMBUSTION 
CHAMBERS! 


Have your Engineering Department 
check your percentage of scrap saving! 


We are specialists in producing heat- 
resistant stainless steels for combustion 
chambers. Whether you are a large or 
small user of these steels our steel- 
making facilities can offer exceptional 
service by especially shearing to your 
specified combustion chamber steel 
blanks, or multiples thereof. 
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HEAT-RESISTANT STAINLESS STEELS 


Give your combustion chambers all 
four operating advantages 
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developer the choice of the equipment 
and fuel that the ultimate buyer is go- 
ing to use, depriving the ultimate buyer 
of the power of choice or selection. 
However, after these meetings with the 
Gas Company people and after a couple 
of meetings with the Public Service 
Commission, we have been unable to 
make any headway in the direction of 
having this practice changed. 


This again leaves available to us only 
the development of public sentiment 
through education by means of public 
relations and advertising, so that there 
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OIL BURNER! 





will be such a demand for oil heat that 
the builder or developer will want to 
install oil heat instead of gas heat in 
order to better effect the sale of his 
houses to those who buy them, at least 
he should give the buyer his choice. 

Again, while all of this was going on, 
we all felt that it would be desirable for 
the various companies engaged in the 
oil heat business to step up their own 
advertising. This has been done. In- 
dividual company ads are appearing 
regularly so that almost constantly there 
is something about oil heat and oilburn- 
ers in the press and on the radio. Prac- 
tically all such ads run the slogan we 
have adopted, some using it as the copy 
theme of the ad. This cumulative effort 
has been helpful. 

The getting in motion of all of these 
activities has not been exactly easy, but 
on the other hand it has not been too 
difficult because everyone here realizes 


the terrific impact on our business that 
/ natural gas might have. The large inac- 
curate impressions given the public, if 


PRESSURE ATOMIZING: Combus- | 


tionhead, with vertical nozzle, is located 


inside the furnace or boiler. Pressure 
air, guided by "Swirlator,"" mixes with 
oil vapor to produce a highly turbulated 
volatile mixture resulting in a swirling 


ball of flame. 


e NO COMBUSTION CHAMBER 
REQUIRED 


e NO CARBONIZING ON NOZZLE OR 
IGNITION POINTS 


e HIGHER CO. — GREATER COMBUS- 
TION EFFICIENCY 


e@ INSTALLATION PROBLEMS GREATLY 
SIMPLIFIED 


e BURNS THE NEW TYPE OILS 


Write for Literature — We are looking 
for live, experienced dealers. Let’s Get 
Together! 


SWIRLING HEAT CORPORATION 


1775 Broadway, New York 19, N. Y. 


Research Laboratories: 
2818 N. Washington Bivd., Arlington, Virginia 
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allowed to stand, could really cause our 
business considerable damage. All of 
which brings us to about where we are 
today. 


There are constant meetings of the 
various Committees in the local Industry 
working on various phases of this over- 
all problem, and just recently after 
study and research a further develop- 
ment of our advertising campaign has 
been worked out and machinery set in 
motion in order to collect the necessary 
amount of money to carry on this great 
promotional campaign for oil heat. Ac- 


_cording to present calculations it appears 


that a contribution to the campaign of 
approximately 1/20th of a cent per gal- 
lon of fueloil over a 12 month period 
would give us sufficient funds with 
which to develop an adequate program. 


It is with considerable pleasure that 


I have noted a growing awareness of the 


Oil Heat Industry on the part of top 
officials of the major companies. They 
are becoming increasingly interested in 
the preservation and growth of this 
very important part of the entire Pe- 
troleum Industry and we are hoping 
that in this effort we will have the co- 
operation and support of all. It is an 
Industry that has grown up. It is no 
longer in three-cornered pants, and 
when we have a new big strong com- 





petitor entering the field of automatic 
heating it behooves us all to join forces 
and give the newcomer a good run for 


his money. 


We in Baltimore are going to con- 
tinue the fight with our sleeves rolled 
up. We believe that we have explored 
and studied all of the available channels 
of combating the Gas Company and its 
policies and methods, and we believe 
that we have boiled all of this down into 
a relatively simple and direct policy for 
procedure . . . to give the public the 
facts—and to SELL Oil Heat. 


We must never lose diligence in keep- 
ing ourselves posted on all pertinent de- 
velopments. New material of a factual 
nature will come up from time to time. 
We should be able to think of new 
ways to present our story. From what 
I can gather it seems that the economics 
in the natural gas picture indicate high- 
er rather than lower costs for the future. 
Time appears to be working on our side. 


Other communities, particularly here 
in the East, are now, or are going to be 
confronted with the same competition. 
We believe that with the gas rates 
which appear to be patterning along the 
Eastern Seaboard we still have in oil 
heat a dandy package to sell to the pub- 
lic, one which we know he will buy if 
only he can be presented the true facts 
in the case. The more numerous the lo- 
calities here in the East that get into this 
scrap the better off the entire Industry 
is going to be. Each one helps the other 
and has an accumulative effect. I would 
urge, therefore, that each community 
which is confronted with this problem 
meet the problem head on and prompt- 
ly, and set into motion whatever ma- 
chinery is appropriate to that commu- 
nity. Each locality will, of course, have 
its own individual problems which have 
to be developed, and which have to be 
solved through the collective wisdom 
and energy of those immediately con- 
cerned. Of course it is not easy, and of 
course the whole situation in Baltimore 
is still relatively new, and certainly no 
one can guarantee just how well it is 
going to work. On the other hand, there 
appear to be sufficient signs here to lead 
us to believe that our efforts are by no 
means in vain and by continuing on 
we firmly believe that we are going to 
be very much farther ahead than if we 
had not carried on the crusade. 
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General Electric ENGINEERING— America’s buy-word for 
efficiency — gives you the MODERN Furnace and Boiler 
Cleaner—a powerful, easy-to-handle unit that does the job 
fast, thoroughly and economically. 

This superior, high-vacuum machine (1 full h.p.; 43” 
water lift; weight only 51 lbs.) will make a hit with your 
clean-up crews . . . step up their productiveness . . . bring 
you more satisfied customers . . . more clean-up jobs to bill. 

The model aAvi-F908 G-E Furnace and Boiler Cleaner, 
which comes with special furnace cleaning attachments, 
provides both SUCTION and BLOWING. Power unit can be 
lifted from tank and converted into a powerful blower by 
removing bag and substituting coupling and guard. 


You'll also find the sPECIAL G-E CHIMNEY-CLEANING 
SET brings down the chimney soot and gets it into the 
machine with a minimum of muss and fuss. Revolving 
handle and vacuum hose fit through special shield which 
keeps falling soot from escaping into 
cellar. Set includes Shield, Crank, 

Chimney Flue Brush, Duct Brush 
and eight 4-ft. extensions. 


MAY WE send you the new Illus- 


trated Folder which tells more about 
MODERN furnace-cleaning equipment. 


Just mail coupon below 


Furnace and Boiler Cleaners 


GENERAL @@ ELECTRIC 
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GENERAL ELECTRIC COMPANY, Dept. 22-1621 
1285 Boston Ave., Bridgeport 2, Conn. l 


Send me your new Folder on G-E Furnace and Boiler Cleaning 
Equipment. I 


sas» cant sens ne eli aahelin aps cme ebacimiieaeailiinalaen 


139 





Convention Features 
Optimism 
(Continued from page 128) 
tural gas expansion and how it will 
affect oilheating sales. 

Attributing the reasons for the up- 
surge of natural gas to the fact that 
“it has been a bonanza for the Wall 
Street promoters while the game 
lasted,” Mr. Gray explained that the 
Big Inch pipelines built during the 
war at a cost of $120 million had been 
paid for in transportation fees by the 
end of the war. No individual oil 
company could make use of the ca- 
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Possible New Gas Heating Users 


(Based on Pipelines now Under Construction, Approved for Construction, or Probable. 
Assuming 25% of Line Capacity for Central Heating) 





1950 1951 
East Coast 250,000 380,000 
Midwest 320,000 254,000 
Mountain 39,000 69,000 
Pacific 161,000 89,000 
Total 770,000 792,000 


pacity of the lines, and the threat or 
fear of Justice Department charges 
of collusion prevented a group of oil 
companies from taking over operation 
of the lines. 

Oil men, as a matter of fact, recom- 
mended that the lines be used for 
gas, with the result that a group, 
headed by Holley Poe, purchased 
them for $146 millions. Since then, 
there has been a rash of pipeline 
promotions, all of them generally suc- 
cessful. 

Again, continued Mr. Gray, the 
large bulk of gas is a by-product of 
oil wells and after it was forbidden 
to burn it off in high flares, there 
was a scramble to sell the gas at al- 
most any price. Today, the picture has 
changed considerably, nearly all flare 
gas has been taken up and new pro- 
duction is making higher priced deals 
for its gas. 


Quoting from a paper A. J. McIn- 
tosh, chief economist, Socony- Vacuum 
Oil Co., prepared for the Western 
Petroleum Refiners’ Association meet- 
ing in San Antonio, Mr. Gray referred 
to new pipelines authorized by the 
Federal Power Commission, or that 
are likely to be authorized, and re- 
vealed all will be completed by 1953. 
The total new natural gas to become 
available from the lines in the next 
three years is “at the rate of a little 
under 3 billion cu. ft. a day, but it is 
most significant that 55% of this will 
be coming from lines completed in 
1951, 37% from lines completed in 
1952 and only 8% from lines com- 
pleted in 1953.” 


The history of the natural gas in- 
dustry indicates that about 25% of 
this load will be allocated for domestic 
heating, and on this basis the follow- 
ing table was presented as an esti- 
mate of possible gas heating installa- 
tions for the next four years. 

“It is entirely possible if not prob- 
able that these installations will be 
spread out over more years, but the 





1952 1953 Total 
187,000 63,000 880,000 
181,000 55,000 810,000 

7,000 115,000 
148,000 107,000 505,000 
523,000 225,000 2,310,000 


table does serve to show the relative 
impact on various sections of the 
country of this temporary flush post- 
war crop of pipelines. 

“When this expansion period for 
the gas industry is past there will 
naturally continue to be _ further 
growth but apparently at a lower an- 
nual rate. In the four postwar years 
1946-49, inclusive, average gas instal- 
lations were 474,000 a year and, after 
this present splurge, the industry will 
conceivably settle back to some such 
number. Oilheating’s average rate 
since the war has been 613,000 a 
year. That average should at least be 
maintained. For the first quarter of 
this year we were 19% above last 
year, and if we could hold that 
through the year we would do 730,- 
000. So you see that even now, in 
the flush of its success, gas is not 
hurting us too much; as an industry 
we can still eat regularly.” 

A survey conducted by Household 
magazine was referred to as enlighten- 
ing and significant in that it surveyed 
readers on fuels that they use, broken 
down by sizes of towns. The survey 
covered several thousand homes from 
all states, but the sample was weakest 
along the Atlantic Seaboard and 
strongest in the Midwest, Southwest 
and Pacific Coast. As a result gas 
probably shows up a little stronger 
than it actually is nationally. The fol- 
lowing tabulation shows the survey 
results: 

Percent of Homes Heated with Various 


Fuels, Central Heating 


Coal or 

Oil Gas Wood 

2,500 or less 16% 71% 717% 
2,500 to 10,000 2 |i 65 
10,000 to 25,000 17 14 69 
25,000 to 50,000 24 13 63 
50,000 to 100,000 18 29 53 
100,000 and more 17 21 62 
All sizes 19 17 64 


“It is clear from the table that oil 
does just about as well in all city size 
groups, while gas is weak in the small: 
er places and gains strength with 
city size.” 
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In its selling in indivdual market, 
stated Mr. Gray, the gas companies 
claim three advantages over oil heat: 

1. Burner service—free in most 
cities, or rather included in the cost 
of fuel. 

2. A constant supply of fuel with- 
out ordering. 

3. Every gas installation is about 
perfect. 

They represent three strong points 
to refute and in so doing, it probably 
will be necessary to change some of 
our habits. Initially, we must remem- 
ber, “Gas is not coal.” In this con- 
nection, Mr. Gray traced the growth 
of oil heat in direct opposition to coal 
even when oil was considerably more 
expensive and suggested the oilburner 
industry might better de-emphasize 
the cost angle and “prove to the pub- 
lic that oilheating is better than gas 
and let them have a fuel saving as a 
bonus. The theme would be that oil 
heat brings you so much for so little.” 

“Before we can prove that we’re 
better than gas, we ought first to 
match them on the three points raised. 

“On burner service costs, it would 


definitely help to tie this to the fuel, 
just as the gas crowd does. A dealer 
would add a set amount to every gal- 
lon of oil he sells to cover all service 
and parts. If all customers were on 
such a uniform service basis, a good 
job could be done considerably cheap- 
er than it is done today, and the 
loading on oil price to cover it would 
not be heavy. If we worry about rais- 
ing the oil price to cover this, .we 
must remember that the gas utilities 
could reduce their rates if they left 
out service, but they're just smart 
enough to know that they can get 
more from the public in the long run 
if they can avoid the irritation that 
comes to a customer over an occasion- 
al high service charge.” 

“On our delivery practices, no one 
needs to tell us that to equal gas every 
fuel oil company will have to use 
accurate automatic deliveries, and 
preferably include Ventalarm signals. 
If some of the smaller dealers in your 
market, or large ones, still depend on 
a call-in order system, try and talk 
them out of it for the good of the 
industry. 


“Then what about perfect installa- 
tions. That is the toughest to match, 
with so many dealers in a market. 
Fred Beckwith of the New England 
O.H.I. has taken a long step in this 
direction by making real inspectors out 
of the oilburner permit men. In sev- 
eral cities he has put them through 
his burner service schools and now 
they know how to size up a good job, 
and insist on getting one.” 

“We need a considerable enlarge- 
ment of local advertising and public 
relations programs. We can’t afford 
not to raise real budgets for this, but 
they won’t be needed indefinitely .. . 
the next two years will be long enough 
for a large outlay if we actually do a 
job. For that period we should put 
in not less than 1/10¢ a gallon, and 
if we can’t afford it out of profits 
we can raise our selling price to cover 
it. If that sounds unorthodox, making 
the customer pay us to impress him, 
remember that gas utilities have gen- 
erous advertising and promotional ex- 
penses included in the costs on which 
their rates are established.” 

“How does this all add up for oil- 
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heating? Remember, that it’s two sep- 
arate problems. The national outlook 
is decidedly good. In some individual 
cities or towns where gas is no threat 
the future looks even better. In cities 
where we know gas heating is com- 
ing, there’s a real battle ahead and 
the sooner we step up to it the bet- 
ter. No outside force is going to 
come into town and rescue the in- 
dividual local marketer . . . survival is 
100% his own problem. 


“If we're weak enough, if we’re 
slow enough, to let gas invade our 
strongholds by default they can soon 
get well entrenched. If on the other 
hand we accept the challenge to act- 
ually improve our facilities and serv- 
ice to the public, and at the same time 
put on real promotional and selling 
drives for a couple of years, we can 
apparently look forward to enjoying 
the lion’s share of the heating business 
for as long as we want it. Notice, of 
course, the ‘If’ in that sentence. 

“We don’t have to work harder; 
we've just got to think straighter, and 
be willing to act promptly on the 


conclusions we reach.” 

Concluding speaker on the pro- 
gram was L. A. Casler, president, 
Casler, Hempstead and Hanford, Inc. 
and public relations counsel for the 
Institute. His talk posed the question, 
“How are your Sales Relations?”, 
which he described as an extremely 
important index to the future suc- 
cess of the industry. Referring to 
the 25% gain in sales registered dur- 
ing 1949, and an anticipated 25% 
gain again this year, Mr. Casler ex- 
plained that the casual viewer might 
conclude the present “status of oil- 
heating industry sales relations seems 
to be paying out extremely well.” 


In fact, he continued, “One might 
say that congratulations are in order. 
But not from me.” 

The factors that affect sales rela- 
tions, he explained are: 

“First, our sales are affected by our 
relationship to the overall national 
economic picture. 

“Second, our sales are affected by 
our relations with our customers. 

“Third, our sales are affected by 





Kalman Steiner, left, and Fred Ravns- 

beck, right, pictured together at the 

Show. Both are well-known as authors 

as well as for their work with heavy 
oilburners. 


our relations with our employees.” 

All these are links in the chain, Mr. 
Casler indicated, and, “the chain is 
weak.” 

“If the chain had been sound in 
1949—and I said sound not strong— 
we should have sold at least 640,000 
oilburner units, 16.5% or 70,000 more 
units than we did! 

“If the chain is made sound in 
1950, then we should sell at least 
868,000 units during the year.” 

The ability for our economy to ab- 
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sorb. is dependent, first, upon our 
ability to build that many units and 
there is sufficient production capacity 
as..attested by the volume produced 
iv1947, Next, there must be sufficient 
people to absorb this number, as- 
sured by the fact that nearly a mil- 
lion new homes were built in 1949, 
there are more than 10 million homes 
still burning coal and 2 million oil- 
burners which are more than 10 years 
old and a potential source of replace- 
ment sales. 

A third factor described by Mr. 
Casler, sufficient purchasing power, is 
covered by disposable personal in- 
come that potentially can total 200 
billion dollars this year and, finally, 
sufficient willingness to buy, answered 
by the statement, “You've got to make 
people willing to buy!” 

“Our sales during the past few 
years reflect a good job of educating 
people to the advantages of oil heat. 
But the education job was done 10 
years ago. We are not doing a good 
enough educational job today, nor 
have we for the past three or four 
years. We are living off the fat that 


we started to develop a long time ago 
—too long ago.” 

‘Many men who are genuinely and 
justly regarded as America’s top mer- 
chandisers have decried the lack of 
salesmanship today. In their need to 
express their meaning they have called 
for a return to “old-fashioned sales- 
manship’—for a return to prewar 
selling techniques. 

“Their greatest mistake was in giv- 
ing the impression that ‘old-fashioned 
salesmanship’ was something better 
than ‘postwar salesmanship’ when the 
real truth is that there was salesman- 
ship before the war and there has 
been damn little of it since. There is 
no such thing as ‘old-fashioned’ or 
‘modern’ salesmanship. You have 
salesmanship or a lack of salesman- 
ship.” 

On setting up an effective sales- 
manship, Mr. Casler emphasized that 
the first requisite was an advertising 
program, on the following basis: 

“First. Let everyone in our business 
sit down and analyze his advertising 
program from stem to stern. 

“He should see how many sales he 


is getting per advertising dollar spent. 

“Let him analyze where he is get- 
ting the most sales per advertising dol- 
lar, by geographical areas and by types 
of media. 

“Let him determine what his ad- 
vertising-sales objective is. 

“When that is done, he can start 
planning on how to do his advertis- 
ing job. And the most important 
single element in performing that job 
effectively is to make sure that the 
advertising is being followed-up by 
selling activity down along the line 
from distributor to dealer to sales- 
man ... to prospective customer. 

“Distributors, dealers and salesmen 
each should have the right promo- 
tional literature, the right selling ap- 
proaches, the correct selling tools.” 

Next in importance is employee re- 
lations to insure the organization func- 
tioning as an integrated sales unit. In 
this connection Mr. Casler stated that 
there is “no such thing as a non-sell- 
ing employee in business today!” Act- 
ually, “It takes very little time to edu- 
cate employees on their sales responsi- 
bilities, whether they are telephone 
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operators, clerical workers or truck- 
drivers. They are the most receptive 
audience you can possibly have. They 
want to be convinced that they are 
part of the team. Take the time to 
convince them and you'll see it quick- 
ly reflected in your profits. 

“Probably the most effective way 
to do this is through regular office- 
classroom sessions. Give your em- 
ployees a breakdown on the various 
products. Point out the sales goals 
you are trying to achieve and how 
the company is going about achieving 
them. 

“If each dealer will do that simple 
thing I am sure that good employee 
relations will substantially contribute 
to that 868,000 unit sales figure. 

“The second part of employee re- 
lations concerns a single segment of 
a retail organization—the fellows that 
go around with the specific title of 
“salesman.” 

“And here you are going to find 
out where I get that 868,000 figure 
that I’ve been talking about so much 
—a figure I think we must hit if we 
are to be a healthy industry—and 


here is why we must make it our 
goal.” 

Discussing salesmen’s compensation, 
Mr. ‘Casler quoted statistics to show 
that there were approximately 13,000 
salesmen in 1947 earning an average 
of $3217; 7700 in 1948 earning an 
average of $3080 and 9500 salesmen 
in 1949 earning an average of $2576. 

“If sales in 1949 were to even equal 
their 1948 income, we and they should 
have produced and sold 16.5% more 
units than they did. In other words, 
we should have sold 664,000 units,” 
Mr. Casler concluded. 

Throwing down the challenge to 
bring back the average salesman’s in- 
come this year to the level of 1948, 
Mr. Casler warned it would have to 
be accomplished with a 12,000 man 
sales force, with average retail prices 
at the same level and with no appreci- 
able reduction in factory costs. “Re- 
tail salesman are going to have to in- 
crease their average effectiveness in 
selling about 20%. They are going to 
have to sell 72 burners apiece.” 

“. . . in the aggregate, it means 
that our oilheating industry must pro- 


duce and sell over 868,000 units dur- 
ing this year!” 

Organizing and training the sales 
force to do this job, Mr. Casler said, 
should be predicted upon the follow- 


ing: 

1. Make the “entrance exams” 
tough. 

2. Give the man proper basic 
training. 


5 


3. Be sure he is equipped with 
the proper selling tools. 

4. Make certain he is out to sell 
your equipment and not just out to 
know the other fellow’s equipment. 

5. Morning conferences are a 
must. 

6. Integrate the salesman’s activi- 
ties with the manufacturer’s advertis- 
ing and promotional campaigns. 

“In the final analysis, this is not a 
test of our sales forces, it is a test of 
our ability and willingness to build 
sales forces.” 


Accessory Division Luncheon 


A highly successful luncheon was 
held, immediately following the In- 
dustry Session on April 26, sponsored 
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by the Accessory Division. Paul K. 
Addams, its chairman, presided and 
introduced the featured speaker, Wil- 
liam C. Gordon, assistant to the direc- 
tor of the research department and 
assistant manager of the commercial 
research division, Curtis Publishing 
Co. His topic, “Marketing Oil Heat,” 
was opened with a brief review of the 
development of the oilburner indus- 
try from the 12,500 burners installed 
in 1921 to the four and a half mil- 
lion in operation today. 

Quoting from a study made in 1946 
by the Graduate School of Business 
Administration of Harvard Univers- 
ity, Mr. Gordon described the three 
phases of the industry. The first, from 
1920 to 1930 was marked by aggres- 
sive sales of oilburner equipment, the 
second, from 1931 to 1938, witnessing 
a shift in emphasis from the sale of 
burners to the sale of furnace oil, 
and the third, beginning about 1939, 
concentrating on the solution of the 
consumer’s heating problem—a trend 
toward the marketing of automatic 
oil heat. 

Continuing, he cited the acquisition 


of full and complete knowledge about 
markets as the first of a number of 
significant developments in selling 
and distribution that concern the oil- 
heating industry directly. 

“The job of selling in the coming 
years will be no bed of roses,” declared 
Mr. Gordon. “Competition in all 
fields, including yours, is tough and 
getting tougher. American industry 
cannot bank on another war or a con- 
tinuance of high income and employ- 
ment to bail it out of any sales 
dilemmas it is now facing. To do so, 
it seems to me, would be a short- 
sighted, and possibly, a fatal policy. 
The problem of selling and distribu- 
tion reduced to its simplest terms, in- 
volves three things, all of which are 
important responsibilities that must 
be assumed by any enlightened busi- 
ness management: 

“1. finding those markets which 
will yield the greatest volume and 
profit; 

“2. evaluating those markets in 
terms of the selling, advertising and 
merchandising effort that must be 
put against them to get results. 


“3. making the most efficient utili- 
zation of the sales and advertising dol- 
lar by eliminating wasteful selling 
practices.” 

Next, comparing today’s market 
with the conditions before the war, 
Mr. Gordon indicated the vast changes 
that have taken place—about 1 mil- 
lion new family units come into the 
market each year, 6 million new fami- 
lies formed since 1940, enormous in- 
creases in residential construction, 
significant changes in migration, geo- 
graphical location and living habits 
and the rise in per capita disposable 
income. 

“The problems of competition and 
consumer preference are also involved 
in evaluating a market potential for 
your products. Your industry does 
not enjoy a monopoly in the field of 
automatic heating. This feature has 
been grasped by the coal industry 
with the introduction of the auto- 
matic stoker and by the gas business 
with the gas-fired furnace, both of 
which represent major competitive 
threats. The mere fact of its out- 
standing growth, nevertheless, would 
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pont .- . - MORE EFFICIENT 
PERATION 

High vacuum—extreme quieft- 
ness! 

ELECTRONIC FUEL CONTROL 
Eliminates danger of oil flood- 
ing! 

PRE-WIRED AT FACTORY 
You save by this elimination 
of wiring at the time of in- 
stallation ¢ 


bonding clips, strap, 
and Hearth Cement 
for pouring a floor— 
all in one easy-to-carry 
carton. The clips and 
strap hold the seg- 
ments in place and 
speed up installation. 





NO EXTRAS NEEDED! 


j 
ive we 


PAT. NO. 5 
2,370,008 
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Write today for details! 
ANCHOR DIVISION 
Dept. SA-2 
Stratton & Terstegge Co., Inc. 
P.O. Box 311, New Albany, Ind. 





Inquiries invited from Boiler 
AND Furnace Manufacturers 
NEW ... PROVED 
FUEL-MISER 


NCHOR 


OIL BURNER 


g.p.h. 





Chicago 4, Ill. Newark 2, N. J. 


You'll like the convenience of the standard R & I Chamber 
package, suitable for use on any job burning | gal. to 1.65 


Your supply house has it. Write us for Bulletin OB-101. 


REFRACTORY & INSULATION CORP. 


116 Wall St., New York 5, N. Y. 
Philadelphia 2, Po. 


May 
1950 




























\- seem to indicate that oil heating has by the trend of automatic heat instal- 1. Study your products. 
- a high priority on consumer prefer lations.” 2. Plan distribution efficiently. 
g ence. It does. Of the three major A close, comprehensive scrutiny of 3. Train an adequate sales organi- 
types of automatic house heating—oil, market conditions is called for, as- zation. 
t coal and gas—oil heating was still serted Mr. Gordon, along with in- 4. Develop strong advertising, pro- 
‘. the leader at the end of 1949. But creased emphasis on selling and dis’ motion and merchandising plans. 
S in terms of installations in use, its tribution, coupled with aggressive 5. Sell the idea of automatic oil 
l- percentage of the total has declined product promotion. heat as a convenient package. 
e from 53.7% in 1940 to 50.5% at the “Some of our preconceived ideas 6. Take stock of all your selling 
\- beginning of 1950. Gas burner in- about selling need to be ‘revamped. operations and see if they are in tune 
\- stallations, on the other hand, have The fundamentals of good selling with the times. 
1, increased from 30% of the total to don’t need to be changed but very “If you do all these things and do 
)- 35.3% during the same period, while often the direction of and emphasis on them well, I can see no good reason 
rs stokers have just about held their those fundamentals do. It seems to why the marketing of oil heat 
e own. me that there are a number of things shouldn’t set new records. The next 
“Further light on this question of which you as an industry or as in- 20 years in your business, as well as 
d consumer preference for house heat- dividual organizations can do to in- others, belong to the salesman. Give 
d ing was shed by our own Urban Hous: crease selling effectiveness and capital’ him the support he needs by provid- 
yr ing Survey, published in 1945. Of ize to the utmost on your market op- ing him with sound facts about the 
> all prospective home owners identified portunities. These are merely sug- market and a sales program that is 
yf by the study, gas was preferred by gestions; you may be doing some or properly geared to this 20th Century 
is the greatest number for house heating; all of them already. If they don’t selling age of ours. In the words of 
y oil ranked second and coal third. For make sense, charge it up to my ignor- your own trade paper ‘the oil heat- 
) water heating gas was first, electricity ance of the oil heating business and ing industry is limited only by its 
38 second, and oil third. Obviously, you the impracticalities of a research man.” ability and willingness to sell’.” 
of did not occupy the leading position in The suggestions, recommended to Social activities during the week 
re the mind of the consumer at that the marketing organization who de- included a cocktail party on April 25 
t- time and I doubt whether the situa- sires to implement a successful pro- and an all-day outing on April 26 for 
id tion has changed very much, judging gram, were: the ladies who attended. Tuesday 
- FOR MORE 
NOW’S the time 
Get a BINDER WATER HEATERS 
with a Gun type Burner. 
for 1950 copies of Bock w ate r estas Your Burner if you prefer. 
sizes including a low 
cost 30 gallon model 
FUELOIL & OIL HEAT are. sapplien with st 
without the oil burner. 
Come with _ electric 
wiring in place and 
besten chaser 
RemMEMBER when you re- 
membered an article in FO&OH 
$ and you wished that you had 
5 kept the issue in which it ap- 
. peared? Get a binder and have 
good reference material at hand. 
P. 
a HEATING PUBLISHERS, Inc. 
232 Madison Avenue New York 16, N. Y. B on Cc K 
qo) tye) F Wile) 
MADISON, WISCONSIN: 
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evening, April 25, witnessed the 
gathering of 250 members of the Old 
Timers’ Club. Held at Bookbinder’s 
famous restaurant, the party saw pres’ 
entation of an award to Lionel L. 
Jacobs as “Bull Thrower of the Year.” 
The trophy was decided upon as an 
annual award, following last year’s 
presentation at Boston of a scroll to 
“Doc” Ford, whose retirement the 
scroll commemorated. Arrangements 
were begun for another Old Timers’ 
party during the June convention and 
exposition of the Oil Heat Institute 
of New England. 


W. A. Matheson was toastmaster 
at the banquet held April 27 and in- 
troduced the guests at the head table. 
A program of entertainment followed. 


The next meeting of the Oil Heat 
Institute directors is planned for 
Chicago, July 11 and 12 and the Fall 
meeting is to be held in Baltimore 
on July 11 and 12. Both two day 
gatherings, it is planned, will devote 
the second day to a program for local 
dealers. 


Readers’! Forum 


SOUTH CAROLINA OIL JOBBERS 
ASSOCIATION 


Columbia, S. C. 


Editor: 

On page 5 of the National Petro- 
leum News, dated March 29, under 
caption, “Wrong War,” there is an 
interesting item which I quote in part 
as follows: 

“ONC means to maintain neutrality 
in the tug-of-war over the fuel market. 
The reason of course is obvious. Natural 
Gas is as much a part and parcel of 
many companies’ livelihood as are liquid 
and solid petroleum products.” 

Perhaps you now see what we mean 
in South Carolina when we say that 
OIIC would like to use the Grass Roots, 
but ignore considering their real prob- 
lems. 

Top management has had plenty of 
reasons why they cannot discuss jobber 
grievances as coming within the scope 
of public relations, but how can they 
brush off this one unless it be on the 
grounds that the gas monopoly sym- 


phony doesn’t harmonize so very well to 
the tune of the 34,000 oil company 
competition? 

W. L. HEINZ 


SOHIO- FLEETWING, INC. 
Detroit 12, Mich. 

Editor: | 

The writer just finished reading the 
article in the March issue, entitled, 
*1965—Looking Back,” by S. C. Bel- 
field. You are to be commended for 
printing this very interesting and time- 
ly article, and thanks to the author for 
taking the time and trouble of express- 
ing the thinking of so many fueloil dis- 
tributors. 

C. E. COFFMAN 


CITIZENS AUTOMATIC EQUIPMENT CO. 
Canton 1, Ohio 
Editor: 

The writer quite agrees with the ar- 
ticle, “1965: Looking Back” by S. C. 
Belfield that appears in the current is- 
sue of your FUELom & Ort Heat. How- 
ever, I feel that the trade papers, per- 
haps from fear of reprisals from adver- 
tisers, are afraid to emphasize the real 











Fig. #12 


NEWLY DESIGNED 


O.E.M. SLIPPON VENT CAP 
Available in 1" & 1/4" 


LIGHT—STRONG—DURABLE ALUMINUM ALLOY 
SCREENS FURNISHED NO EXTRA CHARGE 


WHOLESALERS—WRITE FOR OUR NEW 20 PAGE CATALOG 


P. O. BOX 1533 





PRICED BELOW ANY 


VENT CAP 


ON THE MARKET TODAY a 


FITS 
<« FLUSH 

TO THE 

WALL 





OIL EQUIPMENT MFG. CORP. 


NEW HAVEN, CONN. 





locations. 
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NOW-K FLUE GAS THERMOMETER 
Designed Specifically 


For HEATING MEN 


o°™ 





This steel sleeve holder which is regularly fur- 
nished, grips the thermometer stem tightly and 
provides a convenient and secure means for 
“hooking” the TEMPOINT into any sheet 
metal pipe, as illustrated. 


Temperature indications of this precision bi-metal thermometer 
are as fast as those of the usual mercury thermometer, but this 
instrument is not subject to the many breakage hazards of 
ordinary thermometers. With reasonable care it will retain its 
guaranteed accuracy of within 1% of its range indefinitely. 
The three-inch diameter face, with large numerals and clear 
graduations together with the red V-shaped pointer make the 
TEMPOINT exceptionally easy to read, even in dimly lit 


This is one of a complete line of heating test instruments, Ask 
your jobber about the TEMPOINT or write for Leaflet 775. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


7000 BENNETT STREET— PITTSBURGH 8, PA. 
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difficulty in the oilheating industry. 

Having represented a major oil com- 
pany as well as being an independent 
dealer of fueloil and at the same time 
retailing and wholesaling oilfired equip- 
ment including the servicing of same, 
the writer has actual facts whereof he 
speaks. 

It is admitted that the gas companies 
are united, in effort, behind the gas 
burning equipment manufacturers and 
dealers. They plan long range programs 
for new outlets for both fuel and equip- 
ment. While in the oil industry, even 
though some companies manufacture 
and others sell or service burners, the 
burners are a poor step-child. Wanted 
in time of surplus or a dumping place 
for by-products. 

In many cases, not only during the 
recent coal strikes, they invent excuses 
to raise or maintain high fuel prices. 
Also, at the time of a coal strike the 
quality of fuel delivered to the custom- 
er can be quite questionable. Often this 
is the time to try to sell another make of 
burner or the real appropos time for 
installation of, supposedly, trouble-free 
gas equipment. 


Regardless of the frequent surplus of 
Nos. 5 and 6 oil, in some localities, the 
refiners still maintain such high prices 
that the equipment cannot compete with 
that for gas. 

If the majors were willing to set fair- 
ly competitive prices on the fuel and 
maintain the agreed standards of re- 
fining we would have a chance against 
this formidable competitor. On the local 
scene, prior to the War the utility fur- 
nished 1,075 natural gas at $.50 per 
thousand after the base, while fueloil 
had climbed from $.06 to $.08. After 
the War, the gas increased to $.55 and 
oil to $.165, now receded to $.135 and 
$.127. This is only one community. To 
many burning the other fuels they have 
a conception that you have to be im- 
mensely wealthy to heat with oil. Fre- 
quently someone quotes a professor as 
stating that our oil reserves are danger- 
ously low but we do not hear the same 
for gas. The gas firms have superior ad- 
vertising and publicity department. 

Many times the oil company service 
representatives are just as inexperi- 
enced in their line as those from the gas 
company but the customer does not 


worry about the charges as they are 
“packed” into the monthly bill. A mas- 
ter stroke of salesmanship. 

Until there is a change in attitude by 
the refiners towards the burner dealers 
the dealer may as well take the line of 
least resistance and sell gas-fired equip- 
ment. He will undoubtedly receive bet- 
ter cooperation from the supplier of the 
fuel. 

I am not alone in this opinion but 
have a genuine interest in the oilheat- 
ing industry, as well as a financial in- 
vestment. 

GEORGE F. S. MELBOURNE 


© 


R. T. Haslam, vice president and di- 
rector, Standard Oil Co. (N. J.), who 
plans to retire in the Fall, has asked not 
to be a nominee for re-election as a di- 
rector at the company’s June 7 annual 
meeting. Until retirement he will con- 
tinue as a vice president. A scientist of 
established reputation when he joined 
Jersey Standard in 1927, Mr. Haslam’s 
career has ranged from research to sales 
and public relations. 








CROWN 


Installation 


GALONGAGE! 


your 


with For You! 





writers’ Laboratory. 


When ordering, specify depth of tank and size of opening. 


APPLIED MECHANICS COMPANY 


167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 


Outstanding in its field, 
Galongage design, con- 
struction and appearance 
does credit to the finest 
heating installation. Because Galongage measures in gallons... 
has an easy-to-read magnifying lens... requires only 4-inch head 
clearance... comes fully assembled...is approved by Under- 


bustion air. 

















NEW GAS BURNER by 42eralional 


e Directs Heat Toward Walls Without Baffles 
— 


© Supplies Air at Both 
Sides of Flame for 
Complete Combustion 


Powerful Sales Features 


e SPECIALLY DESIGNED GAS PORTS eliminate troublesome 
baffles that tend to break and burn out. 


e COMBUSTION AIR directs flame toward combustion chamber 
wall — no time-consuming plastering required in installations 


e ATTRACTIVE CABINET with shutters for regulating com- 


° A.G.A. CERTIFIED — 100,000 to 200,000 BTU input sizes. 
Representatives: Some territories open-Write! 


SS eS a a ee a eS 


To INTERNATIONAL OIL BURNER CO. 

















3834 Park Avenue « St. Lovis 10, Mo. | 
Please send me complete details on your new Gas 
Conversion Burner i 
lama dealer. amo jobber. 
Name t 
Address | 
City Zone___ State 
Firm Name | 
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THE BOOK SHELF 





Fueloil Handling, Vaporizing 
Burners New Booklet Subjects 


TWO ADDITIONS to its series of reprint 
booklets have been announced by FUEL- 
ot & Oi Heart. The first, Fueloil Han- 
dling, incorporates the most significant 
articles on the subject that have ap- 
peared in the magazine. All were pre- 
pared by persons outstanding in their 
respective fields. The book covers auto- 
matic deliveries and operating the de- 
gree-day system and tells about the selec- 
tion of the proper type of fueloil trucks. 
Other chapters explain how to rate 
drivers and lay out delivery territories. 
Included also are discussion of some 
lesser, but important phases of fueloil 
handling and delivery. Tables, charts 
and diagrams are reproduced when per- 





tinent to the subject under discussion. 
Size, 847” x 11”, 64 pages, price $1.00. 

Vaporizing Burner Service, the sec- 
ond book, contains a series of practical 
articles that appeared in FUELOIL & OIL 
Hear, written by a veteran servite man- 
ager and an oilheating engineer. It dis- 
cusses a specially important subject to- 
day because of the increasing number of 
vaporizing burner installations through- 
out the country. Well illustrated with 
drawings and diagrams, it covers in 
clear, concise fashion the principles of 
oil gasification under heat, calibration, 
constant level valves, adjusting for oil 
flow rate, flame position and correct 
draft and service to solve fuel flow and 
combustion problems. Size, 8/2” x 11”, 
32 pages, price $1.00. 

Both books are available from Heating 
Publishers, Inc., 232 Madison Ave., 
New York. 


Society Announces 1950 
Edition of ASHVE Guide 


THOROUGHLY REVISED and brought up 
to date with current practice and the 
latest research, the 1950 edition of the 


Heating, Ventilating and Air Condi- 
tioning Guide has been issued by the 
American Society of Heating and Ven 
tilating Engineers. The Guide contains 
a 1024-page technical data section and 
a 396-page catalog of the latest manu 
facturers’ products, and is the most ex 
tensive issued thus far. 

The Guide committee was assisted in 
collecting and compiling the latest infor 
mation in the field of heating, ventilat 
ing and air conditioning by more than 
35 other society members who are recog: 
nized authorities in their branch of the 
art. The 50 chapters of technical data 
in this, the 28th edition, have been re- 
arranged in seven groups for convenient 
reference to closely related material. 
The groups are: fundamentals, human 
reactions, heating and cooling loads, 
combustion and consumption of fuels, 
systems and equipment, special systems, 
instruments and codes. An extensive 
cross-index is also provided. 

Easy reference to prominent manu: 
facturers and their latest products avail- 
able for use in heating, ventilating and 
air conditioning systems is provided in 
the catalog section. Available equipment 
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FOR NO. 6 OIL 


Here’sa new and important devel- 
opment in anti-syphon valves... 
Preferred’s Type A Valve, which 
is the only valve available in these 
sizes approved by Underwriters’ 
Laboratories for use with No. 6 
oil, as well as with lighter oils. 
This angle type valve takes the 
place of an elbow when installed 
at the high point in the suction 
line, usually at the building wall, 
where the line drops to the base- 
ment floor. 


@ Built-in dashpot eliminates chat- 
tering. 

®@ The new Preferred Type A valve is 
spring-loaded and is available in 
1%", 1%” and 2” sizes for 5 or 10- 
foot head pressures. 


PREFERRED 
Anti-Syphon 
VALVE 
APPROVED BY UNDERWRITERS’ LABORATORIES 








®@ For Oils Up To No. 5—Valves C5 and C10 are available in 3” o- 


and 12” sizes. 


®@ For Oils Up to and Including No. 5—Valves B5 and B10 
are available in 34” and 1” sizes. (1” size is built up 


from 34” size with fittings.) 


1860 BROADWAY, NEW YORK 23, N. Y 
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PREFERRED UTILITIES MFG. CORP. iv 

















STANDARD PEAR SHAPED — PACKAGE UNIT 
Everything included in wooden box for complete installation 
Write for 
ON Ilustrated LITE-CAST 
"= catsiog. =~ COMBUSTION CHAMBERS 
Ss aaliee SOLD BY 
gets LEADING JOBBERS 
NATIONALLY 
ROUND—RECTANGULAR— 
AND SPECIAL SHAPES ALSO & 
PR 188 
E 
5h MONOGRAM 
No OVER 1% MILLION PRODUCTS COMPANY, INC. 
= aed INSTALLATIONS 731 N. 35th ST., PHILA. 4, PA. 
May 


1950 
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is listed under a variety of headings in 
a cross-index in this section. 

The ASHVE Comfort Chart in the 
chapter on physiological principles, has 
been revised to agree with information 
obtained from most recent ASHVE and 
cooperative research. The information 
resulting in a change of the Comfort 
Chart is discussed in the chapter. 

The chapter on heating load has been 
enlarged by the addition of a section on 
floor heat losses in basementless houses. 
A formula is given for computation of 
heat loss from the perimeter of various 
types of typical floors in basementless 
houses. 

The chapter on fuels and combustion 
includes new data on fuel specifications. 
The latest anthracite sizing specifica- 
tions are given. Typical gas analyses 
are listed for an increased number of 
present-day fuel gases. New fueloil spe- 
cifications, grades and calorific values 
are given. The number of formulas for 
combustion computations has been in- 
creased, and charts have been added for 
determining flue gas for manufactured 
and natural gas. 

Rating formulas for forced warm air 


furnaces have been added to the chap- 
ter on heating boilers, furnaces, space 
heaters. Recent developments in rating 
and performance of solid fuel burning 
space heaters are outlined. , 

In the chapter on chimneys and draft 
calculations the information on domestic 
chimney performance and selection has 
been extended. Test data for small chim- 
neys have been added, and new charts 
are provided for selection of small chim- 
neys. Several new types of chimney 
construction are described. 

Tables of bonnet and register tem- 
perature, and register delivery volume, 
which are included in the chapter on 
mechanical warm air systems, have been 
revised to include latest changes made 
by the National Warm Air Heating 
and Air Conditioning Association. 

In the chapter on hot water heating 
systems and piping, latest ASME Boiler 
Code requirements for relief valves, ex- 
pansion tank and connections, are listed. 
A new table shows ASME requirements 
for sizing of closed expansion tanks. 

Many new codes and standards of 
interest to the heating, ventilating and 
air conditioning engineer have been 


























added to the previous list in the chap- 
ter, codes and standards. Latest editions 
of the codes are indicated. Addresses of 
organizations sponsoring the codes and 
standards have been brought up to date. 

The Guide is priced at $7.50 and is 
available from the society through the 
office of the secretary, 51 Madison Ave- 
nue, New York 10, N. Y. 


© 


Robert Barnes Dickson, president and 
director, Kewanee Boiler Corp., Ke- 
wanee, IIl., and a member of the board 
and the executive committee, American 
Radiator & Standard Sanitary Corp., 
died in Kewanee on April 9 at the age 
of 67. He had been associated with Ke- 
wanee for almost forty-five years and 
was a prominent figure in the heating 
field. Mr. Dickson began with Kewanee 
as a bookkeeper in 1905, later was sales- 
man, branch manager, vice president 
and general manager of sales. In 1930 he 
was named president and director. Sur- 
viving are two children, James K. Dick- 
son of Baltimore and Mrs. Dorothy D. 
Anderson, and a grandson, Jesse B. An- 
derson, Logan, Utah. 





FASTEST 


(EXPANSION TYPE) 





eaapepe No. ]2 


FOR HOT WATER CONVECTORS, BASEBOARD 
AND FREE STANDING RADIATION 


All expansion and 
contraction of spe- 
cial composition 
disc restricted to 4 
vent slots. 


Special internal si- 
phon tube steps up 
venting speed. 


Non-ferrous metals. 





AUTO-VENT. 


Quick and easy to 
install — Ye" IP. 
connection. 


For vertical or hori- 


zontal mounting. too, Sentry Draft 


stack operation. 











3205 N. PULASKI RD. 
CHICAGO 41, ILLINOIS 
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FOR GREATER SAFETY /; 
eo CLEARER VISIBILITY // 


@ Double Dome walls 
of clear plastic that is 
shock-proof and break-proof 
gives Sentry At-A-Glance 
tank gauges distinctive 
advantages. This patented 
feature will withstand air 
pressure in excess of 100 Ibs. 
per sq. inch — Condensation 
will not cloud or affect its easy 
readability — It is guaranteed 
leakproof — and listed as 
standard by Underwriters’ 
Laboratories. Write for 
details today. Investigate 


Controls, for more efficient 


JY 
ON GUARD...“ 
24 bours a day! 
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QUICKLY AND EASILY INSTALLED - - - WRITE TODAY 
I IZALVEOTL | 


REX Rolo Comtustion Chambers COMBUSTION 


IN ANY STYLE FURNACE—WITH ANY MAKE BURNER ‘iddieils [ed 
The user benefits through higher combustion efficiency and longer life. The 







installer through the easy and quick installations. No cutting or cementing GET 
necessary. FULL 
a INFORMATION 








“NO BREAKAGE" PACKAGING 


REX ROTO Combustion Chambers are individually packed in our 
exclusive TIME TESTED-CONSUMER APPROVED shipping container. 


It is designed to withstand numerous handlings. 
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New Offerings at the Show 
(Continued from page 64) 


plugged nozzles, strainers, and filters, 
anxiously got the full story. Cities 
Service says that a “new miracle in- 
gredient”, bought from no other com- 
pany but developed by Cities Service in 
connection with the devolpment of ad- 
ditives and inhibitors for automobile 
engine oil, is now blended into every 
gallon of Cities Service Fuel Oil, and 
effectively combats nearly every major 
cause of oilburner failure. 

Tide Water Associated Oil Com- 
pany stressed its Tydol Silent Knight 
pressure burner, made in six sizes for 
up to 35 gph, eight sizes of steel boiler- 
burner units for up to 8 gph, and four 
sizes of cast-iron boilers for up to 4 
gph. 

Delavan Manufacturing Company, 
in its good display of atomizing nozzles 
of many types, pressure burner acces- 
found that 
oilheating men have gone additive- 
minded in 1950 for good reasons, and 
were giving the Delavan Sludge Solvent 


sories, and flame mirrors, 








14400 DEXTER BLVD. 
e DETROIT 6, MICHIGAN Need 
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demonstrations in the booth far more 
attention than ever before. Delavan 
says that its additive is effective, uncom- 
monly effective in fact. Only one pint 
is used for 500 gallons of fueloil to start 
out, and this is supposed to remove 
sludge from an oilburner owner’s stor- 
age tank; following this, 2 pint is 
poured in the tank for each 500 gallons 
of oil delivered. There’s nothing new 
for Delavan, says Delavan in proving 
the effectiveness of an excellent fueloil 
additive. 

Boston Machine Works Company 
emphasized new Boston-Standard draft 
controls, sizes 7” to 24”, saying its un- 
ashamedly boasts it has the world’s most 
accurate line of draft regulators. True- 
Alignment Apthorp nozzles and In- 
stant-Glo combustion chambers are in- 
tended to help pressure burner men 
attain smooth-start, silent combustion 
which is clean with high CO, readings. 
The brand new Ideal Nozzle Extractor 
is described as a service man’s friend. 
Using it he can work through the fire- 
box to remove the nozzle from a burner 
without taking out the gun tube assem- 


bly, without disconnecting the oil line 
and dripping oil on the basement floor, 
and without disturbing the electrodes 
of even a Shell head burner. 

The Frankland Fuel Conservor, 
never shown before at a burner show, 
is described as a directional flow con- 
trol, not a baffle, that cuts stack tem- 
peratures and oil consumption when in- 
stalled over the firebox of a conversion 
job having a gun burner. Combustion 
experts were very much at home amid 
the discussions that went on in the 
booth; much talk about how much oil 
is saved by cutting the stack tempera- 
ture so-and-so-much. 

Sid Harvey’s booth was as usual full 
of dealers and service men finding easy 
answers about what to do about defec- 
tive fuel units, stack controls, mators, 
etc.; Sid Harvey has all the answers, 
and does nationwide good in making 
service work more of a pleasure and a 
profit. To mention only two items of 
two dozen that could be mentioned: 
First, an excellent demonstration 
showed the effect on nozzle cut-off of 
using either a Skinner magnetic oil 











When the oil burner Servicemen answer a call 
it is easy many times to add furnace cleaning 
to the job. E-Z Fuel Oil Soot Destroyer (for 
fuel oil soot only) does a thorough, clean, safe 
job in just one application. Takes but a few 
minutes. Keep a 5 Ib. Can on each service truck, 
always. Stock the 1 lb. Cans for sales to your 
eustomers. If your Distributor cannot supply 
you, order direct. 

No. 1 Pkg. approx. 1 Ib. ...List $1.00 ea. 

No. 5 Pkg. approx. 5 Ibs. . .List $4.50 ea. 

Liberal discount to bona fide Servicemen. 
Special discount to Distributors on quantity 
purchases, allows for extending regular discount 
to Dealers and Servicemen. 
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valve (a nice feature is that this is not 
gravity-operated, hence can be mounted 
in any position; a spring closes it) or 
a Harvey Safety Cut-Off Valve in the 
nozzle line of a pressure burner. Sec- 
ond, the Relay Analyzer, designed and 
made especially by the Sid Harvey 
specialists for their own use in checking 
oilburner control panels, educates serv- 
ice men to know the proper functions 
of all makes and models of burner con- 
trol panels, also demonstrates the effects 
of making commonly-needed adjust- 
ments to such panels. 

Rochester Manufacturing Co., Inc., 
besides telling of the thousands and 
thousands of gauges it makes for 275- 
gallon tanks, had a new technical slant 
on using its special dial type thermo- 
meters to balance dampers of forced-air 
heating systems. Also featured: A 
good line of pressure and vacuum 
and stack thermometers for 
service men. 

The Edco Nozzle Filter for pressure 
burners, brand new and a show feature 
of the Eddington Metal Specialty Com- 
pany, was brought out to help end 
plugging of low gph nozzles in pressure 


gauges, 


burners. The 200-mesh nozzle strainers 
are all right, says Eddington, except 
that handling them may cause damage 
and bypassing of the oil around the fine 
mesh. The 200-mesh is not the finest 
included in Eddington’s experiences 
and development work; 425 mesh has 
been handled in the Eddington plant. 
Extremely rugged and screwed directly 
into the nozzle, the new Edco Nozzle 
Filter is aimed to end many headaches 
encountered in basements and pertain- 
ing to plugged atomizing slots of noz- 
zles firing less than 1.0 gph. 

The flow control for tankless heaters 
was one of the most interesting prod- 
ucts in Dole’s booth. It’s supposed to 
eliminate what Dole calls “overdraw- 
ing”, which means rushing 5 gpm of 
water through a tankless coil that can 
heat properly only, say, 3 gpm. The 
thing seems to work; the little gadget 
marked 3.0 gpm just won’t let through 
more than 3.0 gpm (plus or minus 
about 4%, is it?) whether the water 
pressure is at 20 lbs. or 130 lbs., hence 
rates the attention of boiler manufac- 
turers, dealers, and service men who 
get complaints when, because of high 


water pressure or other reasons, more 
water speeds through a tankless coil 
than ought to. 

Bacharach displayed its complete line 
of instruments and recorders; the smoke 
tester is now a must for thorough serv- 
ice men, and the FloRite Air Velocity 
meter permits doing a really good job 
of balancing the air flow in a furnace- 
duct system. There’s a brand new kit 
for vaporizing burners; it permits 
checking the gph rate and the levelling. 

Marietta Metal Products Corp., at a 
burner show for the first time and 
showing the new Magic Heet equip- 
ment, offers seven sizes of oil boilers for 
up to 4.5 gph, and available with or 
without burners. Special light fireboxes 
are shipped installed in the boilers, 
which have handsome enclosing jackets, 
builtin water heating coils, and other 
modern features. 

Quiet Heet’s news at the show was 
that it now offers Shell head models 
equipped with the solenoid-type Web- 
ster fuel unit. Three sizes of Quiet 
Heet burners are made for up to 16 


gph. 


Penn Electric Switch Company 











Domestic and industrial. 
Proven advantages. 











installation. 





2300 Sinclair Lane 





PROFIT PACKED! 
COMPLETE LINE! 
EASY TO SELL! 


FLOORLEVEL BASEBOARD 


Complete hot water package. 
Easy to store, sell and install. 


|} =©CONVERSION OIL BURNERS 


BOILER-BURNER UNITS 


Quality design for large and small homes. 


WARM AIR CONDITIONERS 


To meet the needs of any type or size 


Write For Desirable Dealer Program 


ENERAL 


Est. 1924 
GENERAL AUTOMATIC PRODUCTS CORP. 


Formerly General Oil Burner Corp. 


Baltimore 13, Md. 






















WASTE LESS 














FUEL OIL 





Use Alken-Certified Even-Flo Fuel 
Oil Conditioner in your oil and be 
certain of obtaining the most for 
your money. 

Even-Flo 
giving more complete combustion, 
thereby reducing soot deposit. 

That over 1,000,000,000 gallons 
of fuel oil have been successfully 
treated with Even-Flo is proof that 
it gives “TOPS” in resulis. 

Write for booklet and FREE dem- 


onstration in your fuel oil. 


improves atomization, 


ALKEN-MURRAY CORP. 


131 E. 23rd St. 
New York 10, N. Y. 


Individual Water Treatments—Soot Removers 


Certified Alken 


EVEN-FLO 


FUEL OIL CONDITIONER 
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Write for details including 





The “Big Bag” with your name in large 
type gives you “Billboard and Soundtruck”’ 


Sales Manual and Profit Analysis 


MOLLOY MACHINE CORPORATION 


KLEENMASTER Makes Servicing Profitable 


Eliminate your service loss on oil accounts. Kleenmaster grosses 
$7.00 per customer after selling expense and labor. 


Keep your Drivers and Servicemen busy during the summer slack. 


CHICAGO 


3445 N. Western Ave. 
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brought out at Philadelphia its new 
burner-mounted primary relay, con- 
nected by three low-voltage wires to a 
smokepipe control. It’s said to be fool- 
proof in that the burner won’t start, or 
fails safe, if any of the three wires to 
the little stack control are short-cir- 
cuited, open-circuited, or transposed. 
A burner manufacturer builds the con- 
trol panel chasis into his burner in any 
way he pleases. 

Perfex men were excited about their 
new radiant energy control for gun 
burners. A small, cartridge-type device 
is strapped to the nozzle adapter and 
serves instead of a stack-mounted de- 
vice to indicate for the burner control 
panel whether or not the oil is burning. 
Mechanical in nature, this. resembles 
somewhat an electronic control; the tat- 
tletale device in the gun tube is that 
small. It is said to have some of the 
speed, also, of an electronic flame de- 
tector. For the many dealers interested 
in commercial-industrial installations 
who visited the Philadelphia show, Per- 
fex had a complete line of draft gauges, 
over-fire draft controllers, and other 


equipment needed to provide automatic 
and semi-automatic features for big 
boiler rooms. 

Automatic Products Company de- 
clared at the show it has licked a prob- 
lem of long standing and now makes a 
standard ignitor system for pot-type 
vaporizing burners. A good feature is 
that the ignitor must be hot before the 
oil is allowed to flow into the pot; the 
arrangement used for this is modern 
and ingenious. Eliminating an oil pilot 
or low fire, says Automatic Products 
Company, gives clean, efficient combus- 
tion which up to now has been beyond 
the hopes of many vaporizing burner 
enthusiasts. 

Detroit Lubricator Company pointed 
out that its new CRC-633 fuel transfer 
pump (some dealers call it a wall 
pump) needs no return line; it has a 
safety switch and float in addition to 
the switch and float used regularly to 
start and stop the pump. Of course it 
meets Underwriters’ requirements. 

Thermostate Magic, or TM, was the 
big feature in the vast Minneapolis- 
Honeywell display. There’s a long and 





interesting story behind this. Briefly, 
the TM11 Acratherm, for example, has 
improved bimetal design together with 
the last word in highly-engineered heat 
er actions, hence can be set for burner 
“on” periods as short as five minutes. 
There’s minimum “droop” because of 
the heater action, and the Acratherm 
automatically gives shorter “on” peri- 
ods during mildly cold weather than 
during coldest weather. Visitors often 
packed six deep around the excellent, 
action display of the latest Minneapolis. 
Honeywell electronic control for do- 
The Model R187 
electronic control now replaces the 
Model R177, and has two relays, which 
are the exposed type, and only one elec’ 
The safety mechanism, 


mestic oilburners. 


tronic tube. 
now the exposed type many service men 
prefer, gives a fixed 45-second safety 
timing; it is of the type a service man 
may trip off with his fingers to stop the 
burner and keep it idle. The electronic 
tube used, No. 123N7, is avaliable in 
any radio store. The Photo-Cell is in- 
stalled on the nozzle line of a gun type 
burner. To judge from the words and 








FOR BETTER HEATING 


"American" Combustion Chambers 


yy 


Us Z “, 1 American chambers for domestic oil burn- 
4 (ers are recognized for these features: 


|BETTER PERFORMANCE — American 
| light weight refractory chambers give you 
| fast heat-up, quiet operation and fuel 


| savings that mean satisfied customers. 


| HIGH QUALITY—Only high grade refrac- 
i tories built to withstand 2500° operating 
temperatures are used. 


| EASY INSTALLATION—Controlled man- 
_ufacturing and careful design give you 
| flexible pieces that fit together with a 
| minimum of effort. 

| We invite your inquiries on standard or 
j special shapes. 
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THE AMERICAN CLAY FORMING COMPANY 
TIFFIN, OHIO 
Twenty-seven years making quality refractories for the heating industry. 











WHY IS A SIMPLEX 
SIMPLE TO SERVICE? 








Every SIMPLEX has a minimum of mov- 
ing parts to get out of order. Every 
SIMPLEX uses a standard, nationally 
recognized motor. 

Add the fact that SIMPLEX heavy oil 
burners are priced for a whale of a dealer 
profit, and you know SIMPLEX offers an 
attractive dealer proposition. 

A note on your letterhead brings 

the details. 


SIMPLEX OIL HEATING CORP. 
11 Park Piace @ New York 7, N. Y. 


SIMPLEX PNEUMATIC 
TURBINE TYPE 
HEAVY OIL BURNERS 





SINCE 1910 
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RAYFIELD BURNERS 
Q | a ; FOR No. 4 or No. 5 


AYFIEL 


HEAVY OILS 









MODEL JR. 

1.00 to 5.00 GALS./HR. 
MODEL D4 

3.00 to 12.00 GALS./HR. 


- Fully Automatic 

- Self Cleaning Nozzle 

Self Lubricating 

All Electric Operation 

Pays for itself from savings 
- Burns the cheaper No. 5 oil 


HEAT RECLAIMERS 


1. Low in Price—Automatic—Easy Installation 

2. Installs on Boilers, Furnaces or Stoves 

3. For use with Coal, Gas, Oil or Wood 

4. Increases output of ANY gravity warm air furnace 
5. Heats Basements, Play Rooms, Garages, etc. 

6. The hotter the stack—the more heat reclaimed 

7. Saves wasted heat now going up the chimney 
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actions of dealers and service men in 
the Minneapolis-Honeywell booth, these 
men are ready to use more electronic 
controls. 

The Skuttle Manufacturing Com- 
pany, a leader in making humidifiers 
for furnaces, introduced at the show its 
new line of Skuttle Windmaster smoke- 
pipe draft regulators, declared to be 
easily installed and to have many ad- 
vantages over the usual swinging-disc 
type draft regulator. 

On display was the Monopump, de- 
scribed as the circulator of tomorrow 
by its manuafacturer, Mono Products, 
Inc., because of these features: no shaft 
seal, no lubrication needed, hermetically 
sealed windings, only one moving part, 
disassembled in one minute, pumps up 
to 14 ft. head. 

The Thriftymatic Heat Saver, brand 
new and of special interest to combus- 
tion experts, combines an_ excellent 
smokepipe draft regulator with a sole- 
noid-powered arrangement to drop the 
over-fire draft to practically zero when 
the burner is idle. It was displayed by 
its manufacturer, the Engineered Prod- 





RAYFIELD COMPANY 








2010-18 SO. 


ucts Company. 

A new model Sparkler fueloil filter, 
made in three sizes, caught the atten- 
tion of service men because the element 
need not be replaced each time it be- 
comes dirty, but can be cleaned easily. 
The unusual filtering element is made 
of rayon. 

Mercoid’s display emphasized the 
Visaflame line of oilburner safety con- 
trols and the Sensatherm room thermo- 
stat which, a new display board show- 
ing all the parts brought out clearly, 
has a bimetal element 17!4” long, made 
up of thin, light material for fast re- 
The 


unique mercury tube action of the Sen- 


sponse to temperature changes. 


satherm was stressed; dust and dirts 
don’t affect it. 

The Magnaflow centrifugal pump or 
circulator was shown, for the first time 
at any burner show, by Alliance Indus- 
tries, Inc. Only one moving part, run- 
ning in the fluid handled, is used. The 
rotor, directly connected with the pump 
unit, revolves on a stationary stainless 
steel shaft; bearings are lubricated by 


the fluid handled. The unit has no 
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for CATALYTIC 
OILS TO 

#3 GRADE 
2 MODELS 
1.00 to 3.00 GALS./HR. CAPACITY 


1. Amazing Economy 12 to 15% CO2 

2. Clean boilers with perfected combustion 
3. Burns Catalytic oils easily 

4. Quiet—No Vibration or pulsation 

5. Cuts user’s oil bills 14 to 36% 

6. The ideal replacement oil burner 
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shaft seals or stuffing boxes or flexible 
coupling. 

The Steel Products 
Company, a newcemer to the oilburner 
industry, made an excellent showing 
with its attractive line of Combustion- 
eer oil-fired winter air conditioners and 
pressure burners. The oil-fired winter 
conditioners are made in five sizes for 
up to 1.75 gph. Exceedingly high efh- 
ciencies, even for modern oil-designed 
unit, are featured. There are two mod- 
els of HiBoy furnaces, and three mod- 
els of the Aristocrat line. The Com- 
bustioneer conversion pressure burner 
fires from .85 to 2.0 gph. Combustion- 


Engineering 


eer is proud of its humidifier, made en- 
tirely of stainless steel and having up to 
544 sq.in. of evaporating surface, and 
cited to be representative of the high 
quality of the new line of Combustion- 
eer oilheating equipment. 

The H. C. Little Burner Company, 
stressing as always that its 
“light themselves, so they sell them- 
selves’, gave details at the Philadelphia 
show of an extremely important new 


burners 


development in its ignition system. For 








GORTON HEATING CORPORATION 


Since 1887 
CRANFORD 


GORTON VALVES 


ARE QUICK VENTING 
THE SOLUTION TO STEAM 
HEATING PROBLEMS | 


Write today for complete 
information and prices. 


Manufacturers of Heating 
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CERTIFIED Steel Boilers 


WRITE: CERTIFIED BOILER WORKS 
35 West 33rd Street 


W.B. SERIES: Scotch Ma- 
rine Boilers of efficient 
three (3) pass design. 
Flame in fire-tube and 
built-in combustion cham- 
ber is completely surround- 
ed by water. Wet base. 
Amazingly quiet operation. 
Home owners report 50% 
fuel savings. Sizes for all 
domestic, commercial and 
industrial applications. 


Sell “Certified” efficiency boil- 
er units and close sales easier! 


New York, N. Y. 
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SAY BOLT Calibration 


Can Save You Money 





of dollars annually. 


Saybolt Calibration Service prevents profit leaks and 
pays for itself many times over in fueloil savings. Con- 
tact any of the 50 Saybolt offices in the United States 
and foreign ports, or write to: 


E. W. SAYBOLT & COMPANY 
Serving the Petroleum Industry for Over Half a Century 


265 BAYWAY 


HERE’S HOW: Saybolt Calibration insures accuracy 
in fueloil meters, tank trucks, and bulk storage tanks, 
thus preventing small daily losses which total hundreds 













ELIZABETH 2, N. J. 








the first time in 20 years, runs the 
H. C. Little account of the new de- 
velopment, the igniter wire of the igni- 
tion system has been taken out of the 
oil. Now the new highly-engineered 
ignition assembly is suspended horizon- 
tally and provided with an overhanging 
shield to reflect its heat downwards to 
that the oil under it is warmed by the 
heat rays from the igniter. Oil vapor 
produced by warming the oil then is set 
aflame by the igniter. The big point is 
that the igniter wire now is out of the 
oil; the wire cannot be attacked by cor- 
rosive oil. The change, important in 
the history of H. C. Little burners, was 
made to arrive at highly satisfactory use 
in these burners of even the most cor- 
rosive fueloils. 

Automatic Devices Company, maker 
of the Weather-Man control with 
which most burner dealers who make 
large installations are familiar, intro- 
duced the new Weather-Chron day- 
night control at the show. 

The Enterprise burner, long well- 
known in the horizontal rotary cup 
field of burners and made now in ten 


sizes for up to 200 gph, was displayed 
at the show with its new P. D. Meter- 
ing Pump, the P. D. standing for posi- 
tive displacement. This is a multiple- 
piston, adjustable-stroke oil metering 
device, provided with oil by a primary 
pump of the gear type, which once set 
for a certain burning rate will maintain 
that rate whether the No. 5 or 6 oil 
being used is cold or hot. 

The Ace Engineering Company, 
listing ten sizes of Ace Uniflow auto- 
matic burners for from four to 165 
gph of Nos. 5 or 6 fueloils, high- 
lighted its Modulating Uniflow Valve 
in its exihibit booth. Receiving oil 
from the pump that draws oil from 
the storage tank, this valve divides 
the oil into two streams, one going 
to the atomizing cup and the other 
back to the oil tank. The proportion- 
ing of the oil, and the flame size re- 
sulting from this, is said to remain 
constant whether the oil given the 
Modulating Uniflow Valve is as thin 
as water or as thick as road tar. The 
new swing manifold of the Ace big 
burners has no nnn nuts; field 
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STILL THE BEST o, cleaning oil and 


gas-fired heating plants. 


ALSO: 


17 East 42nd St. 





piping is simplified greatly and 
chances of leaks are said to be elimi- 
nated. Instead of packing and ad- 
justable devices. O-Rings are used. 
Another new feature is the adjustable 
vane nozzle. Still another is the rod 
monitoring the gas flame for elec: 
tronic control system. This is now 
built into the standard igniter assem- 
bly, eliminating an important possible 
cause of service work. Ace burners 
are supplied with any of three makes 
of electronic controls. 

Making much of its line of hori- 
zontal rotary cup burners at the oil- 
burner show, Preferred Utilities 
showed its new, well-engineered oil 
regulation system that includes the 
Voluvalve, which gives a constant gph 
rate for oil thick and cool or hot and 
thin. A neat and easily-understood 
gear arrangement permits the service 
expert to set the range of pressure 
over which the valve will operate on 
a particular installation, but to ap- 
preciate fully this and other 1950 
oil-rate riggings of horizontal rotary 
cup burners, you've got to be expert 








SOOT 
DESTROYER 


EFFICIENT AND ECONOMICAL TO USE 
v 


SLUDGE-GO for Fuel Oil Tanks. 

RUST-GO for Boiler Water Cleaning. 

EZ-E WELD for Sealing Leaky Boilers. 
Write for name of nearest jobber 


KALMIDE CHEMICAL CO., 
New York 17, N. Y. 


INC. 











Hayward Mfg. Co., Inc. 


505 Court St. 


Rotary Oil Burners 
Pressure Atomizing Oil Burners 


Boiler Burner Units 


Many attractive territories open for 
Dealer & Distributor's franchise 


Brooklyn 31, N. Y. 
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Sell to Everyone in Town!! 


© Homes © Factories 

@ Stores ® Warehouses 

© Super Marts © Recreation Halls 

@ Shops © Commercial Buildings 
e Garages © Service Stations 





An Unlimited Selling Market 
with the new 


ARTCRAFT 


SUSPENDED FURNACE 


Our 
Price means more sales, 
greater profits. 


low competitive 


APPLY NOW FOR EXCLUSIVE TERRITORY. 
FOR FURTHER INFORMATION 


CHICAGO STEEL FURNACE COMPANY, 





9326 S. Anthony Ave., Chicago 17, Illinois 


Hangs from the Ceiling 
Saves valuable floor Space 





Gas or Oil fired 
75,000 to 350,000 B.T.U. 











in burners re Nos. 5 and 6 oils. 

The line of Winkler burners was 
broadened this year, as the Winkler 
show booth brought out, by adding 
to the Winkler line automatic hori- 
zontal rotary cup burners for Nos. 5 
and 6 oils. Winkler now offers high 
pressure and low pressure gun burn- 
ers, horizontal rotary cup burners, 
boiler-burner furnace-burner 
units, and a wall furnace. 

Those checking at the show on 
commercial-industrial burners easily 
found the big units in the York-Heat 
booth. York-Heat has a complete line 
of horizontal rotary cup burners for 
up to 135 gph; features include auto- 
matic operation. using Nos. 5 and 6 
oils, of course. York-Heat also has 
the Steam-Pak series of commercial- 
industrial boiler-burner units in sizes 
up to 150 hp. 

The big Ray burner which couldn’t 
be missed, well displayed up front in 
the exhibit of the Ray Oil Burner 
Company, was a grandfather edition 
with all advanced features, capable 
of up to 210 gph . . . automatic 


units, 


operation using No. 6 oil, with low- 
fire start enforced by the controls, 
modulating flame feature, double 
pump, and electronic controls. To 
add to it, double ignition is featured 
on this and the other big Ray burners. 

Cleaver-Brooks was on the job at 
the show, still boasting it has the only 
oilburner that uses No. 5 oil and 
that has straight electric ignition; it’s 
gun type, low pressure, of course. 
New at Philadelphia was the 40 gph 
model. That makes six sizes, all told, 
for from Yy to 40 gph. 

National Airoil, seemingly hiding 
its light under a bushel at shows up 
to now, filled its booth with 30 or 
40 oilburners, the smallest pressure 
burners to the largest power plant 
burners included. The big burners 
were of almost every conceivable type 
and included horizontal  rotaries, 
steam-atomizing burners, mechanical 
atomizing power plant burners, and 
low pressure industrial burners. Auto- 
matic burners of the horizontal rotary 
cup type are made by National Airoil 
in sizes for from five to 130 gph. 


The Federal Oil Burner Co., Inc 
featured light and heavy-oil burners; 
four sizes of pressure burners, up to 
25 gph; five sizes of horizontal rotary 
cup burners for up to 80 gph. 


© 


Wallace T. Holliday, president, 
Standard Oil Co. (Ohio) has been re- 
elected vice-chairman of the board of 
Brand Names Foundation, New York 
19, N. Y. The Foundation is a non-profit 
membership corporation for the dis- 
semination of information about the 
services to the public of product identi- 
fication and advertising. 


T. B. Welsh has been appointed sales 
manager, specialties, Gulf Oil Corp., 
Pittsburgh, Pa., and has been suicceeded 
by R. L. Chambers as assistant manager 
of the company’s specialty department. 


Adolph S. Pezoldt, Jr. has been named 
purchasing agent, Morrison Steel Prod- 
ucts, Inc., Buffalo, N. Y. He will work 
under the supervision of M. Jacque 
Kohnstamm, vice president and director 
of purchases, who assumes the new 
duties of assistant to the president. 
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G)isdver TANK AND WELDING CO. 


Fabricators and erectors 
of large bulk storage tanks. 


MAINTENANCE AND REPAIRS 


Consult us for facts and 


Disher TANK AND WELDING COMPANY 
3rd and Booth Streets, Chester, Penna. 


TRY KEK on 











Looking for Results ? 


GET ANY BOILER CLEAN 
SAFELY and SURELY 
TRY OUR OTHER QUALITY PRODUCTS TOO! 


@ KENBRIC Soot Remover 
@ KENITE Boiler Repair 

@ KENITE Joint Compounds 
@ KENITE Oil Pipe Plastic for Oil, Gas & Refrigerants @ 


| Ask Your Jobber or Order Direct. Jobbers Protected. 
Write for FREE BULLETINS 


KENITE 


that TOUGH JOB 











BOILER 
CLEANER 
AND STEAM 


Bricks and Rods @ 
Permanent, Odorless @ 
Non-Hardehing @ 


COnDITIONE® 





LABORATORY 


Madison New Jersey 
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for Vaporizing Oil Burners 









Oilheating Trends 

(Continued from page 11) 
duces chemicals either into its bulk stor- 
age tanks or into its trucks, to minimize 
sludge and sediment formation in cus- 
tomer’s tanks. 

FUELOIL STOCKS: Dealers bulk stocks 
of No. 2 or 3 fueloil on April 1 were 
approximately 6,463,770 barrels in the 
area East of the Rockies. This repre- 
sented about 27.4% of their bulk stor- 
age capacity, which at the first of this 
year was 23,621,824 barrels. A year ago 


Fueloil Distributors Bulk Stocks 
No. 2 or 3 Distillates 


Storage Stocks 

Capacity 4/1/50 

Barrels Barrels 
New England 3,229,740 1,468,886 
Mid-Atlantic 12,170,979 _ 2,998,929 
South 1,342,280 93,960 
Midwest 6,878,825 1,901,995 
East of Rockies 21,793,118 6,463,770 


dealer stocks in the same area were ap- 
proximately 4,367,093 barrels, or 20% 
of their bulk capacity at that time of 
21,793,118 barrels. Prices have been 
considerably firmer this season than they 
were a year ago and dealers have more 
confidence in the value of their inven- 


@ Patented dual blade bi-metal assembly 


—insures trouble-free operation— supplies 
a wide margin of extra power. 

@ More rapid heat transmission. 

@ Adjustable snap acting Micro-switch. 


@ Heavier, more rugged construction. 





tories. The table shows dealer stocks by 
areas. Kerosene stocks East of the 
Rockies on April 1 stood at 37% of bulk 
plant capacity compared with 25% a 
year ago. Geographically the compari- 
sons on kerosene stocks were: New Eng- 
land 42% this year, 32% last year; 
Mid-Atlantic 38% and 25%; the South 
18% and 24%; the Midwest 36% this 
year and 19% last year. 

Stocks of No. 2 and 3 fueloils held 
at suppliers’ terminals, refineries, and 
in transit on April 8, the latest avail- 
able data, were 27,983,000 barrels East 
of the Rockies. This corresponds with 
40,788,000 barrels on the same date last 
year and with 24,791,000 barrels on 
April 10, 1948. After mild weather 
most of this season March was sharply 
colder than normal with the result that 
stocks were drawn down appreciably 
during the month. 

DEALER COMMENTS: Typical com- 
ments on questions of the month are 
these . . . “Each fall we put in a quan- 
tity of chemical tank conditioner” . . 
‘Burner sales in this area should be very 
good this summer due to the last coal 
work stoppage” . . . “I believe the Shell 


SERVICE 


Less service means greater cus- 


tomer satisfaction —increased 








profits— more new business 


Box E, Station A 







D. 1. MCCORRLE co. 


Berkeley, California 





Oil Company and the Atlantic Refining 
Company have solved the sludge prob- 
lem”... “We always get bogged down 
when trying to work out an incentive 
program for drivers—too many ifs and 
ands come up. We’d like to have some- 
one show us a good incentive pay by the 
gallon plan”. . . “We look for the big- 
gest oilburner year in history”... “We 
pay a bonus in addition to regular 
drivers rate based on an efficiency for- 
mula determined by the number of gal- 
lons delivered during hours at work 
with traveling time excluded. Bonus 
runs as high as 36% of hourly earnings” 
... If our drivers deliver for less than 
set cost they are given half of savings” 
... We have one driver that owns all 
of the truck chassis while we own the 
tanks, meters, pumps, etc. He does about 
75% of the deliveries and hires and 
pays the other drivers and all truck ex- 
penses for which we pay him .85¢ per 
gallon on all deliveries” . . . “We inspect 
all tanks once a year through the open- 
ings in the bottom. If any sludge appears 
we clean the tank, but rarely find sludge 
with No. 1 or 2 oil” . . . “We try and 
clean tanks each year.” 
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an oil burner for every heating job 


@ All Surfaces Machined @ Precision Made Throughout 
@ Completely Fire Tested 
@ Variable Tube Lengths To Fit YOUR Requirements 
@ Flange Mounted 
@ Meet All Local And State Requirements 
Write Us For Complete Information 


SUNDSTRAND ENGINEERING COMPANY 


ROCKFORD ILLINOIS 
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RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 





Code No. C/T #11 Code No. S-SOS #11 


THE RAJAH CO. BLOOMFIELD, NEW JERSEY 
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*» MAR-COIL HEATER COMPANY -- 


For inside or 
outside jobs. In- 
stalled at any 
height or dis- 
tance. Specify 
size of tank and 
length of copper 
tubing when or- 
dering. 


\Tuaaaakals eee 


Cc 


THIS HLUSTRATES A 
FUEL Oil TANK IN YO! 
BASEMENT OR BURIED 
iN THE GROUND unit. 


{1 to 25 gals. 
No. 12 and 12B with dual 


ignition. 
ASK vous JUBBER FOR MAR-COIL PRODUCTS 





MAR-COIL OIL BURNER 
A dependable and popular 
Made in 5 sizes from 


200 PATERSON PLANK ROAD 
MAR-COIL 
RIGID BOILER 
TAND 
Simply and Fong 


assembled. 
of 


2 
54” boiler dia. 





MAR-CO'L 
TEMPERING 
VALVE 
Regulates tem- 
per hour. 
water by ther- 
mostatic bel- steam, 
lows. Sizes 34” 
to 2”. 


UNION CITY, N. J. 


MAR-COIL 
SILENCER 


Eliminates water hammer 
from the lines on every job. 
Easily installed. No adjust- 
ment required. 
A, 9 cu. in. cushion 
B, 17 cu. in. cushion 
C, 54 cu. in. cushion 
D, 80 cu. in. 

















MAR-COIL 
MOTORIZED 
GATE VALVE 


perature of hot Used with any 


water or 
vapor job. Sizes 
1Ya” to 6”. 








Silent Glow Postalile en 
Warm Maine Revival Meeting 


DR. BILLY GRAHAM, noted North Caro- 
lina revivalist, on March 31 spoke to a 
crowd of 8,000 people that overflowed a 
huge airplane hangar at Houlton, Me. 
The No. 2 hangar at the Houlton Air- 
port was decided upon for the meeting 
to provide a sheltered location for the 
huge crowd anticipated. In other loca- 
tions it had been necessary to accommo- 
date the crowds in a number of halls or 
churches and link them together with 
loudspeakers or by radio. 

At Houlton, four potato car heaters, 
portable oilfired units made by Silent 
Glow Oil Burner Corp., Hartford, 
Conn., were employed to keep the wait- 
ing congregation warm. The heaters, 
which were turned off during the serv- 
ices, are direct fired units designed for 
use in applications where preheating, 
drying, curing, thawing, ventilating and 
similar functions are needed. 

The four units out-starred the star at- 
traction in that the Boston Post, report- 
ing the revival, featured a picture of one 


of the heaters on the front page, with 
Dr. Graham and pictures of the hangar 
and crowds relegated to page 8. 


Morrison Steel Breaks Ground 
For Factory Expansion Program 


GROUND has been broken for the addi- 
tion of a new building in an expansion 
of the facilities of Morrison Steel Prod- 
ucts, Inc., Buffalo, N. Y. Addition of 
the new 30,000 sq. ft. building on the 
company’s 12)47 acre land will permit an 
increased volume of warehousing and 
shipping to be handled. Charles D. 
Natal, trafic manager and supervisor of 
shipping and receiving, will be in charge. 

The Morrison company, founded in 
1912, has been a pioneer in the steel 
stamping industry, primarily in contract 
work for the truck industry. In 1945 
they entered the domestic warm air fur- 
nace field with a line of Mor-Sun pressed 
steel furnaces, handled by a division of 
which Gene Brown is sales manager. 
Two years ago a line of service and util- 
ity truck bodies was added. Larry Bren- 
nan recently was appointed sales man- 


ager of this division. Another new prod- 
ucts added this year is a four-sectional, 
all-steel, residential, overhead garage 
door. 

The new products, plus increases in 
sales of the former products, have neces- 
sitated an expansion and realignment of 
Morrison personnel. Isadore Morrison, 
vice president, is in charge of manufac- 
ture of all products; Arthur J. Harsch, 
vice president, retains supervision of en- 
gineering and assumes the duties of sales 
engineer and new product development. 
M. Jacque Kohnstamm, vice president 
and director of purchases, has become as- 
sistant to the president in carrying out 
executive policies and Claude O. Rainey 
is secretary-treasurer. 


New York Office Moved 
By Columbia Distributor 


MORRIS CO., New York distributor for 
the home heating boilers made by Co- 
lumbia Boiler Co., Pottstown, Pa., has 
announced removal of its offices to a 
new location. Since May 1 the organiza- 
tion has been relocated at 95 Madison 
Ave., New York 16. 








HOW TO STOP 
FUEL WASTE 


Imagine a bunsen burner with 
no central air-hole or a stoker 
without air driven to the center 
of the fuel bed. 

Only Airflame provides means 
to drive air into the CENTER 
of the oil mist ball. Less waste. 
More Heat. 


648 McALISTER AVENUE 








Dealers, Distributors, Mfg. Agents write 


AIRFLAME, INCORPORATED 
WAUKEGAN, ILL. 


Underwriters 


none better! 





RANSFORMERS 





Leaders In the Oil-Burner 
Field 


Dongan was among the first to 
build transformers for oil burn- 
ers. In fact, the Dongan was the 
first transformer approved by the 
Laboratories for 
oil-burner ignition. 

Equip your oil-burner with a 
Dongan Transformer. 


2981 Franklin 





Voltages from 5,000 to 
14,000. A variety of sizes 
and mountings. Special 
types built to specifications. 


There is 


Dongan Electric Manufacturing Co. 
Detroit 7, Mich. 
‘'The Dongan Line Since 1909°* 
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Authorized 


SERVING THE ST. 


Fuel Unit FUEL UNITS 
Service TRANSFORMERS 
Station ELECTRODES 
COMBUSTION CHAMBERS 
FILTERS 





Stoker and Oil Burner Parts 


TUBING 
FITTINGS 
NOZZLES 
CONTROLS 
OIL TANKS 





SEND US YOUR 
ORDERS OR INQUIRIES 


CRESCENT PARTS AND EQUIPMENT CO., INC. 


825-831 S. Boyle Avenue 


St. Louis, Missouri 


STOKER & OIL BURNER 
M-H, PERFEX PENN 


Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 
CONTROL 


REPAIR 






EXCHANGE 


SERVICE 
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Compact, lightweight pumps that 
operate at wide ranges of speed— 
to handle oils of all viscosities and 





CLASS 50 
Direct-drive 
PUMPS 
for 

Light Oils 


Roller tolerances permit handling extraneous 
matter that would jam other mechanisms. 
suction characteristics. Capacities 


60-600 GPH; pressures to 100 psi. 
Ask for Bulletin A-1330 


CLASS 60 
Reduction- 
drive 
PUMPS 

for 

Heavy Oils 





Time-tested Kraiss! design for direct burner 
supply—or as booster pump. The pump that 
will’ pull heavy oil when it is cold. Capaci- 
ties, 75-1800 GPH; pressures to 100 psi. 


Ask for Bultetin A-1193 = 
——-- 


oneal 
0., 
RAISSL © 
295 Williams Ave- 


-1330 
0) 
Pleas send Me th ful 1 info DS 
gn Kraissl Fuel 
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THE ARAISSL CO. 


, Hackensack, N. J. 











——ONE MONTH ONLY: 


DEGREE DAY TABLES 





March Percent 
Normal 1949 1950 Change* 
955 853 1166 + 22.0 Albany 
389 «386 = 493 +s26.7 Atlanta 
650 578 735 + 13.0 Baltimore 
852 799 961 + 12.7 Boston 
1010 961 1133 + 12.1 Buffalo 
871 817 965 + 10.7. Chicago 
681 46 732 + 7.4 ~~ Cincinnati 
892 823 976 + 9.4 Cleveland 
284 268 320 + 12.6 Dallas 
792 765 787 —,0.7 Denver 
849 892 1001 + 17.9 Des Moines 
943, 909 1070 + 13.4 Detroit 
962 974 1073 + 11.5 Grand Rapids 
871 825 998 + 14.5 Hartford 
982 1124 1066 + 8.5 Helena 
154 188 167 + 8.4 Houston 
751 695 835 + 11.1 Indianapolis 
657 684 767 + 16.7 Kansas City 
209 279 198 — 5.3 Los Angeles 
395 590 691 + 16.1 Louisville 
969 982 1100 + 13.5 Milwaukee 
1082 1136 1264 + 16.8 Minneapolis 
130 143 180 + 38.4 New Orleans 
785 701 860 + 9.5 New York 
813 882 950 + 168 Omaha 
685 637 788 + 15.0 Philadelphia 
767 711 872 + 13.6 Pittsburgh 
1003 986 1192 + 18.8 Portland, Me. 
530 526 576 + 8.6 Portland, Ore. 
866 765 948 + 9.4 Providence 
616 645 728 + 18.1 St. Louis 
709 657 711 + 0.2 Salt Lake City 
314. 366) »= 3361 S++ «14.9 San Francisco 
1303 1302 1427 + 9.5 Sault Ste. Marie 
595 543 619 + 4.0 Seattle 
889 862 1031 + 15.9 Toledo 
637. 565 717 + 12.5 Washington 








Normal 


5817 
2794 
4063 
5067 
5782 
5410 
4487 
9281 
2269 
4990 
5742 
5681 
5817 
5296 
6548 
1283 
4890 
4538 
1100 
4027 
5994 
7063 
1175 
4627 
5508 
4227 
4809 
6085 
3603 
5158 
4209 
4885 
2048 
7587 
3816 
5442 
4133 


SEASON TO DATE 
(Sept. 1 





to Mar. 31) Percent 
1950 Change* 


1949 


4940 
2381 
3279 
4364 
5055 
4852 
3589 
4502 
2345 
5366 
5792 
5054 
5235 
4755 
7993 
1185 
4312 
4532 
1699 
3429 
5661 
6953 

838 
3744 
5853 
3537 
3965 
5433 
4070 
4216 
3966 
5601 
2566 
6993 
4202 
4897 
3272 


5782 
2282 
3430 
4727 
9449 
4106 
3660 
4703 
1949 
4382 
5755 
5364 
5488 
5142 
T2357 

848 
4333 
4262 
1283 
3555 
5903 
7227 

927 
3945 
5727 
3737 
4196 
6201 
3868 
4653 
3794 
4607 
2207 
7622 
4063 
5245 
3353 


0.7 
— 18.4 
15.6 
6.8 
4.8 
5.7 
18.5 
11.0 
14.2 
12.2 
0.2 
5.6 
5.7 
3.0 
10.8 
34.0 
11.4 
6.1 
16.6 
11.8 
1.6 
2.3 
21.2 
14.8 
39 
11.6 
12.8 
1.9 
7.3 
9.8 
9.9 
5.7 
7.7 
0.4 
6.4 
3.7 
18.9 


| 


| 


eee) 1 Peet 


*Compared with normal. Note: Above figures secured from Monthly Meteorological 
Summaries published by U. S. Weather Bureau offices in individual cities. 





May 
1950 








